








A World-wide Favorite for the past 38 years! 


Beaver No. 3 Ratchet Threader is a deluxe tool with 
fully-enclosed ratchet teeth that cannot get gummed-up or 
mutilated—thus eliminating the danger of serious accidents 
caused by ratchet slippage. 


Die segments square in shape — no weak sections — are 
easily removable for sharpening and can be inverted for 
close threading. Ample openings between segments for 
oiling and chip clearance. 

Diehead carrier free — enclosed metal tool-box available 
extra. 


Beaver No. 3 threads Pipe, % to 1”; Bolts, % to 1”; 
Conduit, ¥% to 1”; Brass Tubing, %-20; % or %-27 Thread. 
Also specials. 


Write for complete new Catalog No. 49 — free! It shows 
a complete line of hand tools, % to 12-inch; electric pipe & 
bolt machines, power drives, etc. Address Beaver Pipe Tools, 
Inc., 216-300 Dana Avenue, Warren, Ohio, U. S. A. 


BE ER 


Clog-free openings for 
rapid chip clearance and easy 
oiling. 














Square-shaped die seg- 
ments have no weak offsets. 
Easily removable for resharp- 
ening. Can be inverted for 
close threading. 
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Handy carrier free with 
orders for tools with three or 
more dieheads. 























Enclosed ratchet mech- 
anism protects teeth and elim- 
inates slippage — and acci- 
dents! 
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Patented chip-free Die- 
head for threading bolts and 
rods up to | inch. 
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You And Controls—aAn editorial ... 


The House Behind the Salesman 


—Here’s a “no holds barred” discussion between an outside salesman & the head of inside sales 
Use Imagination to Snare Sales —Offer “tailored” units as specialized service 
Improve Your Service Opportunities—Bulletins swpply answers to problems of civilian industry. . « « 


A New Home—California Style 
—New $3,250,000 building features print shop, overhead crane & 600-capacity cafeteria 


Homemade Hofbrau —Pittsburgh distributor converts storeroom into ideal recreation room. 
There’s Big Business in Medium Large Plants —They offer variety in work & more orderse...- - 


Teamwork: What Does It Mean? 
—A combination of selling ability & technical knowledge is one explanation 


Profit Sharing —Pye-Barker’s plan puts employees & management on same team 


Need More Volume? Get Organized 


—A Providence salesman gets volume sales by organized selling 


Make Meetings Solve Salesmen’s Problems 
—One way is to follow general meetings with individual conferences 


New Building Is Tailored Stockroom —Buffalo distributor fits structure around supply functions. . . 


Distributors Say .. . 
—Here are a few comments on our November article “Distribution in Today’s Economy” 


> ERA 2 YY 2 2S 2 oe 
7 The Outlook for Business 
Door Openers to Sales 
How They Do It 


Washington Bulletin 
Talk of the Trade 
Supply Sales Trends 


96 Questions & Answers 
98 New Products 








COMING IN INDUSTRIAL DISTRIBUTION NEXT MONTH 


Survey of Changes complete report that'll appear in March. There'll 


Was 1950 an eventful year for you? It was for the be pictures and text. 


industrial supply industry as a whole. Just what 
changes the year brought in sales, inventory, em- 
ployee turnover and numerous other categories will 
be reported on in our annual “Survey of Changes”. 
Questionnaires that have been filled out by distribu- 
tors from coast to coast are now being tabulated. 
You'll want to see the results and compare them with 
your operations. Look for the article in March. 


A Special for Specials 


Handling orders for specials can be troublesome. 
If the job is for you, you'll want to study the system 
one distributor has installed for handling specials. 
Maybe you can adapt the system to ycur operation. 


Sales Promotion 


No matter whether business is good, fair-to-mid- 
dlin’ or poor, sales oer should be an integral 
part of your work. That’s the thinking of many dis- 


Southern Style 
As in former years, the Southern Association’s an- 


nual Biloxi meeting attracted scores-of distributors 
and manufacturers, men you know. And, as usual, 
your editors were on hand to gather material for the 


tributors, one of whom has told your editors exactly 
how he carries on his promotion program. It makes 
interesting reading and it'll help you. 





UNFAILING PERFORMANCE GUARANTEED 
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Available through Authorized Holo-Krome Distributors. 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN., U.S.A. 
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Chain Ads in 
Many Magazines 
Aid Your Sales 


Another Example of Link-Belt 
Advertising at Work for You! 


To help you sell the country’s biggest chain 
line, Link-Belt has launched its largest adver- 
tising campaign on chains and_ sprockets. 
Hard-hitting, two-color ads in red and black 
will reach almost every prospect. 

The theme, “No one chain serves every 
purpose,”” was selected to educate your pros- 
pects to the specialized applications of each 
show them that you can 
supply the right chain for every job. You 
aren't limited in your recommendation to a 
Exclusive features are stressed 
throughout to make your selling job easier. 


type of chain... 


narrow line. 


Ilustration is varied to fit audience of major 
trade papers. Reprints of all these ads are 
available for direct mailing. 


Extra Manufacturing Step Makes 
L-8 Roller Chain Easier to Sell 


The darkened appearance of the rollers on 
Link-Belt Roller Chain is a real sales asset. To 
build extra fatigue life, these rollers are shot- 
peened during manufacture — “cold-worked” 
for added ability to withstand shock and im- 
pact. Link-Belt is the only roller chain that 
offers this plus wearing value. 





New Directory 
With Industry 
Product Check 


“Why, I didn’t know Link-Belt made it!” 
If you've ever heard this remark, you'll 
want to get the new Directory of Link- 
Belt Products into every prospect's hands. 


This valuable book will help bring 


you and your customers up-to-date on 


out the tremendous scope of Link-Belt’s 
activities in every industry. 

An industry-by-industry check list will 
help pin-point your prospects for any or 
all of the vast Link-Belt line. 


Time Well-Spent 


A few minutes spent with Book 1953-E 
will give you a fresh insight on how 
Link-Belt products blanket your market. 





LINK-BELT COMPANY 
Chicago 9, Indianapolis 6, Philadelphia 
40, Atlanta, Houston 1, Minneapolis 5, 
San Francisco 24, Los Angeles 33, Seattle 
q 4, Toronto 8, Springs (South Africa). 
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products and literature available. It brings | 





New Demands Expand Distributor 
Market for Belt Conveyor Idlers 


With the demand for more production 
and a conservation of manpower, you'll 
find you have a striking answer in the 
complete line of Link-Belt belt conveyor 
idlers and components. Almost every 
plant can use this most common form of 
mechanized materials handling. 


Big Replacement Business 
Heavier production schedules mean more 
wear on equipment, an even bigger re- 
placement market. In fact, on some jobs, 
idlers are considered expendable. Re- 
member you can »% SAL FS 
ng ng any MEETING 
make of idler with , 

a Link-Belt—they're IN PRINT 
completely interchangeable. 

The Series 100 Idler has been stand- 
ardized for lower cost. Distinctive fea- 
tures reduce maintenance, give longer 
life, permit greatest simplification. 

Sell What They Require 


Link-Belt offers the most complete line 
—all types and sizes of idlers, take-ups, 
pulleys, trippers, bearings, and drives. 
Plus related equipment—other types of 
conveyors, feeders, elevators. 


Exclusive features for long life, low maintenance 











Let’s Pull Together 


You and we have a goal in common . . . to get necessary 
working tools into the hands of industrial customers as 
quickly and as they need them. 


THIS IS OUR PART . . . to speed up production of “Spar- 
tan Products” to the utmost without cutting down quality 
for quantity, to play fair with you and your customers by 
selling 100% through distributors and giving Spartan Dis- 
tributors the best service possible. 


AND THIS IS YOUR PART .. . to send in your orders as 
far in advance of shipping date required as possible, to 
watch your stock requirements and have your trade place 
their orders as far in advance as they can. 


We pledge our best efforts to you and your customers for 


neither you or we can rest until victory is won. 











SPARTAN SAW WORKS SPRINGFIELD, MASS. | 
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The Cover 


Dateline: Washington — Reams of 
copy flow from teletype machines 
under this head. 
Some of it is vital to you, Mr. Indus- 
trial Distributor, in the operation of 
your business; much is not. We try, 
each month, to bring you the latest 
pe son aang = that pertain to your 
t is th we’ve expand- 
ed our “eoverage—ee, why not turn 
to page 7 and begin reading? 
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ship a satisfactory abrasive 


volume 


promptly 





possibly MICHIGAN ABRASIVE 
CAN HELP YOU... 


ROELS 


BELTS 


DISCS e 


. it's not the sales you make but the 
volume delivered that pays off. In 
these days of shortages it often takes 
more than one source of supply to hold 
volume at a profitable level. If you are 
finding a need to satisfy a demand for 
more volume, possibly Michigan 
ABRASIVE COMPANY can help you. 
Here are quality abrasive belts, discs, 
sheets and rolls that are meeting with 
customer acceptance. Being on the 
MICHIGAN ABRASIVE distributor list 
also has the advantage of an excellent 


co 


Michigan 


i 


distributor policy that affords you pro- 
tection...our sales group does not 
sell in competition with you ... we pro- 
vide simplified pricing and do every- 
thing possible to make you feel like the 
selling part of our organization. 

Write now for a copy of our dis- 
tributor policy and determine if your 
territory is open. You may find it im- 
portant in making prompt deliveries 
to your trade. 


MICHIGAN ABRASIVE COMPANY 
11900 East Eight Mile Road, Detroit 5, Mich. 





RED COAT BRAND 





SHEETS e« 
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LAPPING 


COMPOUND 
5 








AMAZING PERFORMANCE SELLS 
THE NEW Es nonce 


SHIDE-SET 


OPENS OR CLOSES TO ANY 
POSITION IN ONE SECOND! 


Pe eed 
U.S. Patent Nos oS ” 
2464650 and 2441683 


RELEASE ~Turning han- 
dle counter- 
clockwise puts vise in 


“neutral” for fast slide 


Here’s a new big-profit maker for Distributors, ailiien, tx aaeak 


because its money-saving value to vise users is easily dem- 
onstrated and instantly recognized! 

Amazing performance sells the Dodge Slide-Set vise. 
Demonstrate—install one—and invite comparisons. Your 
customers will standardize on this new fast-acting vise be- 
cause it cuts time and tiring work out of many assembly 
and production operations—speeds production, increases 
efficiency, reduces operator fatigue! 

Dodge provides a light weight demonstrator which 
makes it easy to carry the sales-making story of the Dodge 
Slide-Set vise right into the prospect's office or shop. Actual 
vise has all the power and ruggedness of a conventional 
type—it weighs 58 pounds! 

Backed by a strong advertising campaign. Easy to han- 
dle, easy to stock, Dodge Slide-Set is built in one size—4 
inches—to meet the majority of the market demand for a 
heavy duty machinist’s bench vise. Each vise is supplied 
in an attractive individual package. 

DODGE MANUFACTURING CORPORATION, 500 Union St., Mishawaka, Indiana 


DODGE 
of Mishawaka, Ind. 


CLOS —a push closes 

jaws on work (or 
a pull opens). No time- 
wasting, tiring spinning 
of the handle. 





LOCK — Turning handle 
clockwise applies 
full pressure as in a con- 
ventional! vise. 


CALL A TRANSMISSIONEER 
Your local Dodge Distributor can tell 
you about the new Slide-Set Vise as 
well as give you news of the latest 
Dodge developments in power trans- 
mission machinery. 
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Washington 


Industrial Distribution 


Bulletin 














Price, Wage Curbs 
Stalled By ESA’s 
Lack of Staff 


Selective price controls as FAST 
as staff conditions permit! 

That about sums up the price con- 
trol propests for the immediate future. 
Lack of an adequate staff to admin- 
ister a general 30-day price freeze 
order proposed by Price Director 
Michael V. DiSalle, drew a veto from 
Economic Stabilization Administrator 
Alan Valentine last month. 

But pressure for price and wage 
controls is growing. President Truman 
said action must be taken but didn’t 
say when or how soon. Since Defense 
Mobilizer Charles Wilson agreed with 
Mr. Valentine on staff inadequacies, 
some delay is inevitable. Mr. Valen- 
tine and Mr. DiSalle said they might 
put out a 30-day price freeze order or 
some modification of it later. In the 
meantime, they planned to hold prices 
on a selected basis with emphasis on 
basis materials. 

ESA’s prospects of hiring enough 
personnel to administer a price freeze 
in the near future are not bright. It 
had, last month, in both wage and 
price units, only 325 employees. Any 
general price freeze on any given day 
would swamp the agency with peti- 
tions for adjustments of inequities. 

The Office of Price Administration 
was in existence for more than a vear 
before it issued a general maximum 
price regulation. At its peak, OPA 
had about 60,000 paid workers not 
counting volunteers. 

ESA warned that if its “Fair Stand- 
ards”, set Dec. 19, weren’t observed, 
it would issue mandatory price con- 
trol orders using a base period ending 
ing not later than Dec. 1, 1950. As 
affecting distributors, these standards 
stipulate: 


“Gross margins may not be in- 
creased above the June, 1950 level if 
net dollar prefits before taxes of the 
distributor are equal to or in excess 
of average net dollar profits before 
taxes of the distributor in the period 





1946-49.” 
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Use Of ‘Do’ Ratings 


For Supply Items Ok’d 


Prepare to handle a lot more “DO” orders than you have been. NPA 
amended Regulation 2 on Jan. 11 to permit any manufacturer assigned a rating 
to use it to get “jigs, dies, tools and fixtures” where failure to get these items 
would result in missing the delivery date. This means distributors will get “DO” 
orders bearing virtually all the code numbers signifying various programs. 





CHARLES E. WILSON, Director of 
the Office of Defense Mobilization and 
chairman of the Defense Mobilization 
Board, is now economic boss. 


Wilson Directs 
Mobilization Units 


Overall direction, control and co- 
ordination of industrial mobilization 
activities now rest with Charles E. 
Wilson, former General Electric presi- 
dent, as Director of the Office of De- 
fense Mobilization. Mr. Wilson is 
also chairman of the Defense Mobili- 
zation Board, established by President 
Truman as a sort of super-agency 
which includes heads of all agencies 
in mobilization. 

To suit Mr. Wilson’s specifications, 
President Truman also established the 
Defense Production Administration, 
with William H. Harrison, former 
NPA head, as administrator. Mr. 
Harrison now supervises the entire 
field of industrial production under 
the direction of Mr. Wilson. NPA 
has been retained and will continue 
to carry out the policies determined 


by the DPA. 





The action grants some temporary 
priority assistance to defense manu- 
facturers pending adoption of a longer- 
term maintenance, repair and operat- 
ing (MRO) program, probably around 
July 1. NPA is working on it along 
with a CMP set-up. 

By “jigs, dies, tools and fixtures,” 
NPA means accessories to production 
equipment only. Distributors must 
now accept all “DO” orders for vir- 
tually all perishable items such as 
cutting tools, hand tools, belting, 
brushes, packing, chain, rope and 
pulleys. Anything virtually that will 
be used up on the job. 

Machine tools and “other complete 
units of production equipment”, how- 
ever, are not included in the change. 
This means such things as powered 
bench tools, precision tools, vices, 
portable electric tools, power trans- 
mission units, etc. To get these, a 
manufacturer must secure a “DO-98” 
(if he is buying it for himself) or a 
“DO-21” (if the title is held by the 
Government). 

Example: A gun maker is as- 
signed a “DO-05” rating (Weapons 
Program). He can extend it to a dis- 
tributor to get blades, but not a band 
saw machine. If he wants a machine, 
he must apply for a “DO-98”. If the 
Government buys the machine and 
loans it to him, it issues a “DO-21”. 
That’s direct procurement. 

Another possible source of “DO” 
orders for distributors is the Civil 
Aeronautics Administration, NPA au- 
thorized the agency to use “DO” 
ratings to assist in expansion and 
maintenance. As these will be issued 
through the Defense Department, 
they will be “DO-01”, “DO-21” or 
“DO-98”. Defense also got authority 
to use ratings for construction equip- 
ment for overseas projects only. 

(Continued on page 10) 














FACILITIES . 


Tue MARKET 
1M STEEL VALVES IS 
8/¢ AND GETTING 8/6688 





meassmen 
LUN KERN cImeR peers «pot 


. INFORMATION 


MARKET =: - 
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PREPARED BY LUNKENHEIMER ESPECIALLY 
FOR LUNKENHEIMER DISTRIBUTORS 


Your leadership in valve sales in your 
market means as much to Lunkenheimer 
as it does to you. We’re proud of the job 
you've done over the years on the famous- 
for-quality Lunkenheimer bronze and iron 
line. In working with you constantly to 
improve your position, we keep an eye on 


tomorrow’s steel valve market. 


Rising temperature and increasing pressure 
requirements call for steel valves. Steel 
valves bulk larger in sales than you may 


realize. Your customers naturally look to 





you for service on steel valves the same 


as bronze and iron. 


As we’ve demonstrated in our ads during 
the last few months — four of them are 
reproduced here—Lunkenheimer gives you 
the last word in steel valve production 
facilities, the one GREAT name for product 
quality, market coverage with aggressive 
advertising and promotion, and organized 
information for your salesmen who sell 


valves. 


Your experience as a successful industrial 
distributor tells you that IT NEVER PAYS 
TO BUCK A TREND. And the trend in 
valve sales is running stronger each day to 
distributors who supply the complete line 


of steel, iron and bronze valves. 


STEEL...J.RON...BRONZE 


P 
NHEIMER 


O hes 3 
ViCQH NAME IN 
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Only sold thru Dumore Industrial Distributors 


AS the defense program mush- 
rooms, you'll find Dumore Tool-Post 
Grinders the profit-making answer to 
your customers’ precision grinding 
bottlenecks. As delivery of expensive 
special-purpose grinding equipment 
slows, the more Dumore grinder sales 
your men will make. 


You'll be selling tested tools, for in 
World War II, thousands of Dumore 
grinders proved their ability to turn 
out high-finish precision work at low- 
cost, and at production rates. 


The eight Dumore models give you 
a style and size to fit any customer's 
job requirements, and each carries 
the unconditional Dumore guarantee 
of finest tool quality. 


The DUMORE COMPANY 
1300 17th S*t.,, RACINE, WIS. 


0. 
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WASHINGTON 


(Starts on page 7) 


Machine Tool 
Makers’ Aid Plea 
Weighed by NPA 


A recommendation that the ma- 
chine tool industry be given priority 
assistance has been submitted to NPA 
by the industry advisory committee 
and is being considered. A task force 
from the overall committee finished 
studies on recommendations made at 
a recent meeting with Marshall N. 
Smith of NPA’s Machinery Division 
and a top policy decision is awaited. 

The committee told NPA officials 
that the industry needs priority as- 
sistance in securing necessary mate- 
rials and supplies to keep its produc- 
tion in pace with the expanding 
defense program. The committee em- 
phasized that there was a large back- 
log of civilian orders, many of which 
they termed “defense orders without 





| defense ratings.” 


Authority to use “DO” ratings, the 


| committee pointed out, would make 


it possible to secure the materials and 
supplies needed to produce the neces- 
sary machine tools. 

The committee also suggested that 
a pooling system be established for 
placing “DO” orders for machine 
tools and that at least six months 
time be permitted to fill such orders. 
Some of the manufacturers indicated 
that auto manufacturers orders repre- 
sent a large percentage of the present 
backlog. A number of auto producers 
are now tooling up for defense produc- 
tion. 

Members of the committee are 
James Y. Scott (Van Norman Co.); 
Arthur H. Ingle (Consolidated Ma- 
chine Tool Corp.); Swan Bergstrom 
(Cincinnati Milling & Grinding 


| Machines, Inc.); Richard E. LeBlond 
| (R. K. LeBlond Machine Tool Co.); 


Ralph J. Kraut (Giddings & Lewis 
Machine Tool Co.); Harvey Goldman 
(Harvey Goldman Co.); M. A. Hollen- 
green (Landis Tool Co.); James A. 
Currie (Erie Foundry Co.); L. C. Ed- 
gar, Jr. (E. W. Bliss Co.); R. E. 
Fruehour (South Bend Lathe Works); 
W. W. Barton (W. F. & John Barnes 
Co.); Thomas R. Rudel (Rudel Ma- 
chinery Co.). 





BULLETIN (continued) 





W. H. HARRISON moved up from 
NPA Administrator to head the new 
Defense Production Administration, a 
sort of new War Production Board. 


MANLY FLEISCHMANN, NPA 
counsel succeeds Mr. Harrison as the 
agency’s administrator and will carry 
out DPA’s policies. 








Questions & Answers 








QO. What does ESA mean when it | 


says that price increases in excess of 
the standards will be subject to ac- 
tion? 


A. The action is investigation, con- 
sultation and possible issuance of a 
legal ceiling. 

Q. What does “net dollar profits 
before taxes’”’ mean? 


A. Net income. Net dollar profits 
in the base period can ordinarily be 
determined simply by taking the total 
net income reported on Federal in- 
come tax returns. 


Q. What base period should be 
used by a distributor whose accounts 
are on a fiscal basis? 


A. He should use fiscal years, tak- 
ing the four years ending nearest to 
Dec. 31, 1949. 

Q. How does a company tell 
whether its net dollar profits are less 
than the base period standard? 


A. The determination should be 
made only on the basis of actual ex- 
perience. The company should rely 
on its earnings statement for its most 
recent accounting period. 

Q. What is meant by “gross mar- 
gin”? 


A. Gross margins are to be defined 





and calculated in accordance with the 


customary practices of the individual 
trade. 


Q. If distributors must add_ their 
margins only to inventory cost actually 
paid and not to replacement on market 
costs, is this not inconsistent with 
LIFO or other basis of accounting? 


A. No. The LIFO basis is simply 
a way of determining actual inventory 
cost. Distributors should follow their 
regular method of determining such 
cost, whether on a LIFO basis or any 
other, always providing it is based on 
actual inventory. 


New NPA Orders 


M-17 (Dec. 17) provides for the 
equitable distribution of rated orders 
among manufacturers of certain elec- 
tronic components (ceramic products, 
electrone tubes and fixed composition 
resistors). 

M-18 (Dec. 21) imposes limitations 
on inventories of bristles as well as 
on the processing, mixing or prepara- 
tion for manufacture. 

M-19 (Dec. 27) controls deliveries 


| of cadmium, limits end-use and im 


poses inventory controls. 
M-20 (Jan. 4) sets specific inventory 
limitations for iron and steel scrap. 
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WALTER C. SKUCE, former CMP 
director in WPB, is directing develop- 
ment of a controlled materials plan for 
the NPA. 


NPA Continues 
‘As Control Unit 


The industrial mobilization set-up 
in Washington has been revised but 
the National Production Authority re- 
mains intact and is still the agency 
with which businessmen must deal. 
In time, however, the agency is to be 
absorbed into the Defense Production 
Administration. 

As Defense Production Administra- 
tor, William Henry Harrison’s job is 
to establish overall production prior- 
ities, determine program feasibility, set 
production program goals, determine 
the scope of production expansion, 
estimate labor supply requirements for 
production programs, represent the 
U. S. on combined boards, secure pro- 
duction plans from all agencies and 
develop methods and procedures. 

Previously, some of these powers 
had been delegated to regular govern- 
ment departments. Now, although 
the functions may be performed by 
these departments, the authority is 
centralized in Mr. Harrison’s office. 
In other words, DPA will have about 
the same powers as did the former 
War Production Board. However, 
while WPB ran both programming 
and operations in its own name, DPA 
will concentrate on programming. It 
will delegate back to the operating 
agencies the actual functions which 
they now perform. 

(Continued on page 14) 








For drilling— capacity to 4" drills. A wide 
range of speeds and dependable accuracy make 
this an ideal machine for all shops. 


For surface grinding— a flare cup or recessed 
wheel equips the drill press to handle many 
different surface grinding operations. 


DRILLING is only one 


of many jobs your customers 
can do with a 


Precision, high-speed tapping is done by 
simply installing a tapping attachment on the 
machine spindle. 


WALKER-TURNER 


DRILL PRESS 


WALK FRIEURNER 
els: f 


KEARNEY ANDI TRECKERL CORPORATION 
PLAINFIELD. J. 


For removing rust, scale and paint— with a For spot polishing and finishing — bare metal 





wire end brush attached to the spindle, the easily 
controlled pressure of the drill press readily 
removes hard incrustations such as these. 


DRILL PRESSES 


e RADIAL DRILLS 


surfaces (of machines) can be given a new “pre- 
cision” finish by using an improvised polishing tool 
and running drill press at slow speed. 


e TILTING ARBOR SAWS 


Abrasive polishing of valves is a simple, easy 
operation with a Walker-Turner Drill Press and the 
special set-up shown above. Abrasive cloth, backed 
by rubber, does the polishing. 


e BELT and DISC SURFACERS 


METAL-CUTTING BAND SAWS e METAL-SPINNING LATHES e SPINDLE SHAPERS e« JOINTERS 


12 
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| WASHINGTON BULLETIN 
(Starts on page 7) 


Few Industrial 
[UEKIN *s-rpplication” Items Hit By Curb 
RADIUS GAGES* On Use Of Copper 


Pave the Way for 
I Sal The first National Production 
Increased Tool Sales Authority order to hit hard at non 
*Pioneered by Lufkin essential end uses of a widely em 
ployed metal was the copper order 
(M-12) as amended on Dec. 30. The 
order gives a long list of items in 
which no form of copper may be used 
after April 30. With a few excep 
tions, industrial supply products arc 
exempt from the prohibition. 

Chiefly affected are certain items 
of builders’ hardware, building mate 
rials, burial equipment, clothing and 
dress accessories except industrial 
safety clothing, furniture and fixtures, 
hardware, home furnishings and 
equipment, household appliances, 
jewelry, gifts and novelties, motor ve 
hicles and passenger transportation 
equipment. The object of the orde: 
is to eliminate non-functional and 
ornamental uses of the metal and to 
aid stockpiling. 





“little” tools can 
mean BIG business 


Machinists are quick to appre - 
ciate the precision . . . the crea Items Listed 
tive designing that goes into 
Lufkin Radius Gages—and this 
satisfaction with “little” items 


Some of the industrial items in 
which no copper or copper-base alloy 
paves tie way Ree bigger Sone may be used are: 

Traps (except tube traps in 20 
gauge without cleanouts and except 
traps cast from secondary metal). 


of the complete Lufkin line 


DPPPRP>>-P- 


For instance, each Lufkin Ra 
dius Gage is a separate unit 
which can independently and 


more accurately be applied, in Radius Gage Set No. 77€ Unit heaters, unit ventilators, unit 


5 important ways, to the work 
In addition, each blade carries the corresponding external and internal 
forms—the most practical most useful combination 


Phese advancements in Lufkin Radius Gage design typify the superior 
features that distinguish the complete Lufkin line. Progressive dis- 
tributors, pointing out these finer features, find it paves the way to 
big business” in Lufkin precision tool sales 


New LUFKIN “see-your-distributor” Advertising Campaign 


Every Lufkin ad in the Roto Sections of leading Sunday Newspapers 
lrade, Industrial, and other Consumer Magazines appears to a com 
bined audience of more than 40 million! This tremendous campaign 
is designed to build more sales in your territory—for YOU. It pays 


to promote Lufkin, the line that promotes YOL 


ill 


TAPES + RULES 
PRECISION TOOLS 


THE LUFKIN RULE CO. 
SAGINAW, MICHIGAN - New York City - Barrie, Ontarie 


ventilator inlet wall boxes and convec 
tors, space or local heaters and blast 
heating coils or any apparatus using 
such coils as part of its construction 
(except that copper or copper base al- 
loys may be used for valves, controls, 
bearings or parts necessary for con- 
ducting electricity, for fins and for 
water or steam courses and headers) 

Band saw screws, nuts and washer; 
for attaching saw blades to handles. 

Hand service tools, including ham 
mers, pliers, wrenches, screw drivers, 
etc., (except non-sparking tools neces- 
sary to prevent explosion hazards). 

P uttying and scraping knives. 

Brushes (except those used in elec- 
tric motors and generators and for in- 
dustrial brushes). 

Unions and union fittings (except 
seats, and except for other parts of 

(Continued on page 18) 
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THESE ADS WILL PAY OFF IN 
THE FUTURE... 


Our advertisements keep your prospects sold on 
Spang CW Pipe with itf many favorable charac- 
teristics. And they pavefthe way for easier, quicker 
sales for you when tte demand for Spang Pipe 
is again normal. 





but the name on the pipe is the same... 


SPANG CW 


When you're planning and laying-out radiant heating systems, be sure 
to specify “Steel Pipe”... and to be sure of top-quality, specify 
“Spang CW Steel Pipe”. 

You'll like working with Spang CW Steel Pipe. It's uniform in quality, 
mill-tested, easy to cut, bend and weld. It’s strong to withstand mechan- 
ical pressure, and rough handling. It stands up for a lifetime in closed- 
circuit systems. 

Even when wet-system central heating was a novelty, Spang was a 
famous name in pipe . . . it's been famous for 110 years. 

And today's great demand for Spang CW Steel Pipe . . . greatest in 
our long history . . . makes it difficult for your supply house to fill all 
orders as quickly as they'd like to. But keep in touch with them... you 
can depend on them to do their best for you. 


SPANG-CHALFANT 


Division of The National Supply Company 
GENERAL SALES OFFICE: Grant Bidg., Pittsburgh, Pa. 


District Sales Offices: Atlanta; Boston; Detroit; Houston; Los Angeles; 
New York; Philadelphia; Pittsburgh; St. Louis 


STEEL PIPE 


QUALITY 


phat 18 


wherevel p joe | 
M5 USE 
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PICK ’EM RIGHT 
OUT OF THE BOOK..#. 


e+. and 
still get 
"something 
special” 


Yes...you may select you 

taps from a complete line o 
Hanson-Whitney standard style 
sizes and still get “something spec 


And by “special” we do not mean extra-co 

made to specification taps. We mean standard 

extra quality “finished” taps...ground after 
hardening to give you the keenest cutting edges, 
the highest accuracy in lead, angle and diameter. All 
customary sizes in Hand Taps, Machine Screw, 

Nut, Tapper, National Hook, Pulley, and Pipe Taps 
are stocked for fast shipment in protective, 
clear-labeled, cartoned boxes. For maximum 

tap life and maintained accuracy, specify H-W. 





HANSON-WHITNEY COMPANY «+ HARTFORD 2, CONN. 
DIVISION OF THE WHITNEY CHAIN COMPANY 


Whitne 


PIONEERS OF FINISHED TAPS 
nnn 
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Hanson-Whitney 
STANDARD 


TAPS and GAGES 
NOW STOCKED 


nvoareres 


6 INDUSTRIAL DISTRIBUTORS 


To better serve our customers in their own territories, Hanson- 
Whitney Taps will now be merchandised thru a national set-up 
of Industrial Distributors. Standard sizes and types will be 
stocked in important tapping centers for fast delivery to more 
users, Over a greater area. 


During 1951 we shall back up our Distributors with H-W ad- 
vertising in 8 publications reaching 1,587,600 readers. We have 
a new, sturdy, attractive, clearly marked package. Dealer helps 
will be supplied from time to time . . . and every effort will be 
made to insure better tapping results at lower costs . . . with re- 
commendations from H-W engineers on request. 


Gages may not be completely stocked in 
the field, but all standard sizes are 
available for iramediate delivery. 


NEW TAP PACKAGE 


Colorful blue, black and white 
packages are easily identified on 
the shelves. Size and type figures 
are clearly marked. Taps are sep- 
arated in the metal-edged box 
and further protected with an 
outside shipping carton. 


HANSON -WHITNEY COMPANY ¢ HARTFORD 2, CONN. 
DIVISION OF THE WHITNEY CHAIN COMPANY 


SOME TERRITORIES NOW OPEN anson 


FOR QUALIFIED DISTRIBUTORS 
Whitne 


PIONEERS OF FINISHED TAPS 


cite 
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BILLINGS DISTRIBUTORS 
Billin 


x 


r Policy 


THE BILLINGS & SPENCER CO. HARTFORD 1, CONN. U.S.A. 
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unions and fittings (1) where and to 
the extent that the physical and 
chemical properties of the liquid or 
gas passing through make the use of 
any other material dangerous or im- 
practical, or (2) where the valve is of 
a type designed for use in an air con- 
ditioning or refrigeration system, or 
(3) where the use of copper tubing 
or brass pipe is permitted). 

Tube, tubing and fittings for in 
terior piping systems or for lawn 
sprinkling systems. The restriction 
doesn’t apply to the use of tube, tub 
ing and fittings for underground 
water or gas service connections 01 
for chemical gas equipment and in 
dustrial process tube, tubing and fit 





tings. 


MRO Supplies Permitted 


Ihe order permits deliveries of 
copper or copper base alloy tube, pipe, 
sheet including strip and plate, bars 
and rods to distributors, mostly as 
maintenance repair or Operating sup- 
plies for customers. However, these 
shipments can be expected to grow 
less each month. Manufacturers of 
these products are limited to 85 per 
cent of their average monthly produc- 
tion during the first half of 1950. In 
March, they will be limited to 80 
percent, 

Ihe only limitation on customers’ 
use of these products as maintenance, 
repair and operating supplies is to hold 
them by weight to the average 
quarterly use shown by records for the 
first half of 1950. 


‘Brush Manufacturers 
Inventories Curbed 


Manufacturers of brushes or other 
products containing pigs’ and hogs’ 
bristles were limited to a 15-day in- 
ventory by NPA Order M-18 (Dec. 
ZY). 

Ihe order also calls for reports in 
connection with the importation, dis- 
tribution, use and inventories of pigs’ 
and hogs’ bristles. 

Brush manufacturers cannot hold 
more bristles than the total quantity 
required for continuing current rated 
production for 15 days. ‘The total in 

| cludes all bristles in process or prepa 


ration 





Specify — 





Thermoid 
V- Belts W \ 


Thermoid V-Belts...Built to Last Longer 
..eHarness Industry’s Horsepower! 


From the smallest fractional horsepower size to the 
largest multiple V-Belt...Thermoid top-quality 
serves the needs of every industry. Thermoid V-Belts 
mean longer-than-average wear, maximum power 
transmission without slippage and lowest over-all 
operating costs. 


Thermoid V-Belts are specially impregnated to with- 
stand excess moisture ...abrasion... acidity... 
all those elements that hasten belt deterioration. 


They are prestretched to insure perfect operation with- 
out adjustments. 


For smooth, efficient performance... for ability to 
absorb repeated shock loads... for lowest cost per 
hour... for continuing customer good will... spe- 
cify Thermoid V-Belts. For special belt problems, 
Thermoid Field Representatives are always available 
to help you select the right belt for the job. 


It will pay you to Speetfy Thermoid 


Thermoid Quality Products: Transmission Belting» F.H.P.and Multiple V-Belts « Conveyor Belting « Elevator 
Belting » Wrapped and Molded Hose « Molded Products « Industrial Brake Linings and Friction Materials. 


CT: NTI Main Offices and Factory + Trenton, N. J., U.S. A. 
hermol _ Western Offices and Factory *.Nephi, Utah, U. S. A. 





Company 


Industrial Rubber Products . Friction\Materidls + Oil Field Products 
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To NORTON Distributors’ Salesmen 


Look for the TOOL GRINDERS 


that sharpen single-point 


You'll find bench grinders like this in 
almost every shop 


| 
| 
| 





Floor stands are widely used, too, for 
sharpening single-point tools 


The new carbide type grinders are now Machine grinders which give precision Template-type grinders like the Norton 
popular for steel and cast alloy tools angles are common in the larger shops B y assure poirt shape 
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tools of steel and the cast alloys! 


Look for opportunities to sell wheels for sharpening 
single-point tools of steel and the cast alloys—espe- 
You'll find them in 
The myriad of 


cially lathe and planer tools. 
almost every plant you call on. 
models of bench and floor stands present a real 
opportunity to sell wheels for the off-hand grinding 
of tools. 


In addition there are several special purpose ma- 


chines for generating accurate relief and rake 


angles. Examples are the Sellers, Norton Buraway, 
Sundstrand and several of the machines originally 
designed for grinding carbide tools. 

Just the grinding of single-point tools in all the 
manufacturing plants in your area is a sizable item 
and one worth the attention of every industrial supply 
salesman. It will do wonders for your volume. 


AND NORTON IS READY TO HELP YOU GET THAT BUSINESS WITH: 


1. Product Variety 
Norton wheel for every type of grinder used for 
And there’s the right 
type of abrasive for every kind of steel and cast alloy. 


There’s a size and shape of 
sharpening single-point tools. 


First choice for most 
off-hand sharpening 
operations on single- 
point tools of steel or 
the cast alloys is 57 
ALUNDUM abrasive. 
it's a special Norton 


abrasive whose grains combine sharpness for fast, cool 
cut with toughness for long life. For precision sharpen- 
ing there’s the exclusive 32 ALUNDUM abrasive. 
2. The Distributors’ Manual There's a whole 
section in your manual devoted to single-point tools. 
It tells you just what wheel to select for each job. 


3. Engineering Assistance 
a tricky job that requires specialized engineering 


If you do run into 


know-how you have available the services of your 
Norton abrasive engineer and all the facilities of 
the Worcester Sales Engineering Department. 

4. The Tool Room Handbook You make a hit 
with your customers when you give them a copy of 
this 160-page handbook, 
tion including a whole chapter on the sharpening of 


It's full of useful informa- 


single-point tools. There’s also a special booklet 


(Form 571) on cast alloy tools. 


Look in every shop for the tool grinders that sharpen single-point tools of steel 


and the cast alloys. 


This business is really lucrative. 


wslaking better products to make other products better 


NORTON COMPANY, WORCESTER 6, MASS., Warehouses in Five Cities; Branch Plants in Six Countries 
Abrasives - Grinding Wheels - Grinding and Lapping Machines - Refractories - Porous Mediums - Non-slip Floors - Boron Carbide Products - Labeling Machines 
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... THE 
INSIDE STORY 
OF THE 

"FLYING DISCS"... 


People say that they've seen flying discs. 


They say they’re bright shiny metal, 
90 feet in diameter, and travel at in- 
credible speeds. Reports about them al- 
ways seem to make page one. 

Another kind of “flying disc” that never 
rates a headline is made of black wax. 
It's about 16 inches in diameter, and it, 
too, flies at incredible speeds. 


22 


We're speaking of radio transcriptions 
that fly by Air Express. 

They don’t get page-one mentions be- 
cause, by now, the idea of flying discs to 
the various stations is commonplace to 
the radio industry 
permits 


The time they save 
them to keep their recorded 
broadcasts right up to the minute. 


But, you don’t have to be in radio to 
profit from the regular use of Air Express. 
Here are unique advantages which any 
business can enjoy: 

IT’S FASTEST — Air Express gives the 
fastest, most complete door-to-door pick 
up and delivery service in all cities and 
principal towns, at no extra cost. 


IT’S MORE CONVENIENT—One call to 
Air Express Division, Railway Express 
Agency, does it all. 
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IT’S DEPENDABLE — Air Express pro- 
vides one-carrier responsibility all the 
way and gets a receipt upon delivery. 

IT’S PROFITABLE—Air Express expands 
profit-making opportunities in distribu- 
tion and merchandising. 

Like to know more? Call your local 
Air Express Division of Railway Express 
Agency. 


“SAR ORES 


GETS THERE FIRST 





WATER is a “strategic material” when 
you consider how the lack of it can 
paralyze many factory operations and 
industrial processes. That fact is em- 
phasized in the advertisement at the 
right which will appear in leading in- 
dustrial publications which reach your 
customers and prospective customers. 


Deming Deep Weill Turbine Pumps not 
only help to “GUARD AGAINST WATER 
SHORTAGE” but keep costs of water at 
a minimum. These efficient and depend- 
able pumping units are designed for 
wells with inside diameters from 4 
inches to 16 inches or larger and in a 
complete range of capacities from 15 
to more than 3,000 gallons per minute. 


Point Out These Features 
to Your Customers 


1. Bronze Semi-Enclosed Impellers 
(easily adjustable at top of motor) 
for quick changes in capacity to meet 
any changes in well conditions and to 
maintain original high efficiency after 
long periods of service. 


2. Water Lubrication (Goodrich Cut- 
less Bearings of resilient Ameripol 
rubber). These bearings require a 
minimum of attention and eliminate 
any possibility of contaminating 
water supply with oil lubricants as 
none are required. 


3. Low Operating Cost is assured as 
the advanced features of these modern 
pumping units produce more water 
with less power. 


4. Low Maintenance Cost. Vital parts 
of these pumps are made of bronze or 
corrosion resisting alloys. 


SEND FOR BULLETIN 4700 


This illustrated bulletin contains the 
full story you need to know to discuss 
Deming Deep Well Turbine Pumps with 
your customers and prospects. Write 
for a copy today. Address The Deming 
Company, 511 Broadway, Salem, Ohio. 


eT SD 





BEASLEY RS 


GUARD AGAINST 
WATER SHORTAGE 


Is YOUR plant protected against water shortage? Peak 
load demands on municipal water works with inadequate 
pumping, or reservoir facilities, can slow down, or stop, 
manufacturing operations. 


To avoid that costly possibility, many plants installed 
Deming Deep Well Turbine Pumps. The vertical, multi- 
stage construction of these units make it possible to 
utilize underground water sources at almost any depth 
below the surface. 


In addition to protection against water shortages, many 
owners of Deming Deep Well Turbine Pumps report sav- 
ings up to 60% over high rates of central station water 
works in their areas. 


For more information 
on the advantages of 
Deming Deep Well Tur- 
bine Pumps for factory 
water supply and other 
uses, write for free 


Bulletin No. 4700. 


THE DEMING COMPANY 
511 BROADWAY + SALEM, OHIO 


DEMING 
Water Lubricated 
TURBINE 


_ WATER-BEARING 
CREVICED ROCK 
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SALES WITH GOOD PROFIT 


The story of RUST-OLEUM is not new to you— 
yet it is a story that has so much meaning in sales, 
profits, and satisfied users that it will always be 
a top one in importance. 


Your customers know the value of RUST-OLEUM 
—they know that it stops and prevents rust —that 
it is applicable to metal, 

wood, brick, concrete, etc., 

—that it is used both in- 

doors and outdoors, in 

almost every industry, 

to resist fumes, outdoor 

weather elements, brine, 

salt water, salt air, slight 

abrasion, etc. 


You know that the RUST- 

OLEUM Sales policy, 

which fully protects Rust- 

Oleum Distributors, is well 

planned—that it is one that 

assures fast, profitable 

turnover on reasonable 

inventory—that almost 

every plant and account 

in your territory is a pros- 

pect—that every sale means ; 

a good profit for you— Sh a RED ay 

that continuous, demand- a ORPORATION 
creating national advertis- ‘fINONS 

ing will repeat in more — 

than 43 leading publica- 

tions “STOP RUST with RUST-OLEUM"”. Total 

monthly circulation of this basic message will be RUST OLEUM 
4,888,494—many times to each of the industrial - 
organizations you serve. 


3 
Keep the RUST-OLEUM story in mind, it pays off. Corporation 


 d 2413 Oakton Street, Evanston, Illinois 
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Utility hose of 101 uses 7 
around the plant or in the field... 


‘e 


RE. 2E 
interlocked Flexible 
Metal Hose 


Virtually all of your customers have a need for CMH 
REX-TUBE Type RT-15 Flexible Metal Hose. It is 
widely used for conveying such substances as steam, 
tar, asphalt, vegetable oils, hydrocarbons, etc. From 
your standpoint it is a fast moving, profitable item 


that enables you to better serve your customers. 


REX-TUBE Type RT-15 is only one of many hose 
types in the CMH line . . . the most complete offered 
by any manufacturer. It is a quality line, too, known 
throughout industry. It is backed by a sound distribu- 
tor policy (in effect for over 20 years) that features 
engineering and product application assistance, sales 
promotion aid and business and trade journal adver- 


tising designed to increase your sales. 
Top photo—CMH REX- 
TUBE Type RT-15 being used to steam out a storage tank. For large unit sales, steady orders and generous 
Middle photo—¢ MH REX-TUBE Type RT-15 used as a gas ‘ hin e ¥ ae fi 
connection for a furnace. Bottom photo—CMH REX-TUBE margins, it’s the CMH line. Write today for full details. 
Type RT-15 used for unloading a tank car. 


Fl identifi 7 
pansy oye CHICAGO METAL HOSE Corporation 


have served industry 


for over 49 years. ( 1314 S. Third Ave. * Maywood, Ill. * Plants at Maywood, Elgin, Rock Falls, and Savanna, Ill. 
In Conade: Canadian Metal Hose Co., Ltd., Brampton, Ont. 


[-— . . SS 


ONE DEPENDABLE SOURCE. 


for every flexible metal hose requirement 


Convoluted and Corrugated Flexible Metal Hote in a Variety of Metals + Expansion Joints for Piping 
Stainless Steel and Brass Bellows © Flexible Meta! Conduit and Armor « Assemblies of These 
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To make a product 
as nearly perfect 
as fastenings 

can make it... 


USE 
ALLENO HEAD 
SCREWS 


The only place to use a cheap screw 
is when you don’t care if it holds or 
not. Usually shearing or loosening 
costs thousands of times what you 
“save” on the cheapest fasteners. 
You pay no premium for genuine 
AllenO Head screws—only enough to 
assure uniform strength and Class 3 fit. 
Allen gives you the toughness of 
Allenoy steels, 100% Pressur-forming, 
the advantage of every proved thread- 





‘ 


ASK 
WARNER & 
SWASEY 


This leading machine 
tool manufacturer uses 
Allen O Head screws by 
the hundreds of thous- 
ands for compact design, 
assured holding power 
and maintenance of 


Precision adjustments. 4 





ing method, quality control at every 
step, including automatic instrument 
controlled atmosphere heat treating. 


<r 
warnin 

Allea-TyP 
aecessetill 


e screws ore? . 
Allen- Mode 


screws ” 


Head 


NEW YORK, CLEVELAND. 
silver 


re) 
this block om 


ALLEN&:) 
HEAD 
MANUFACTURING COMPANY 


Hartford 2, Connecticut, U. S. A. 


DETROIT, CHICAGO, LOS ANGELES 


a 








SOLD ONLY THROUGH LEADING DISTRIBUTORS 
Write the factory direct for technical 
information and descriptive literature. 


| 
) 


(Advertisement) 











“Bill Through” 


...Allen’s Policy of 
Full Distributor 
Protection. 


In all our advertising and selling 
we direct socket screw product 
users toward distributor 
channels. 

° 


When it is advisable to accept 
and fill an order at the factory, 
we bill through the nearest 
Allen distributor. 


Allen’s 100% distributor policy 
has been maintained for over 
forty years, because we believe 
in the distributor method of 
selling without reservations. 
Therefore we do everything we 
can to make the, Alleno Head 
franchise one of the most 
valuable assets any distributor 
enjoys. 
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Now available for oil hardening 
in entire range of thicknesses... 


Brown & Sharpe 
Ground Flat Stock 


For templates, cutting tools, gages, 
machine parts and many similar 
pieces, there's a type of 

Brown & Sharpe Stock exactly suited 

‘ to each specific requirement. 
Now you can offer customers even greater ben- 
efits from the money-saving, time-saving 
advantages of accurately pre-ground stock, 
Brown & Sharpe offers a choice of oil or water 
hardening steel in 16 different thicknesses from 


1/64” to 1”. 


In eight thicknesses up to and including 
3/16”, a single type of ground flat stock now 
serves for hardening in either oil or water... 
a distinct Brown & Sharpe feature. 

With this complete range of 145 stock sizes, 
you can meet a wide variety of demands. 
Stock for oil hardening is for parts with intri- 
cate sections, sharp corners or abrupt changes 
in form... for water hardening, where slightly 
higher hardness is needed. 

Continuous, repeat markings of type on each 
piece of Brown & Sharpe Ground Flat Stock 
make identification easy. Protective envelopes 


in different colors simplify handling. 





Write for new descriptive folder. Brown & 
Sharpe Mfg. Co., Providence 1, R. I., U. S. A. 


We “rge buying through the Distributor 





{ 


Brown & Sharpe *: 
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Put safety and reliability into 
your boom supports 





TIGER BRAND WIRE .4~ ROPE ASSEMBLIES 


sececseesees> An exclusive development of American Steel and Wire Company 


HERE'S THE TROUBLE SPOT HOW THE TROUBLE WAS ELIMINATED 


On old style boom supports, vibration was con- The New Fatigue-Resistant Tiger 
centrated at the point where the wire rope entered Brand Wire Rope Assemblies are an in- 
the socket. For machines where vibration was not novation. They effectively combat the 
severe, this assembly was satisfactory. But for today’s most severe vibration on power shovels, 
high-power, high-speed machines, ¢ boom support draglines and cranes. Note carefully the 
with much greater resistance to fatigue is absolutely novel end thimble interwoven into the 
necessary. pendant. Vibration is dampened over a 

long section instead of being concen- 
trated at one point. 


2 TO 3 TIMES LONGER LIFE 


The new construction has been proved 
in actual operation to last two to three 
times longer than the old assemblies — 
and in some cases even better results 
were obtained. 


INTERCHANGEABLE ON STANDARD EQUIPMENT 


You can replace your old boom sup- 
ports with these new assemblies quickly 
and easily because essential dimensions 
such as pin diameters, distance between 
ears, etc. are the same as for standard 
open and closed sockets. Send the coupon 


for « p 1 infor 





American Steel & Wire Com 
Rockefeller Building, Dept. 
Cleveland 13, Ohio 


Please send me complete information on your new Tiger 
Brand Boom Support Assemblies. 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA STEEL COMPANY, SAN FRANCISCO 


TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM 
SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


AMERICAN TIGER BRAND WIRE ROPE 
Licellay Crejommed 


No 7 € SS S TATE S Is oS ae we 
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Would you rather receive blocks 
this way...or THIS WAY ? 


What's the picture in your receiving room? 
Wire rope blocks arriving in over-age barrels 
or crates, all jumbled together in a mess of 
excelsior? Some overworked receiving man 
trying to figure out what he’s got . . . where it 
goes .. . and how he can make the shipment 
match up with the invoice? 

You don’t have to suffer this way. 
Today, the great new line of American Crosby 
wire rope blocks makes receiving and store- 
keeping smooth, fast and easy. Your Crosby 


blocks are packaged. Neat, clean, simple to 
handle. Every block has an identifying num- 
ber. That number is printed on the package. 
At one glance, the receiving man checks all 
items against the invoice. 

For fully modernized buying and selling .. . 
for the instant acceptance of the name Crosby 
. .. for lower costs and faster wire rope block 
sales . . . stock American Crosby Blocks 
together with Crosby Clips. For complete in- 
formation, write today. 


A better deal for mill 
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Combined Shipment of Clips and Blocks 


This saves you hours of paper work . . . cuts out 
a lot of waste motion and unnecessary expense. 
One source of supply. One delivery to your plat- 
form. Simplified handling of order, invoice and 
payment. 





Prepaid Rail Freight 

That’s right . . . we pay the rail freight on Crosby 
Blocks, on shipments of 100 lbs. or more. Figure 
out the extra profit that means, the fuss saved, 
the speedier handling at your end! 





Here’s the C 0 4 a y 


Streamlined Stock Control Plan 








Every Block Numbered 


This is one of the really big features of your 
Crosby Block merchandising. One number indi- 
cates type, capacity and sheave size. That num- 
ber appears in the catalog, on the package, on 
records. Real inventory control! 





Sealed Packages 


Who'd buy a dusty, battered-up block if they can 
get American Crosby quality in a neat sealed 
package? Packages do away with barrels and 
crates ... protect your stock... and carry your 
advertising imprint! 





supply distributors 








WRITE 
TODAY 
FOR 
COMPLETE 
DETAILS 





& Derrick Company 
ST. PAUL 1, MINNESOTA 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1951 








Reno is a Free Port 
for all goods in transit 


Your products can be shipped via Reno, and held in tran- 
sit for storage or assembling, without taxation by the state 
of Nevada or any subdivision thereof! This new Nevada 
Free Port Law has many advantages for the manufacturer 


or shipper. 


You'll find Reno centrally located: on the Overland Route 
of the Southern Pacific Railway main line, and on branch 
lines of the Southern and Western Pacific Railways, on 
transcontinental U. S. Highway 40, on U. S. Highway 395 
which links Los Angeles and Portland behind the Sierra 


Nevada mountains. Reno is on trunk United Air Lines and 











feeder Bonanza Air Lines and is served by transcontinental 


communications facilities. Strategically located 


Storage in Reno takes advantage of Nevada's dry and to serve the 
moderate climate. Rates are reasonable, Buildings are avail- entire Pacific Coast 
able, or will be built as required. Numerous sites are imme- 
diately available for the shipper who prefers to build his and 


ows wankouin. Inter-Mountain Area 


TEAR OUT THIS COUPON AND 
Please send me detailed information on the tax HAND iT TO YOUR SEGRETARY 


free storage of ... 


eventual distribution in 


DEPARTMENT OF TRADE AND INDUSTRY 


jones F RENO) CHAMBER OF COMMERCE 


(Mail to Reno Chamber of Commerce, Reno, Nevada) 
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@ Shelving © Kitchen Cabinets Conveyors © Economy Locker Racks * Display Equipment 
* Lockers *® Cabinet Benches Bor Racks * Flat Drawer Files ¢ Drawing Tables 


Stools 


© Bin Un 


Foe CITLINY Weeds 


LYON offers more than 
1500 regularly cataloged items 

of Steel Equipment to meet 

your customer’s normal needs. 


Your customers will find 
many standard Lyon products 
(listed below) of vital help in 
increasing their defense production. 


2 STRATEGIC PLANTS... AURORA, ILL., AND YORK, PA. 
LYON METAL PRODUCTS, INCORPORATED 


General Offices: 253 Monroe Avenue, Aurora, Illinois 
Sold Nationally through Factory Branches and Dealers 
































A PARTIAL LIST OF LYON PRODUCTS 
Filing Cabinets Service Carts © Tool S 
Folding Chairs Sorting Files * Shop 


Trays 


7 

. 
© Storage Cabinets Tool Boxes * Toolroom Equipment ® Revolving Bins e Work Benches Drawer Units © Too 
its © Welding Benches Parts Cases * Wood Working Benches © Hanging Cabinets °¢ 


Bench Drawers Hopper Bins © Shop Desks 
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ON MAINTENANCE BUGS! 


... Ask for a Keystone 


N these days of high labor and material 

costs, there’s good reason why you should 
crack down on maintenance bugs... many of 
which come from inferior lubrication. For, 
when you buy a poor-performing lubricant, 
you pay for extra bearing-wear and extra 
power. Also, you buy more lubricant than you 
need, and you pay for excessive hours to 


apply it. 


So, to help you select the right greases and 
oil—lubricants that meet your specific needs— 
we offer you, without charge or obligation, 
the technical counsel of a Keystone Engineer. 
He will gladly survey your entire lubrication 
picture and prepare for you an analysis and 
report. 


™™! SPECHALIUEZED 


‘or the se O NTS 
? be mee ALAZED LUBRICA 


3 Veloz Ae = 
ot Cup Gre 


«= RTB 


Plant Lubrication Survey 


The results will please you. If you are like 
hundreds of other Keystone customers you'll 
learn just how low over-all lubrication costs 
can be. So—if you'll phone your Keystone 
Distributor, or drop us a line direct—we'll 
put you on the list for a free Keystone Plant 
Lubrication Survey. 

MR. DISTRIBUTOR ... please note! 

... This advertisement was prepared for your 
prospects because we feel that the Keystone 
Survey is not only a valuable service to a plant 
engineer but also because it has proved invalu- 
able as a new-business-getter for you. 
KEYSTONE LUBRICATING COMPANY, 
21st & Lippincott Streets, Philadelphia 32, 
Pa., Est. 1884. 


LUBRICANTS 
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ls easy to select the proper electric motor for 

your job from Century’s complete line — from 1/6 to 

400 horsepower. A wide range of types and kinds are available 

to satisfy all popular requirements. They are carefully designed, 

built and tested to assure maximum performance throughout their long life. 


Here are examples of Century’s line of INTEGRAL HORSEPOWER motors. 
~ 


Century Electric Company is 
celebrating its 50th year in the 
electrical industry. 








Polyphase 
TYPE SC—Open Drip proof General 
Purpose Motor. Meets the needs of 
most installations where operating con- 
ditions are relatively clean and dry. 


TYPE SC—Splash proof. Supplies 
protection where plants must be 
washed down. Keeps out all falling 
or splashing liquids—rain, snow, 
sleet, etc. 


TYPE S$C—Totally Enclosed Fan 
Cooled. Protects against dusts, mist, 
oil, fog. Inner frame protects vital 
parts of the motor, seals out harm- 
ful matter. 


TYPE SC—Explosion proof. Protects 
life and property in atmospheres 
charged with explosive dusts or gases. 


TYPE SR—Wound Rotor. Open Con- 
struction. Ideal for applications re- 
quiring low starting current with high 
starting torque, reversing or adijust- 
able speed. 


TYPE SR—Wound Rotor Splash 
proof. Same electrical characteristics 
as motor shown above. In addition, 
gives adequate protection against 
falling and splashing liquids. 


Single Phase 
TYPE RS—Repulsion Start Induction, 
Open Construction, Single Phase Brush 
Lifting Motor. Combines high starting 
torque with low starting current. 
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TYPE RS—Splash proof. Same ad- 
vantages as open construction, plus 
protection against splashing and 
falling liquids. 


TYPE CSH—Capacitor Start Induc- 
tion, Single Phase Motor. Suitable 
when high starting torque with nor- 


mal starting current is satisfactory. 


TYPE CSH—Splash proof. Same 
advantages as motor shown above, 
plus protection against falling and 


splashing liquids. 


Direct Current 
TYPE DN—Direct Current Motors. 
Suitable for use where direct current 


is available, or its use desirable. 


TYPE DN—Direct Current, Splash 
proof. 


TYPE SY—Synchronous. Suitable 
for continuous operation at a uniform 


load for power factor correction. 


D 
‘aa 
sab 
a 


| n addition to acomplete line of integral horsepowermo- 


tors, Century offers fractional horsepower motors, gear 
motors, generators, AC and DC motor generator sets. 


For a long life of satisfactory perform- 
ance, specify Century motors for all your 
electric power requirements. 


CENTURY ELECTRIC COMPANY, 1806 Pine Street, St. Louis 3, Missouri » Offices and Stock Points in Principal Cities 
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MILLION TONS MORE STEEL 


Latest Increase in Bethlehem’s Annual Capacity Climaxes 
5 Years of Postwar 3,100,000-Ton Expansion 


On January 1 of this year Bethlehem’s steel making 


1944 





capacity stood at 16 million ingot-tons annually—an i 
= 


increase of 1 million tons over a year ago. T1946 


SNOL 13N JO SNOITIW 


Since the war ended we have increased our annual 


steelmaking capacity 3,100,000 tons, or 24 per cent. 


Moreover, as the chart at the right shows, Bethle- 
3 , Capacity — 
hem’s steel capacity has nearly doubled in 25 years. Ad- 


Production saassams 


ditional capacity can and will be created as it is needed. 


BETHLEHEM STEEL . 
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BLUEPRINT 


for PROFITS 


Sell Cas Conveyor Belts 
preferred by industry 2 to I 


GOODYEAR INDUSTRIAL RUBBER PRODUCTS 
@-Specifi @d conveyor BELT CONSTRUCTIONS 


COMPASS STEEL CABLE—for single flights measured in miles; lifts to 
1500 ft. and over 


COMPASS CORD CONVEYORS—for less extreme hauls and lifts 


STACKER CONVEYOR—highest resistance to cuts, gouges, abrasion 
and flexing 


yay CONVEYOR—for handling abrasive materials, ores and the 

ike 

STYLE W CONVEYOR—meets most average conditions throughout 
industry 

COAL-FLO BELTING—for tough, underground ‘service in coal mines 

STYLE HT CONVEYOR—handles materials from 150°-250° F 

STYLE 6740 CONVEYOR —resists temperatures over 250°F. 

GLASS CARCASS HOT CONVEYORS—designed especially for carry- 
ing hot materials 

STYLE B GRADER—for tugged service on grading machinery 

CANNERS CONVEYOR—sanitary handling of foods in canneries 

gente CONVEYORS—for operations needing extreme resistance 
t i 

sans Chelan CONVEYORS—extreme troughability, low stretch, 
no loss of fastener holding strength 

NVEYORS—for handling of 

g boxes and poche 


ed or bogged 


“soupy” materials like 


gipseD TOP CO’ 


in plants 
natt es Pp 


diin 
PACKAGE CONVEYORS—for hondli a 
and stores i 
~ -ONVEYORS—for 
TOP CON 
ROUGH 
rio 


1 on inclines 


andling pocked 


TTHEN you sell Goodyear, you’re selling 
W the line of Industrial Rubber Prod- 
ucts preferred by industry. In conveyor 
belts, for example, 45% of people replying 
to a nation-wide survey preferred Good- 
year belts—a 2-to-1 preference over any 
competitive belts. 


One reason for this outstanding preference 
is the complete range of conveyor types 
and constructions designed to solve your 
customers’ problems. The long check list 
at left shows how you can select the belt 
that’s right for conveying any type of 
material, over any kind of terrain. 


Whether you sell conveyor belts, V-belts, 
hose, or any other product in the Goodyear 
line, you get proved quality, coupled with 
leadership in new product development. 
You have the help of aggressive national 
advertising, hard-hitting direct mail, and 
the reputation of “The Greatest Name in 
Rubber.” You can call on the G.T.M.— 
Goodyear Technical Man—for technical 
sales assistance. And above all, you get the 
unrivaled advantages of one of the top 
three industrial supply money-makers. So 
stay with the leader—in preference, in 
quality, and in your sales. 


siBased on impartial study of preferences in 
Industrial Rubber Products conducted 
among 8,000 buyers 


We think you'll like 
“THE GREATEST STORY EVER TOLD” 


Every Sunday — ABC Network 


THE GREATEST NAME IN RUBBER 
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WRENCH OPERATED 


CHUCKS 


CUSHMAN 


INDEPENDENT CHUCKS 


4-Jaw independent chucks meet modern production requirements for maintained accuracy in service. 
Patented Cushman “Incomparable” two-piece thrust bearings, self-aligning, eliminate thread and shoulder 





cutting. In sizes from 414" to 36” for all types of spindle noses. Jaw equip solid one-piece reversible 


or two-piece tongue and groove, tops reversible. 


SELF-CENTERING CHUCKS 


3 and 4-Jaw geared scroll self-centering chucks with precision to meet high performance standards of modern 
machine tools. All working parts of selected heat-treated alloy steels. Tested to center within a maximum 
of .003” of truth, total indicator reading. In sizes from 3” to 24” for all spindle noses. Jaw equipment: one 
set each solid No. 1 (external) and No. 2 (internal), one set solid No. 2 (external) or two-piece tongue and 


groove, tops reversible. 


COMBINATION CHUCKS 


3 and 4-Jaw combination chucks combine operating features of both Cushman independent and self-centering 
chucks, without sacrifice of ruggedness or accuracy. Patented mechanical jaw register assures accurate 
“indexing” of jaw screw at each revolution with a FEELABLE CLICK. In sizes from 6” to 18” for all types of 
spindle noses. Jaw equipment: solid one-piece reversible, or two-piece tongue and groove, tops reversible. 


TWO-JAW CHUCKS 


In either independent type for medium duty, or self-centering type for heavy duty on turret and automatic 
lathes. Bodies and parts of selected heat-treated alloy steel designed and manufactured to close tolerances 
for long, trouble-free service. Master jaws precision fitted and tested to guarantee accuracy in centering, 
an outstanding feature of this chuck. In sizes from 8” to 15” for most types of spindle noses. 


HEAVY DUTY CHUCKS 


3 and 4-Jaw heavy and extra heavy duty independent and self-centering chucks, developed to handle 
heavy work and feed loads on lathes used for machining billets, forgings and like work pieces. Initial center- 
ing accuracy and balance are held to standard Cushman tolerances and chucks will hold their precision 
throughout a long service life. Also 2-jaw geared scroll self-centering chucks with same features of design 
and performance. In sizes from 8” to 36” with American Standard type jaws for American Standard spindle 


noses. (Other spindle nose types available on special order.) 


OSE TYPE COLLET CHUCKS AND COLLETS 


Provide full capacity through center hole in lathe spindle. All moving parts machined from selected alloy 
steels and design provides maximum collet capacity, better grip and a high degree of controlled accuracy. 
Regularly supplied with round collets only. Square, hexagonal or special shaped collets can be furnished on 
order. In hoiding capacity size from Ye" to 3%” for all types of Spindle Noses. 


CONSULT YOUR INDUSTRIAL DISTRIBUTOR FOR 


THE: CUSHMAN CHUCK CO. 


HARTFORD 2, CONN 
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STAINLESS STEEL 


GATE 
VALVES 


DESIGNED FOR 
LONG LIFE AND 
EASY MAINTENANCE 











1 


ROTATING 
TYPE DISC 


CENTERLESS 
GROUND STEM 


TWO-PIECE 
GLAND CONSTRUCTION 





SWINGING 
EYE-BOLTS 








4 


EXTRA DEEP 
STUFFING BOX 


EXCLUSIVE LUBRICATION 
BOWED BONNET DESIGN FITTING 





1. Ball and socket, self-cleaning, rotating type disc means positive Cooper Alloy “Certified” Gate Valves 
answer the major requirements of the 
chemical, food, paper and pulp, petroleum, 
pharmaceutical and related industries for a 
corrosion-resistant valve providing free, un- 
square compression and prevents damage fo stem. 4. Extra deep stuffing obstructed flow and positive shut-off. De- 

signed by leading valve engineers, working 
box with minimum of 6 turns of square packing. 5. Exclusive bowed together with specialists in stainless foun- 
dry techniques, Cooper Alloy “Certified” 
Valves are sturdy in construction, reliable 
6. Swinging eye-bolts simplify repacking and provide added safety. in performance and economical to maintain. 


seating with minimum galling. 2. Packing wear eliminated thru use of 





centerless ground stock for stem. 3. Two-piece gland construction assures 


bonnet design automatically compensates for expansion and contraction. 


7. Easily accessible grease fitting permits lubrication of yoke nut. 
@ YOURS FOR THE ASKING! 


ogi Write for new Cooper Alloy Catalog 
No. 52 which gives full information on 
our complete line of Stainless Steel 
Valves, Fittings and Accessories. 


THE COOPER ALLOY FOUNDRY CO. uatttsive, NEw JERSEY 


LEADING PRODUCERS OF STAINLESS STEEL VALVES, FITTINGS AND CASTINGS 
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For your customers who finish 
Help them investigate abrasive and y 


rubber Brightboy for a really METALS & WooD 


unique action of almost limitless 

versatility and outstanding savings. 

Point out that GLASS e PLASTICS 
The Soft Rubber Binder 
CUSHIONS The Abrasive 

THE COMBINATION of abrasive and rubber, work- Some BRIGHTBOY Applications 


ing simultaneously, produces 





Brightboy Rod in drill press, burring and 
polishing inside of guide hole. 


BURRING « FINISHING 
CLEANING + POLISHING 


in one, time-saving operation ee ee 
; - . ; : . ing of threads with 
Time savings achieved by Brightboy’s all-in-one ac- Bright vo hen a 
lion frequently amount to 50% and more when com- a ; 
pared to methods previously used. 


Tie Brightboy in 
profitably with the 
sale of other related 
products: cutting 
tools, coarse abra- 
i for example. 
a “must” to 
round out your com- 
plete abrasives serv- 
ice to customers. 
CHOICE DISTRIB- ‘ A 
UTORSHIPS STILL steel parts 
AVAILABLE 
IN ATTRACTIVE 
TERRITORIES. How BRIGHTBOY Saves Production Time 


Write for details. 


Polishing base of 
elbow tube with 
Brightboy Wheel. 


moothing and burring dural and stainless 
with Brightboy Wheel. 


1. Bridges the gap between the rough grind and the buff. 
- Works to close tolerances: can be shaped to contour. 


. Produces a wide variety of conventional and special finishes 
and patterns; frequently the final polish. 


. Requires no before-use preparation or dressing; no skilled 
labor to handle it. 





Some BRIGHTBOY Uses 
Removing light digs, tool and heat marks 
Cleaning welded and soldered joints 
Finishing dies and molds 
Burring stampings, castings, machined parts 


Made in WHEELS, STICKS, RODS, BLOCKS 
for machine and manual operations. 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. NEWARK 7, N. J. 


America’s Pineer Manufacturers of Rubber-Bonded Abrasives 
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"On the ball” es 
economies for 2 


plant conveyor»: 


Th 


systems —_ 


to another. » 

Pillow Blocks h: “.oner Ring 
Ball Bearings with s< tars... easiest of all to 
install. 

Let your Fafnir distributor show you how to cut 
materials handling costs with Fafnir Ball Bearing Indus- 
trial Units that give dependable, long-life service. The 
Fafnir Bearing Company, New Britain, Conn. 


FAFNIR 


BALL BEARINGS | 


\ 


MOST COMPLETE. LINE AMERICA 
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... built for men accustomed to 
the finest tools and equipment 


We "pulled out all the stops” when we designed the HALLOWELL Cabinet 
Bench, giving it more “custom” features than any other stock bench we 
know of. All-steel construction, choice of top materials, ample storage 
space, standardized units, interchangeable accessories, and trim good 





looks are just a few of its advantages. 


Write for latest literature. 


Work Benches Posture Stools 
Foreman's Desks Posture Chairs 


Tool Stands Cabinets 


Platform Trucks SHOP EQUIPMENT OF STEEL Folding Tables 





STANDARD PRESSED STEEL 
2 et ree 
\ JENKINTOWN 13, PENNSYLVANIA 
42 
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now...new 


FRAME 


ELECTRIC HOISTS 


@ Safety, efficiency, adaptability, and rugged 
construction are the main qualities of these modern 
hoists, ideally balanced for hook suspension. 


Alloy steel gears, self-lubricating ball and 

roller bearings, preformed improved plow steel cable, 
grooved drum, rigid metal weatherproof wire conduits, 
silver contact controls . . . these are but a few of 

the features that mean long life and low maintenance of 
the finely balanced Wright Frame “'B” Speedway Hoists. 





Hook, lug, or trolley mountings permit use of the 
Frame “‘B’’ Speedway in formerly unusable locations. 
Capacities from 250 lbs. to 1000 lbs. 


Get ready to answer inquiries and 
take orders from your customers, 

Write today for complete information on the 
Wright Frame ''B’’ Speedway. 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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Kuock-Out 
¢ REAMER DRIVES 


Ream, hone, burnish, lap, etc. Has two- 
jaw universal chuck (1-5 /8”) K-O Key- 
less Drill Chuck (5g"). Two modeis— 
40-1 and 20-1 gear ratio; speeds 20-120 
R. P.M. Speed reducer unit may be 
purchased separately. 


Kuock-Out 


“KEYLESS DRILL CHUCKS 


No more drills ruined by slipping! This 
fast-positive-self-energising chuck 
tightens in proportion to work load. 
Releases eibdagde pressure. Ideal 
for production or tool room. Five 
sizes, 0 to 7/8” capacity. 


Kuock-Out 
¢ WHEEL DRESSERS 


Scrubbing action of this abrasive wheel 
dresser does better job with minimum 
material removed. Ruggedly built with 
hardened hub and adjustable centers— 
wheels simpie and inexpensive to re- 
place. Four sizes. 


5 Ruock-Out 
EXPANDING MANDRELS 


One-piece expanding sleeve holds firm- 
ly, accurately, on milling, turning, 
grinding operations. Quicker, easier 
to use; five mandrels cover 3/8" to 
2-12". Other sizes up to 514 


: Kuock- ans 
UNIVERSAL TOOL GRINDER 


Universal grinders, carbide grinders, 
and chip-breaker grinders. Models and 
sizes to fit every shop, large and small. 


“SOLD THROUGH DISTRIBUTORS” 


Walley, 
ava, ws 


(KNOCK-OUT Z 
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metal cutting STS 


with the RIGHT saw! “HARD 


EDGE 


Skip Tooth . 
HARD 
EDGE 


Flexible Back 3 q 7 
SPRING © 
TEMPER 


makes the RIGHT saw for every 
type of band saw job! 


Industrial Distributors can be of invaluable 

aid to their customers by seeing to it 

that they use the right type of band saw for 

the work to be done. Atkins makes the 

right type — exactly the right type! And 

Atkins engineering specialists will gladly 

confer with you—and through you 

with your customers—regarding specific 

band saw needs. You will find it to 

your advantage to take advantage of 

this service—to offer it to your accounts! 
only ATKINS makes ... Complete satisfaction all around 

helps build business, as many leading 


i" - Industrial Distributors enthusiastically 
beer Col attest. Atkins “Silver Steel’’ products 
give complete satisfaction. 


duct Sala’ 
products AD \' 


“ATEINS ALWATS AMEAD 


Home Office and Factory: 
402 So. Illinois St., Indi polis 9, Indi 


E . Cc. AT K | N S A N D Cc ©] M PA N b Branch Factory: Portland, Oregon 


Knife Factory: Lancaster, New York 
Branch Offices: Atlanta « Chicago « Portland « New York 
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@ The Steel Wire Scratch Brushes shown 
here are of highest quality and are widely 
used. Each has a back of sound hardwood 
lumber free from defects. The tempered 
steel wire used is of highest grade made. 
Each hole is generously filled with wire to 
insure maximum service life. 


He never changed trom 


MILWAUKEE aaah 


once he knew it 


Such a statement can be said 
about many an _ industrial 
executive who purchased 
MILWAUKEE Brush Tools 
years ago and never changed 
from MILWAUKEE quality. 


You'll find a large demand for 
MILWAUKEE Industrial 
Brushes—all types from this 
one source—and good replace- 
ment business. There is always 
the same high standard regard- 
less of the number of any one 
type ordered—no variance even 
in repeat orders. Custom-made 
industrial brushes to specific 
needs of your customers is one 
of our services. 


THE LINE THAT GIVES 
YOUR CUSTOMERS THE 
RIGHT TOOL QUALITY FOR 


EVERY 
INDUSTRIAL 
NEED 


Power Driven Wire Wheel Brushes 

“Mono-Bilt” 

“Steel-Clad” 

“Dura-Bilt”’ 

“Di-Bilt” 

“Peerless” 

“Twis-Tuft” 

Fine Wire Polishing Wheel 
Brushes 

“Sturdi-Bilt” Wire Cup Brushes 

Fibre Wheet Brushes 

Wire Scratch Brushes 

Boiler & Furnace Brushes 

Foundry Brushes 

Platers Brushes 

Bench Brushes 

Floor Sweeping Brushes 





Excellent painters’ tool for removing dirt, @ Heavily filled unit for extra-tough clean- 


Push Brooms—wire and fibre 





paint, and general cleaning preparatory 
to painting flat surfaces. Also good tool 
for general industrial cleaning purposes 


Rocker or curved back style used on flat 
surfaces—easy grip—minimum effort. 


Be 


@ Adaptable for cleaning narrow surfaces 
and for work on shaped metal parts. 
Used also for small weld cleaning jobs. 


@® For cleaning 


ing jobs on flat surfaces. 


small, difficult-to-get-at 
places, and pipe-threads. Shaped handle 
gives easy grip. 


Ask for 
Bulletin No. 40-1: 


THE MILWAUKEE BRUSH MANUFACTURING CO. 
MILWAUKEE 8, WISCONSIN 





FADUST Hal : 
BRUSH PROBLEMS — 
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Miscellaneous Maintenance 
Brushes 


YOUR MARKET 


Steam & Electric Railroads 
Marine Industry 

Aviation 

Power Companies 

Public Works 

Quarries 

Mines 

General Contractors 
Chemicals 

Ceramics 

Public Buildings 

Paper Mills 

Food Industries 

Packing Plants 

Dairies 

Textiles 

Metal Working Industries 
Wood Industries 

Glass 





HOLES PER 


CLE*FORGE stock drill 


" gives spectacular performance 


A farm implement manufacturer had trouble drilling 

small, deep holes in a 1019 steel shaft. Regular drills 

burned on the corners and gave only 3 to 8 holes per grind. 

} When a Cceland Service Representative was called in, 

he recommended the special purpose CLE-FORGE High Speed 

Drill, a stock item, illustrated here. Speed and feed remained 

the same. The CLE-FORGE High Speed Drills averages ten times 

more holes per grind! <> There are several special purpose 

CLE-FORGE High Speed Drills, regularly stocked by your Distributor, 

which often can help you solve a difficult drilling problem. A C@heeland 

Service Representative will be glad to advise you. Contact our nearest 
Stockroom, or . 


Telephone Your Industrial Supply Distributor 


THE CLEVELAND TWIST DRILL CO. 

1242 East 49th Street Cleveland 14, Ohio 

Stockrooms: New York 7 © Detreit 2 + Chicage 6 + Dallas 1 + Sen Francisce 5 © Les Angeles 58 
£. P. Barres, Ltd., Londen W. 3, England 


THE MARK ¥ OF QUALITY 
FOR 75 YEARS 





2, 


LFWVwFI BAL 


" DISTRIBUTORS EVERYWHERE 
| are ready to; Serve you) 


ASK YOUR INDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND OTHER a, 


This advertisement reaches your customers who read the leading magazines in the metal-working field. 








To boost your 


VALVE PROFITS ‘eas 


the complete KEN 


YOu AND YOUR CUSTOMERS can depend on KENNEDY for 
the RIGHT VALVE for the job . . . because KENNEDY valves 
are JOB-FITTED . . . every valve specially designed and en- 
gineered to the requirements of the job it has to do. In 74 
years of valve-making experience, no KENNEDY product 
has ever had to be withdrawn due to faulty design. 

HIGH QUALITY AND DEPENDABILITY are built into all 
KENNEDY valves . . . because every step of the manufactur- 
ing process is precisely controlled in KENNEDY'S own fac- 


THE KENNEDY VALVE MFG. CO. e 


tories .. . to traditionally high standards of quality. 

RIGID INSPECTION is your final guarantee of trouble-free 
service. Every KENNEDY valve is carefully inspected and 
hydrostatically tested to at least twice its primary service 
rating before it leaves the production line. 

When you sell the complete line of KENNEDY JOB- 
FITTED valves and INSPECTED fittings, you give your cus- 
tomers better service... 5uild more of the customer satisfac- 
tion that means repeat business and bigger profits for you. 


ELMIRA, N. Y. 


VALVES « PIPE FITTINGS « FIRE HYDRANTS 





IRON-BODY VALVES. Gate, globe, angle 
and check. Working pressures from 25 
Ibs. through 800 Ibs. Sizes from 2” 
through 60”. Bronze-mounted or all iron, 
in a wide variety of disc and stem designs 
and special construction features. 


CAST-IRON PIPE FITTINGS. Full line 
of cast-iron screwed fittings, standard and 
extra heavy; flanged fittings and flanges, 
standard and extra heavy; drainage fit- 
tings; Underwriters’ Approved sprinkler 
fittings. Individually inspected. 


STANDARDIZE ON THE COMPLETE 


BRONZE VALVES. Gate, globe, angle, 
check and radiator valves. Working 
pressures from 125 Ibs. through 300 Ibs. 
Complete range of sizes 14” through 3”, 
some through 6”, in all popular disc 
designs. Inside Screw and O.S.&Y. types. 


MALLEABLE-IRON AND BRONZE PIPE 
FITTINGS. Complete line of malleables 
in a tough, close-grained iron with a 
tensile strength of 43,000 Ibs. p.s.i. Full 
line of bronze fittings, individually air- 
tested for complete dependability. 


TO BUILD A BIGGER VALVE AND FITTINGS BUSINESS . . . 


All KENNEDY products are extensively advertised in the trade publications 
your customers read . . . to build acceptance and demand in your market. 

The KENNEDY DISTRIBUTOR PLAN provides for KENNEDY products 
to be sold through local distributors. It covers catalogs, literature and 
other sales promotion pieces . . . plus special selling aids and services for 
KENNEDY Distributors. Write today for full details of the profit-boost- 


ing KENNEDY DISTRIBUTOR PLAN. 


KENNEDY 


LOW PRESSURE BRONZE VALVES. 
Gate, globe, angle, check and radiator 
valves. Exceptionally sturdy construction. 
Gate valves up to 3”. Globe, angle and 
radiator valves to 2”. All available with 
screwed ends, some with solder joint ends. 


— 


UNDERWRITERS’ APPROVED PROD- 
UCTS. The most complete line availabl 

- approved by Underwriters’ Labora- 
tories and Factory Mutual. Iron and 
Bronze valves, Indicator Post valves, Fire 
Hydrants, Cast-Iron Sprinkler Fittings. 
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Checking grain structure of steel from mill to 
assure proper heat treatment. 


Inspecting “fracture” samples of file blanks after 
annealing. 


Checking drawtiled three-square blanks for twists. 


Checking drawtiled flat blanks for levelness. 


Inspecting file teeth with microscope. 


Checking edge of mill or flat files for proper taper. 


Ringing finished files for soundness. 


Testing finished files for uniform sharpness and hard- 
ness of teeth. 
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Ir ISN'T easy to stand up under a guarantee like that. But Nicholson has 
always believed that “A thing worth doing is worth doing well.” Under 


that rule, Nicholson file manufacture is a succession of controls, checks 
and tests. The result: Nicholson and Black Diamond files are widely 
regarded as the most uniformly high-quality products of their kind. 


From the inspection of each batch of Nicholson-specified steel to the 
final packaging, every basic step of production is scrutinized — with 
“spot” checks in the earlier stages and individual-file checks as the out- 
put moves toward the finish line. A few of these “policings” are shown 
at the left. 

What do such high standards and such a sweeping guarantee mean 
to you and your salesmen? That the customer's confidence in Nicholson 
quality and value is quickly gained. That selling him an order is com- 
paratively easy. That the goods stay sold. Nicholson has never had much 
worry about “comebacks”— and neither will you. 


*A “perfect’’ file is one which in practical use does the best job that is possible through being 
precisely straight, carefully bal d, having a ly cut teeth of even height. being uniformly 
hardened. properly sharpened. and made of the finest steel obtainable for the purpose. 





fo. NICHOLSON FILE CO. - 42 ACORN STREET - PROVIDENCE 1, RHODE ISLAND 


2 (In Canada, Port Hope, Ont.) 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1951 








-ROTOCURE Eliminates 
his Achilles 
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CONTINUOUS 


UNIFORM CURE 


CURED BELT 


_ 


DIAGRAMATIC SKETCH OF 


ROTOCURE PROCESS 





Curing a small segment of rubber 
belting twice is unavoidable when 
belts are made under the conven- 
tional flat press method. With this 
“stop and go” technique, a cured 
segment is advanced slightly less 
thana press length. As vulcanization 
is resumed, an overcured segment 
results due to overlapping. This 
twice-cured segment is a critical sec- 
tion or “Achilles Heel” of about 2 
to 4 inches in length and the width 
of the belt. It is responsible for struc- 
tural weaknesses and excessive sur- 
face wear which cause early belt fail- 
ure and high maintenance costs. 
To solve this problem, BWH 
technologists pioneered the ROTO- 


CURE process of continuous vulcan- 
ization whereby every inch of belting 
receives the same, uniform curing 
treatment. Here are 4 important rea- 
sons why ROTOCURE has paid off 
for users throughout industry, in in- 
stallation after installation — by long- 
er service life before replacement. 


1. Because there is no double vul- 
canization, uniform abrasion-re- 
sistant covers are always assured. 

2. A continuous vulcanization elimi- 
nates the overlaps which can re- 
duce flex life up to 40%. 

3. Mechanical distortion (inherent 
with flat press curing at the press 
ends) is eliminated. 


Another Quality Product of 


Boston Woven Hose & RUBBER COMPANY 


Distributors in all Principal Cities 


PLANT: CAMBRIDGE, MASS. °* 


P.O. BOX 1071, BOSTON 3, MASS., U.S.A. 


CONTINUOUS 
UNIFORM STRETCH 


4. Constant uniform stretch results at 
all times. 

As with conveyor belting — so 
with transmission belting, the BWH 
ROTOCURE process provides all 
these advantages plus a higher co- 
efficient of friction because dusting 
agents are not required in the man- 
ufacture with ROTOCURE. 

If you're handling Bull Dog V- 
Belts now — more power to you. If 
not, put them to work for you! 
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The New Miracle 
Grinding Wheel Bond 
That Gives You 

7Ge xtra Minutes 

Of Vital Production 
Efficiency Each Day! 


w. P. MARSHALL. PRESIDENT 


0 132P 


HICAGO ILL SEP 25 195 


LD300 PD Cc 
TO EVERY GRINDING W 


SA 

RODUCTIONTOWN, U os 
mg Now -- AND IT'S READY, EXHAUSTIVE T 
YOU NE 


ING OUTPUT. 
DING AND FINISH 
we CHICAGO WHEEL & MFG 


HEEL USER 


CO. 


GER NN le AA ANN NO IU A OE Bp cal 


1% Another Exclusive Development of 
Send for Free CHICAGO WHEEL & MFG. co. 


Sample Wheel! 1101 West Monroe St., Chicago 7, Ill. 


Chicago Wheel in- 
vites you to try its l CHICAGO WHEEL & MFG. CO. 

new “79E" Bond 1101 West Monroe Street, Chicago 7, Illinois. Dept. 19 

where it counts most 4 Please send us our FREE sample wheel with the new ‘'79E'’ Bond (check 
... right in your own _—— 
plant, on your own 

type of production. Nome 
Just fill in the cou- — 
pon at the right and 
mail... 


[] Grinding Wheel () Mounted Wheel 


Address 


Sueoceeseenesesocoad 
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TO MAKE YOUR SELLING EASIER ADVERTISING ! 
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Two belts in one: Grip and Pull — stretch resistant too ! 


For right-angle drives. ..drives with idlers 
and tension controls. . . for line-shaft applica- 
tions . . . for short center drives—and especially 
for standard drives—order Gilmer Kable Kord! 
KABLE KORD gives you tight grip: Special top- 
cord design of belt produces extra friction 
through contactor belt to control slippage. 
KABLE KORD for pulling power: High tensile 
strength gives you an extra margin of safety — 
Kable Kord absorbs shocks, handles overloads, 
takes the toughest flat-drive service right 
in stride! 

KABLE KORD is flexible: Takes idlers, right- 
angle, and reverse turns readily—delivers 
power smoothly! 


KABLE KORD is money-saving: The low-stretch, 


L. H. GILMER COMPANY 
204 Tacony, Philadelphia 35, Pa. 


Please send me a FREE copy of your FLAT BELT Guide. 


Check here if you wish the Gilmer V-Belt Guide, also. 


NAME 





ADDRESS 
CITY 


COMPANY 





trouble-free operation of Kable Kord cuts 
maintenance costs. Sturdy jacket keeps out 
grit, moisture; protects edges from shifter and 
flange contact. 

Both endless and connected: Where top perform- 
ance is essential, endless Kable Kord is recom- 
mended. But where equipment calls for con- 
nector-type belting, Kable Kord’s tough, pull 
resistant structure is efficient and trouble-free. 


And for "V” Drives, 
Gilmer V-Belts ! 
Made with stronger, tougher Rayon Pulling Cords. 
Tough, wear and slip resistant jackets; cords 
that are locked parallel and cushioned in rubber 


for cool, smooth running. In flat belts, in V-Belts 
—Gilmer has the PULL! 


BUY THROUGH YOUR GILMER 
DISTRIBUTOR 


HELPFUL FLAT BELT | 
GUIDE FREE! Telis you ol 


how to select and apply 
flat belts for every drive. 


L. H. GILMER COMPANY, 204 Tacony, Philadelphia 35, Pa. 


Division of United States Rubber Company 








TO MAKE YOUR SALES PROFITABLE—A POLICY! 


KABLE KORD® CONNECTOR-TYPE 
FLAT BELTING offers the 
same general construction 
features as Kable Kord 
Endless Belts. Supplied , 


in rolls, 


V-BELTS —LIGHT DUTY and MULTIPLE 
Made with durable rayon pulling 
cords; Gilmer quality. Gilmer’s huge 
assortment of V-molds 
assures a complete lineof 
precision - built V-Belts, 


Sie, 


tS 


ap 


HIGH SPEED BELTS 


STANDARD CUT-EDGE FLAT BELTING 
Acompetitively priced, rubber-fabric 
belting of first quality. y=, 
Tough structure provides ; 
a firm foundation for 
connectors. 


KABLE KORD® FLAT ENDLESS BELTS 

The Gilmer first line flat belt. Com- 

bines “two belts in one’’ (contactor 

- and power). This unique 
# 

¥ structure, plus the endless 

9 cord feature, sells Kable 

Kord. 


Flat, endless belts, noted for tough- 
ness and flexibility. All-fabric, rubber- 
fabric, or special cord structure, 
Speeds to 10,000 f.p.m. and over; 

Speedage Kord, for example, 


LIGHT DUTY POWER TRANSMISSION 
BELTS—A broad line, including 
Gilmer CD, a cut-edge endless 

belt with pulling element of 

strong belting duck; Gilmer 


SS 


we 


TEXTILE INDUSTRY BELTS 
such as Spinner, Cone, Lickerin, 
Winder, and Gainer belts for textile 


{> 4 
ae A operates at speeds up to 


50,000 r.p.m, on 


3 Ser’ pulleys as small as 4” 
ates 


in diameter. 


ROUND BELTS AND BELTING 
For drives on small high-speed drills, 
hammers, tappers, saws, light wood- 


CC, a cut-edge endless belt 
with pulling element of 
continuous cords. 


working machinery, valve re- 
facers, etc. Also Half-Round 
Belts for special ap- 
plications. 


plant drives; also other prod- 
ucts for textile appli- 
cations, such as loom 
strapping, check straps, hea 
roll covering. 


SPECIAL INDUSTRY BELTS 

Saw Mill Belts, Tube Winders, Sand 

Slingers, Band Saw Bands, Light 
Conveyor Belts; Planer 
Belts for the lumbering 
industry; Tobacco Stem- 
ming Belts. 


Besides V-Belts and Flat Belting, Gilmer Special Purpose Belts are in 
constant demand by plant engineers; need not be carried in stock; are 
not subject to general competition. Also in the Gilmer line are Hose and 
Packing for Industrial Use, Friction and Rubber Tape, Mats and Mat- 
ting, and General Mechanical Rubber Products—all backed up by .. ~ 


THE GILMER SALES POLICY 


A “buy-through-Distributor” policy; no factory sales in competition. 
A widely-experienced District Manager gives frequent direct 
sales help. 

. Engineering assistance when needed from factory power trans- 
mission speciclists. 
Distributor protection. 
Uniform discount schedules. 





; 
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STUDY THIS ADVERTISEMENT— 


Your customers are seeing it now in 
current industrial publications. Note 
that Gilmer tells readers, 


“Buy through your Gilmer Distributor” 


ie Pancerak 
‘ 23 A profit on every sale. 
Full jobber profit on non-stocking Spe-ial Purpose Belts. 
Catalogs and national advertising in a balanced program, 
. Monthly bulletins from the factory. 
Stockroom and merchandising aids. 
This Gilmer Sales Policy makes all Gilmer 
Products attractive to handle and easy to sell! 


SHEAVES 














AS 


<a Sn SS 
The safest,surest, * 

most efficient wire 

rope ending is - 


DUALOC! 


4 


4 
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@ If you want a line that will open doors for you, get you 
into the shop where you can see-the need for many of the 
items you sell, you’ll find ACCO Registered WIRE ROPE SLINGS 
a big help. When you sell ACCO, you sell a well-known brand, 
the first brand which offered a safe, sure, 100% efficient 
*factory-made”’ ending. 


>i 


@ And we help you sell by keeping acco Registered WIRE 
ROPE SLINGS before your customers with regular ads in eight 
popular trade journals. Easy-to-use literature lets you point 
out quickly the exact Acco Registered WIRE ROPE SLING for 
a wide variety of lifts. 


@ Standard units of acco Registered Strand-Laid and Cable- 
Laid WIRE ROPE SLINGS can be carried in your stock with a 
minimum investment and rapid turnover. You’! do well sell- 
ing this line. Write today for complete information. 


MEMBER THE NATIONAL SAFETY COUNCIL ot 


Wilkes-Barre, Pa., Chicago, Denver, Houston, Los Angeles, New York, 
Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 





AMERICAN CHAIN & CABLE 


WIRE ROPE SLING DEPARTMENT 


In Business for Your Safety 


Made from right regular lay 
wire rope for general sling use. 
Equipped with DUALOC, 


Made by laying up 

seven individual wire 

ropes. Gives extreme flex- 
ibility. Equipped with DUALOC, 


Other ACCO Registered 
Wire Rope Slings 
6-Part Braided. Made from 6 separate 


wire ropes braided into flat surfaces for 
greater bearing area. 


8-Part Braided. This construction has a 
symmetrical body which gives all-around 
flexibility plus great strength. 
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“Blue Heart’’ manila rope 


Men who use rope soon learn the difference between brands. They know 

that they can proceed with speed and confidence when they have rope of the 

assured tensile strength, smooth flexibility and easy handling 

qualities which always characterize dependable, long lasting H & A “Blue Heart” 
Manila. That’s why, on many a job, you'll see someone untwist the strands 

of every new coil, to look for the famous blue thread center, recognized 

around the world as the identifying marker of “Blue Heart” Manila Rope. 


there is no better rope than H & A “‘Blue Heart" 


In addition to ‘‘Blue Heart'’, H & A produces cordage of all standard com- 
mercial grades, including Transmission Rope, Drilling Cable, Lariat Rope, 
Yacht Rope, Twisted and Braided Jute Packing, Jute and Hemp Twines, Hard 
Fibre Twines, Lath Yarn, Tarred Marlines, Plumbers and Marine Oakum. 

















THE HOOVEN & ALLISON COMPANY 


"Spinners of Fine Cordage Since 1869” 
XENIA, OHIO 
BRANCHES: KANSAS CITY, MO, © OMAHA, NEB. © MINNEAPOLIS, MINN, 
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Drills! You 


Every drilling demand can be met with a SKIL Drill. 25 models, 
each one designed to meet specific needs with the power, speed 
and capacity FOR THE JOB... with the size, weight, and per- 
formance needed ON THE JOB. 

When your customers have a drilling problem, you have a 
SKIL Drill to solve it. That’s because every SKIL Drill is job-proved! 


Ae ASS Cte Solve it with these SKIL Drills 


Small enough for cramped spaces - Small enough for convenient handling * Small enough but packed with power 


SKIL Drill—Model 80 


16" capacity. Standard duty. Overall 
length 11'%4 inches—compact enough to 
use conveniently where ordinary %” 
drills can’t be used. Exceptional power. 
Perfect balance. For all kinds of pro- 
duction and maintenance work. 


~ $KIL Drill—Model 49 


4” capacity. Heavy duty. Overall 
length 7% inches. Built to aircraft in- 
dustry specifications for compactness 
and light weight. Perfect balance for 
easy handling. Recommended for all 
fast, multiple-hole drilling. 


SKIL Drill—Model 47 


%” capacity. Compact heavy duty 
Qverall length of only 744 inches. For 
fast, accurate drilling on all types of 
Production and continuous, heavy duty 
imstallation work. 


Te MAC solve it with these SKIL Drills 


weight for continuous use without operator fatigue - Light weight but perfectly balanced - Light weight but powered for drilling all kinds of materials  . 


SKIL Drill—Model 45 SKIL Drill—Model 260 SKIL Drill—Model 281 


%" capacity. Compact standard duty. 
Weighs only 3 pounds. Easy one-hand 
operation. 


Consult your SKIL Catalog 


3%" capacity. Special duty. Weighs only 
6% pounds. Ideal drill for maintenance 
and repair men. Inexpensively priced. 


%" capacity. Special duty. Weighs 8% 
pounds. Recommended for general pur- 
pose drilling, intermittent use. Power- 
ful. Easy to handle. 


for specific recommendations. There’s a Job-Proved 





need never lose a sale with a complete SKIL line 


Correct speeds for every type of service - 


SKIL Drill— Model 244 


‘ ‘P acity. Slow speed. For drilling 

steel and other hard, dense al- 

St tonderd 750 r.p.m. speed but 

weeds of 500 r.p.m. or 1000 r.p.m. at 

o extra cost. High torque. Full power 
t all times 


When POWER is your customer's 


Solve it with these SKIL Drills 


Correct speeds for longer bit life 


SKIL Drill—Model 242 


4%” capacity. Standard duty. Stand- 
ard speed of 2000 r.p.m. but speeds of 
3500 r.p.m. and 5000 r.p.m. available 
at no extra cost. Meets all heavy duty, 
intermittent drilling requirements up to 
4" in steel and 2" in wood. 


problem . . 


- Correct speeds to prevent work hardening 


SKIL Drill—Mode) 2121 

%" capacity. Special duty. 250 r.p.m. 
Favored for on the job construction 
drilling and reaming in wood or steel. 


Solve it with these SKIL Dri 


Power-packed for every material - Power-packed for continuous or intermittent use - Power-packed for dependable performance 


SKIL Drill—Model 243 


\" capacity. Heavy duty. Powered for 
continuous heavy duty drilling on pro- 
duction lines or difficult installation 
and repair jobs. Gives peak perform- 
ance. Stands abuse. 


SKIL Drill for every purpose, every place, and every problem 


SKIL Drill—Model 253 


54” capacity. Heavy duty. Recom- 
mended for production lines where con- 
tinuous drilling at maximum capacity 
is required. Oversize motor supplies 
surplus of power. Precision bearings 
and gears. 


SKIL Drill—Model 283 
34" capacity. Heavy duty. One of most 
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1,900,000 


ad messages 
ave the way 


| for sales of 


3M Abrasives 


Here’s a schedule to help you prepare customers, find 
new prospects, make it easier for your salesman to cash 
in with quick sales of 3M Abrasives. 

Over 308,000 subscribers this year alone can see how 
costs are cut, time saved, new methods used to give a 
smoother, finer finish. Hard-hitting ads—featured in 14 
national trade magazines— pre-sell your metal-working 
customers. Actual case histories prove 3M Abrasives 
are really doing a job. 

Take advantage of this big advertising campaign. 
Feature 3M Abrasives in your selling plans. It’ll pay 
off in more sales, steady repeat business for you. 


Made in U.S.A. by Minnesota Mininc & Mra. Co., St. Paul 6, 
Minn., also makers of ‘Scotch’? Brand Pressure-sensitive Tapes, 
“Scotch” Sound Recording Tape, ‘‘Underseal"’ Rubberized Coating, 
“Scotchlite’’ Reflective Sheeting, “‘Safety-Walk"” Non-Slip Sur- 
facing, ‘““3M"’ Adhesives. General Export: Durex Abrasives Corp., 
New Rochelle, N.Y. In Canada: Canadian Durex Abrasives Ltd., 
Brantford, Ontario. 
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Talk of the Trade 


IN THE NEWS: Roy Smith, chairman of the Lamson 
& Sessions board, was the subject of a three column 
feature article in the Cleveland Plain Dealer recently. 


(a Dd 


APPL 


&S\ DAY) 
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CALLING ALL HARMONIZERS: As you probably 
know, members of the two distributor organizations, the 
National and the Southern, are voting on a proposal to 
change their names . If approved, the names will 
become National Industrial Distributors’ Association and 
Southern Industrial Distributors’ Association . . . In 
onnection with the proposition, one distributor voiced 
hearty approval . . . He says the associations could then 
to as NIDA and SIDA and we could all sing 
their praises to the tune of “Ida.” 


be re erred 


WHAT PRICE WEALTH: If you're in a “stop and 
think” mood, you'll enjoy the report on “Health Is 
Wealth” which we obtained from Miles Stray (Charles 
A. Templeton Co., Waterbury). Here’s the report: 

In 1923, a very important meeting was held at the 
E:dgewater Beach Hotel in Chicago. Attending the meet 
ing were ten of the world’s most successful financiers. 
Present were: 

Ihe president of the largest independent steel company 

lhe president of the largest utility company 

The president of the National City Bank 

lhe president of the largest gas company 

lhe greatest wheat speculator 

The president of the New York Stock Exchange 

\ member of the President’s cabinet 

I'he greatest “bear” on Wall Street 

Head of the world’s greatest monopoly 

President of the Bank of International Settlements 

Certainly we must admit that here were gathered a 
group of the world’s most successful men. At least, men 


who had found the secret of “making money.” 
five years later let’s see where these men were: 

Ihe president of the largest independent steel com- 
pany, Charles Schwab, died a bankrupt and lived on bor 
rowed money for five years before his death. 

The president of the largest utility company, Samuel 
Insull, died a fugitive from justice and penniless in a 
foreign land. 

The president of the largest gas company, 
Ropson, is now insane. 

The greatest wheat speculator, 
abroad, insolvent. 

I'he president of the New York Stock Exchange, 
Richard Whitney, was recently released from Sing Sing 
Penitentiary. 

I'he member of the president’s cabinet, Albert Fall, 
was pardoned from prison so he could die at home. 

he greatest “bear” on Wall Street, Jessie Livermore, 
died a suicide. 

lhe head of the greatest monopoly, Ivan Kruegar, died 
a suicide. 

lhe president of the Bank of International Settlements, 
Leon Fraser, died a suicide. 

All of these men learned well the art of making money 
but not one of them learned how to live. : 


Twenty 


Howard 


Arthur Cutten, dicd 


DID YOU KNOW: That Joseph C. Walker (Buffalo 
Bolt) and Jim Bosted (H. W. Mills, Passaic) are president 
and first vice-president of the New York Hardware ‘Trade 
Association That Ray Neal (R. C. Neal, Buffalo) 
distributed Christmas bonuses of a half-month’s salary to 
all employees with two or more years of service . . That 
a speaker at the last Triple Supply convention, Ralph 
Cordiner, is now president of General Electric . . . And 
that there is no mention here of the Biloxi meeting 
because it has to be written before the meeting. 


R.W.B. 
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Who reerindi pes ssuret of the factory: yeah trade mart. over half « century ago. Then, as now, advertising 
onadle for aed a before le oN stamped © was widely used to promote Jenkins Valves sales. 
valve ALL . Per: 


Jenkins Advertising, constantly at work for nearly a 
century, has made Jenkins Valves one of the best-known 
products in industry—approved by every level of buying 
influence. It’s the big reason why the Jenkins Distribu- 
tor is “a man who needs no introduction”. 

Again in 1951, Jenkins Advertising is as powerful as 
ever. With 10,000,000 sales messages scheduled in 31 
business papers, and a score of technical college maga- 


The Jenkins 1951 Advertising program totals over 10,000,000 
separate sales messages—all pointing out why the Jenkins 
Diamond is the guide to top value in valves. Each one includes: 
“Sold through leading Industrial Distributors everywhere” 

Everyone directly or indirectly concerned with valve buying 
sees Jenkins Advertising—Architects, Contractors, and Govern- 
ment Engineers—Professional Consultants and Power Engineers 
—Plant Supervisory Staffs—Purchasing Agents—Apparatus De- 
signers—Administrative Management. 

The 31 magazines used are selected by repeated tests to be the 


best read books in their respective fields. In addition, 21 engineer- 





ing college magazines tell students, tomorrow's industrial leaders, 


about Jenkins Valve quality. 
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| ' 
covering every valve user....keeping every buying influence sold 


at 
, ‘ 
we 


zines, it reaches everyone directly or indirectly con- 
nected with valve-buying today, as well as those who 
will have the say tomorrow. 

This continuing, effective promotion is just one of the 
many reasons why, year in and year out, it pays (and 
pays well) to sell Jenkins Valves. 

Jenkins Bros., 100 Park Avenue., New York 17; N.Y. 
Jenkins Bros., Ltd., Montreal. 


In 1951, Jenkins will distribute many new pieces of product 
literature and service booklets. These effective “selling tools” 
save Distributors’ time and preserve the good will through which 
Jenkins Distributors regularly benefit. 

Cooperation with Distributors in local promotion will con- 
tinue, with new mailers, counter displays, and other sales helps, 
also plates for ads in local publications and Distributor mailings. 

Jenkins Booth will continue to be a prominent attraction at 
such important gatherings of valve users as the Heating and 
Ventilating Exposition, the Inform-a-Show, the Industrial Supply 
Convention, and the Architects’ Samples Building Display . . . 
more reasons why Jenkins Valves are known everywhere, ap- 


proved everywhere. 
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QUALITY OF PRODUCT MEANS REPEAT BUSINESS 


f you meet a Republic Distributor who talks your leg off about 
his wares—be a little understanding, won't you? You see he has reason for 


his pride. His products have never let him down! 
When he makes a sale his customers stay sold because 
Republic industrial rubber products are built to uniformly high standards 
of quality because results are good every time 
Quality of product is part of the 5-Point Republic Sales Policy that helps 
make Republic Distributors good salesmen 


REPUBLIC’S 5-POINT POLICY 


A LINE of rubber items sufficiently complete to permit effectively 
supplying the requirements of the trade solicite 

A QUALITY of product uniformly good and capable of delivering 
service results that should reasonably be expected 

A PRICE bas inducing and making possible aggressive compe 
t a th 


t profit return 


FREEDOM from competition from his source of supply, either 
direct or indirect, among the trade covered by his day to day 
solicitations 


SELLING helps of reaso le amounts so that his sales force 
ir be je of specialized training and a 


INDUSTRIAL RUBBER PRODUCTS BY 


REPUBLIC RUBBER DIVISION 


Lee Rubber & Tire Corporation 
YOUNGSTOWN, OHIO 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 195] 














—Industrial Distribution —— 


You and Controls 


AS the defense buildup proceeds at an ever accel- 
erating pace, certain basic trends in the eco- 
nomic picture stand out. From these developments, 
additional and unaccustomed responsibilities must 
be assumed promptly and unselfishly by industrial 
distributors. 
rhe imposition of the demands of our military 
establishment on an economy already bursting at 
the seams will mean shortages all along the line. To 
insure that the military production program is met 
without economic chaos, cutbacks of civilian pro 
duction, orderly allocation of supplies and price con 
trols are inevitable. We can only hope that the 
regulation and control measures are formulated with 
wisdom and administered with equity. And we can 
ill help in seeing that they are. 


Production vs. Restraints 


In many ways, however, the country is in a much 
better position to supply civilian plus militarv needs 
now than it was at the beginning of World War IT 
Our capacity for production has been tremendously 
increased. In the past five vears alone, some $85 
billion has been poured into new and improved 
plants. Steel capacity, for instance, has been in- 
creased from 82 million tons in 1939 to 103 million 
tons today—and will approximate 107 million tons 
by the end of 1951 with major programs for further 
expansion in the immediate offing. More spectacu- 
larly, the capacity of the electronic industrv—radio 
ind television—has been expanded fivefold in the 
past decade. 

There is no question that even more capacitv and 
more production is the fundamental answer to short 
ages. The President’s Council of Economic Advisors 
recently declared “‘on the economic front, wars 
whether hot or cold are won on the production line 
and not simply by restraints.” Thev went on to point 
out that our national output could and should be 
stepped up 25 percent bv the end of 1955. The 
gross national product was $280 billion in 1950 
\ 25 percent increase over a five-vear period would 
mean a gross national product at the rate of $350 
billion a vear by the end of 1955. But the expansion 
itself will require the diversion of scarce resources to 
build the added capacity. Thus immediately and 
temporarily shortages may be intensified. 


Still a Lot 


How painful will the cutbacks and shortages be? 
Certainly, our added capacity has made a “guns-or- 


butter” decision unnecessary. After the frills, the 
most likely area for cutbacks is in consumer durables. 
We hear talk of cutbacks in automobiles, refrigerators 
and the like of 25 to 50 percent. Even assuming a 50 
percent cutback from 1950 levels, what will this 
mean? In automobiles such a 50 percent cutback 
would still leave a vearly output of 3,300,000 cars. 
This is 15 percent more cars than were made in the 
iverage pre-war year. In refrigerators a 50 percent 
cut would still leave 3 million boxes or 50 percent 
more than were produced in 1939. And so on for a 
long list of consumer durables. We can still have 
1 lot. But not as much as we would like nor as much 
as our increase population could buy with current 
high personal incomes. 

The individual distributor has an important and 
essential role to play in meeting all our production 
programs: (1) in supplying military goods producers 
with tools, supplies and equipment without which 
nothing could be made; (2) in supplying civilian 
goods producers with their essential requirements; 
and (3) in providing vital production equipment 
ind supplies for conversion and for expansion. The 
top planners in Washington all talk in terms of meet- 
ing the goals of militarv production plus high level 
civilian production. 


Distributors Have Responsibility 


But these plans and programs are only aspirations 
until they are translated into the actual production 
f goods by our plants, mines and factories. Dis- 
tributors have a positive responsibility to those pro- 
ductive units—their customers. They must insure 
that the essential production tools and supplies are 
available at the production line. This responsibility 
cannot be shifted. 

The industrv must demonstrate its essentialitv and 
state its case with the control authorities—really 
the case of its customers. The industry must take an 
ictive part in the formulation of workable govern- 
ment orders to insure that there shall be an uninter- 
rupted flow of supplies to the plants that turn out the 
goods. This calls for the immediate establishment of 
idvisorv committees. And it will require that people 
from the industry who really know its working con- 
tribute their time in Washington to the actual proces- 
sing and administration of forthcoming controls. 


Halts 
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H. B. MacGlone, The James Walker Co. 


lo BEGIN with, | want to sav, as outside salesman, that 
I've read a lot in INpusrriat DistriputTion and most of 
the time I managed to get something useful out of what 
I read—or | wouldn't have started the thing in the 
hirst placc 
But thcre is one subject I've seldom seen discussed 
or in most salesmanship stories, for that 
ll, it’s an important part of outside sell 
ing; it’s a situation the salesman always has with him 
You could sum it all up in one question: What about 
the house behind the salesman? 
Phat question leads te another: How much help can, 
hould, the salesman expect from “the house?”-—and 
me to another: “What can the house do, or do 
better, to help the salesman do a smart selling job?” 
What I'd like to do on this page is outline the 1, 2, 3 
f what I think the outside salesman expects “‘the house”’ 
to do to back him up out on the road, then hand you 
oss the page to George Haves, who used to be on out 
ide sales himself at our firm, but has advanced to head 
up our inside industrial sales force. He can make the case 
for what the house expects of the salesman; what he 
can do for the desk or counter men that will make 
them able to help him do a more effective, easier job 
mn the outside. Here goes 


n the magazin 


natter; and, sti 
la 


1. Prices: Expect teamwork on them, but believe 
they're the province of the man on the desk, 
frequently an inside salesman. He completes 
the deal begun bv the outside man. 

Haves: My first point still sounds best! 

2. Relations with p. a.’s: Customers who call in 
want to know two things: what's it cost? when 
can you deliver? Inside man should be forti- 
fied with price list and inventory sheet, to 
answer questions on the spot. The faster the 
p. a. can get off the phone, the better he 
likes it 

Hayes: Agree 100 percent 


$. Know tools: When the outside man gocs out 
with a grinding wheel, or tap, etc., and gets 
the order, the inside man should know enough 
about the product to keep the order 
Hayes: All emplovees who work on sales 
should know products and uses. Covers 
point 4 too. 


4. Know the lines: Best way I know to illustrate 


What About The House 


MacGLONE: “The outside salesman can be 
no better than his house. When 
it falls down on the job, he 


falls too—hard.”’ 


what I mean by that is a case we had when a 
customer called in and asked the counter sales- 
man for a 3-in. by 24-in. long carriage bolt. 
[he counter man pointed out they didn’t 
make them that long, not to his knowledge, 
and suggested the customer needed a machine 
bolt. ‘Turned out he did. 

Hayes: No contest. Goes without saying. 


5. Know shop contacts: And by that I mean, know 
them as well as the outside salesman himself. 
Contact the p. a. first, but because he seldom 
knows the details, the man inside can expect 
to be passed along to someone who does. Don’t 
make the mistake of contacting the wrong man 
when you have some question on the order. 

Hayes: Phone salesman should make calls 
with outside salesman to keep this matter 
clarified. 


Know your outside man’s approach and selling 
stvle: Get together with him in frequent bull 
sessions. If he recommends articles on prod- 
ucts that you could read, read them. Work 
out a “system”; cut the tape and the talk to a 
minimum 

Hayes: Great idea. Do it whenever we can. 


Talk straight to everyone in the customer’s plant, 
all the way down to the truck-driver. Keep a 
tight rein on your promises, but once you’ve 
committed yourself, break a leg to carry 
through. (See next point, too) 

Haves: Again, no contest. 


Emergency delivery: Inside man should use any- 
thing at his command to get the stuff there— 
extra truck, delivery boy, even Western Union. 

Hayes: Fine for emergency delivery. 


Cultivate everybody, little shops as well as the 
big. Phone man is other half of the sales cul- 
tivation process. I remember a plant that was 
worth only $200 in sales to us 12 years ago, 
nowadays it’s worth up to $15-20,000 in sales. 

Hayes: Little acorns into big oaks grow. 


Now let’s hear what George Hayes expects in cooper- 
ation from the outside salesman that will help him do a 
better job on the inside to back up the men in the field. 
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Behind The Salesman? 


HAYES: 


“Can the outside man expect 


more from the house than he’s 
willing to give? I'd say ‘no.’ 


But a lot of them want it.”’ 


ONE THING vou can say about “Mac’’: When he starts 
telling vou the things that bother an outside salesman, 
he says it so you can't mistake his meaning. 

Having been on the outside myself, I know most of 
the problems he meets every day, and probably agree 
with his point of view on them—about 50 percent. Bur, 
as Mac says, the selling job runs along a two-way street 
If he looks a lot in our direction, we are able to look 
just as often down his way. 

What I'd like to say won't be a reply to Mac’s ques- 
tions, that is, not a direct reply. There is no question 
that Mac is on the offense, no suggestion the inside man 
is on the defense. Both sides, inside and out, are on 
the offense, and for my money that’s where thev alwavs 
should be. It’s the offense that produces the customers 
and the sales—and it’s the offense I’m talking about, 
how we can help the outside man at The James Walket 
Company to get on the offensive and stay there. 

So here is what I expect from Mac and our other 
outside salesmen in order for us to do an effective, 
heads-up job to make his sales stick: 


1. Prices: Don’t go along with Mac on this; believe 
ill outside men should know prices because 
when salesman writes his order and knows 
prices, he can give on-the-spot quotations. 
Maybe I’m selfish about it, for it helps me to 
get priced order sheets; saves time, manpower. 
(Otherwise it requires another man on the job 
to fill in prices on order forms.) 

Mac: I don’t go along with this. I believe 
the company should keep salesmen up to 
date with prices, deliveries, etc. 


Sell them what we've got in stock, not some- 
thing we must scramble around to pick up. 
(See next point for tie-in.) 

Mac: True, so true. 


Sell them standard quantities; get them to order 
a round number. It’s no harder to sell them 
‘twelve to the box” rather than ten. 

Mac: Very good. That’s the way I sell. 


Expect fast followup on leads, inquiries, com- 
plaints we receive inside. Complaints make 
dissatisied customers. You can sometimes 
handle leads and inquiries by phone (at least 
to the extent of setting up a call) but com- 
paints are best handled face to face. You've 


George Hayes, The James Walker Co. 


got to see the man. The longer you put it off, 
the higher his temperature goes. 
Mac: The inside man should not handle 
it to extent of getting too involved then have 
to send salesman to straighten out. 


Schedule calls. Be at certain places at definite 
times (within reason) and available by phone. 
Present defense emergency makes that more 
necessary and important than ever. 

, Mac: Ill go along on that. 


Calls on new accounts: Not too much to ex 
pect outside man to call on one different new 
account every week. Keeps salesman on his 
toes; he meets new personalities, sometimes 
learns of new or unusual outlets for sales. 

Mac: I’d make it stronger. Call on several 
new accounts each week and try to land one. 


Salesmen’s reports: Here’s where the outside 
salesman really can shine. 
Mac: He sure can and often does. 
We'd like to have on file written notes on 
every plant the salesman visits. They should 
tell us (a) best contacts; (b) customer require 
ments; (c) nature of his operations; (d) hints 
about his prospects, present and future; (e) 
some suggestions how James Walker Co. can 
help the plant—and sell them. 
Mac: Agree. 


One last word: If Mac rightly expects from us a 
strong selling routine whenever we pick up the phone, 
we on the inside expect Mac and our other salesmen 
on the road to sell them more; bring in more orders as a 
result of our effectiveness on the phone. 

Mac: Work hand in hand. Assume each 
other’s responsibilities whenever necessary. 
We all have the same job—to get business. 


Editor’s Note 


What About the House Behind the Salesman, Mr. 
Reader? You've heard some points made on both sides 
What do vou think of them? Or can you add some useful 
ideas of your own? Jot them down and send them along. 
We'd like to hear from vou. 
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CUSTOMER and Salesman Don 
Shaffer, Webb Belting & Supply Co 
Kansas City, watch as box rolls off 
onveyor onto home made unit, auto 
matically tripping motor. 


LIFT DEVICE raises box to top of 
room, puts it on a roller conveyor for vide 
trip to shipping department. Boxes for 
merly were pushed around on trucks 
from one end of building to other. terials 


BATCH PLANTS making cement pro- 
opportunities for imaginative 
work with conveyor and power trans- 


+ 


mission equipment to move raw Ma- 


Use Imagination to Snare Sales 


Salesmen for Webb Belting & Supply Co., Kansas City, make “tailored” units for 


customers from stock items; this specialized service provides a big sales boost 


INGENUITY IN ADAPTING STOCK PARTS to form “tailored” 
power transmission and conveyor units-to meet customers’ 
specific requirements pays big dividends for salesmen of 
Webb Belting & Supply Co., Kansas City. 

lhrough a firm knowledge of their company’s products, 
plus imagination and enough engineering know-how to 
idapt them to various uses, the salesmen have built a 
reputation for rendering competent, individualized service 
it a cost customers can afford. For example 

Kansas City is located in a vast agricultural area pro- 
ducing, principally, wheat and corn. Both of these crops 
ire taken directly from the fields to grain elevators to be 
stored before shipment or use. 

National milling concerns maintaining huge elevators 
in this area have their own engineers to install and service 
the specialized power transmission and conveyor units 
used in the elevators. These companies are able financially 
to buy complete units to equip their elevators. 

But tor every one of these elevators, there are 50 or 
100 one and two man elevators operated by individuals 
or farmer cooperatives. These smaller operators, with 
limited financial resources and little engineering experi- 
ence, have two choices when it comes to equipping and 
maintaining their elevators. 

One is to buy expensive unit installations. Such units 
are usually designed for much larger operations, provide 
more capacity than is needed by the smaller elevators, 
and, consequently are more expensive than necessary. 

The second choice is to assemble units from assorted 
transmission and conveyor items. By providing the know- 
how and experience to make the second choice a profita- 
ble one, Webb salesmen help these customers and open 
up new sales possibilities for themselves. They are able 
to provide the same specialized service for the smaller 
operators that the national concerns’ engineering staffs 
supply their own companies. 

Besides the initial installations that salesmen are able 


to design from stock items, there are other opportunities 
to provide “‘tailored” service. Often elevator operators 
want to speed up operations by increasing the capacity 
and speed of conveyor systems raising grain or corn from 
delivery trucks and wagons to elevators. Again an oper- 
ator will want to gain storage space by installing more 
compact equipment. 

On frequent calls to these customers, Webb salesmen 
check for possible improvements that can be made in 
their operations. ‘The salesmen draw up rough plans 
of suggested improvements and, if approved by cus- 
tomers, supply the items needed from stock. While they 
don’t actually assemble the units for customers, the 
salesmen do oversee installations if requested. 

Imaginative help from Webb salesmen is not restricted 
to grain elevators. All types of plants yield sales oppor- 
tunities through operations that can be simplified or 
speeded up. As soon as a Webb salesman spots one of 
these opportunities, he has only to demonstrate to the 
customer that money can be saved or production can be 
increased through a unit “tailored” from Webb Belting 
& Supply products, and the sale is made. Here are some 
typical cases: 


Sales Opportunity I 


Kansas City has a large number of cement batch plants, 
where cement is blended with other materials to make 
ready mixed concrete for truck delivery. It is usual for 
the owners of even the smallest plants to employ at least 
two men to manually measure the ingredients and pour 
them into large vats for mixing. Because the proportions 
must be exact, mixing a batch of concrete by this method 
is time consuming and expensive. : 

One Webb Belting & Supply Co. salesman suggested 
that the ingredients be fed into the mixing vats through 
air controlled gates. By experimenting with the mixing 
process, the salesman developed a unit that automatically 
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cut off the flow of ingredients as soon as the proper 
amounts, by weight, went into the vat. As a result, batch 
plant owners are able to mix the concrete with the serv 
ices of only one man, the work is easier on the man, and 
the concrete is always mixed to exact specifications. 

A further result is that Webb is doing an excellent 
air equipment business with these concerns. 

Sales Opportunity II 

The operators of a garage in Kansas City wanted to 
install an automatic car washer. A ready made conveyor 
unit to pull the cars through the washer required a sub- 
stantial investment, which the operators felt wasn’t justi 
fied by potential income. 

A Webb salesman designed a conveyor unit made from 
standard parts for the garage operators, and the finished 
product was much less expensive and just as efficient as 
a ready made unit. Webb Belting & Supply sold the 
operators a motor, worm gear reducer, pillow blocks, 
shafting, roller chain and sprockets. And, naturally, all 
unit replacement parts will be sold by Webb salesmen. 


Sales Opportunity III 

A batch plant operator bought cement in carload lots, 
but had also to buy it packaged in 100 pound sacks so 
that it could be carried from freight cars to mixing unit 
Because it was in sacks, he had to pay more than the bulk 
price, and, each time a carload came in, he had to hire 
several men to unload it. 

A Webb salesman designed and helped install a pit 
screw conveyor, originating under the batch plant’s rail- 
road spur. Now the owner buys his cement in bulk, and 
the conveyor transfers it directly from the freight car 
to the mixing unit. The only manual labor involved is 
in opening the trap under the car to allow the bulk cement 
to flow into the pit conveyor. It’s no longer necessary 
for the owner to hire additional men when a shipment 
of cement arrives. 

Sales Opportunity IV 

Because the end of his assembly line is in the opposite 
corner of the plant from his shipping department, a plas- 
tic novelties manufacturer was forced for years to have 
men wheel boxes of finished products from one end of 
the building to another. The corridors were narrow, with 
sharp corners, and hand trucks carrying the boxes inter 
fered with other operations in the building. 

A Webb salesman designed a combination belt and 
roller conveyor which easily carries the boxes from one 
department to another. A belt conveyor carries them 
from the end of the assembly line to a hallway, where 
the salesman installed a device of his own design which 
picks the boxes up and lifts them to the ceiling, where 
they are deposited on a roller conveyor. The boxes then 
roll down the entire length of the building to the ship- 
ping department. The lifting device is automatic, and 
switches itself off and on without help. 

On other occasions Webb salesmen have designed 
screw conveyors from stock parts which will handle both 
corn and grain, something that manufacturers of conveyor 
equipment said could not be expected of a single unit. 
The salesmen have also worked out a variety of applica- 
tions with air equipment to help manufacturers of prod- 
ucts which are turned on lathes, and which must be fed 
at an exact pressure. 

Every idea that a salesman has doesn’t work perfectly 
just after assembly, of course. But the salesman works 
at the idea, if he feels it’s basically sound, and the .cus- 
tomer isn’t charged for his experimentation. And the sales 
force has yet to leave a customer unsatisfied. 


tad 
ROUGH SKETCH of an idea with possibilities is made 


by Mr. Shaffer. Following a visit to the customer's plant. 
this is the first step in helping him solve some problem. 


IDEA CONFERENCE is held between Mr. Shaffer and 
Lloyd J. Gelvin, assistant secretary. After Mr. Gelvin looks 
for bugs, salesman goes ahead and experiments in plant. 


SUCCESSFUL and profitable idea is the use of this air 


equipment to control depth of cut that bit makes in metal 
on lathe. Once a workable idea is sold, customer stays sold. 
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HOW TO IMPROVE customers’ output, quality and care 


and maintenance of equipment, machinery and tools are the 


70 


subject matter of “Industrial Notes” which you, as an indus- 
trial supply salesman, can use to good advantage. 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1951 





Answers to production, maintenance 


problems common to civilian industry 
are available in bulletin form 


INDUSTRIAL SUPPLY SALESMEN can increase their capacity 
for service to wartime industry by providing their cus- 
tomers with solutions to production and maintenance 
problems. Many of the answers to these problems will be 
found in “Industrial Notes,” recently made available to 
civilian industry by the Office of Technical Services, 
Department of Commerce. 

“Industrial Notes” are informative illustrated bulle- 
tins which the Defense Department issued for the guid- 
ance of its shop personnel. They have been written as 
answers to specific questions raised by shop people in the 
many Defense Department metalworking and machine 
shops. The operational problems of these plants are 
similar to those encountered in civilian production. This 
circumstance makes the notes of especial value to the 
industrial supply salesman seeking practical solutions to 
specific customer problems. 

As factories, metalworking and machine shops convert 
or expand their operations to produce defense and essen- 
tial civilian items, their production and maintenance 
problems are bound to increase. Such problems can be 
particularly serious in the small plant which cannot afford 
a fully-staffed engineering department. By making the 
knowledge contained in “Industrial Notes” available to 
his customers, the supply salesman will give a concrete 
demonstration of what he means by service. 

There are several ways in which the supply salesman 
can make use of the Notes. He can: 

1.Collect those bulletins which deal with production 
and maintenance problems in his territory and refer 
to them when a specific problem arises. 

2. Collect all the bulletins for study to improve his own 
knowledge of metalworking and machine shop prac- 
tice which, in turn, will increase his knowledge of 
product application. 

Secure specific bulletins for customers, depending 
upon what problem each has. 

. Provide each customer with a copy of “Technical 
Aids To Industry”—a free pamphlet describing tech- 
nical services available from the Commerce Depart- 
ment. 

“Industrial Notes” attempt to cover three broad areas 
in which plant or shop efficiency (and profitability) can 
be increased: (1) larger output; (2) improved quality; 
(3) better care and maintenance of machinery and 
equipment. 


’ 


Larger Output 


From the bulletins, the salesman or his customers can 
learn some of the techniques which may be used to in- 
crease production such as: determining and using the 
one best method and tool for doing the job; using the 
quickest and best method for setting up machines for 
production; using machines and tools properly so as to get 
the most from them; eliminating typical faults in machine 
processing; using better finishing techniques; employing 
the best methods for machining or shaping the newer 
metals and plastics; determining all possible uses for 
machinery and equipment. 

For example: “The Summary of Modern Milling 
Practice” (PB 99733, 50¢) discusses improvemer.ts in 
modern milling techniques to produce better goods at 
lower cost. Besides giving references to additional mate- 
rial in other publications, it contains the following sec- 


tions: Cutter Body Design and Selection; Cutting Angles; 
Chip Flow and Chip Control; Maintaining Momentum 
—Use of Flywheels; Rigidity of Set-up and Proper 
Clamping; Milling Gears; Modern Milling of Cast Iron, 
Aluminum and Magnesium; Flycutters; Modern Tool 
Control Systems; Improved Grinding Practices; Specific 
Information on Your Particular Job. 


Improving Quality 


Salesmen with customers who experience a high per- 
centage of rejects can suggest new techniques for attain- 
ing and maintaining extreme accuracy. The bulletins dis- 
cuss improved methods for measuring workpieces; quality 
checking during intermediate production stages; keeping 
machines and tools set correctly; improved methods for 
measuring units being produced and correction of defec- 
tive operations to cut down rejects and spoiled units. 

The bulletin “Measuring Your Workpiece”, for exam- 
ple, gives a short resume of improved methods of accu- 
rately determining measurements of workpieces. The 
following sections are included: Master Standards, Check- 
ing Flat Surfaces, Measuring Cylindrical Surfaces, Check- 
ing Holes and Depths, Measuring of Slots, Measuring of 
Angles, Measuring of Height, Measuring of Thicknesses, 
Making Combination Measurements, Gaging Threads, 
Gears and Care and Maintenance. 


Better Care 


Of paramount interest to supply salesmen are sugges- 
tions on better care and maintenance of machinery and 
equipment. This is one of their prime defense support- 
ing services. Proper care and maintenance is necessary 
to make equipment last longer and carry a heavier load 
of work and to prevent breakdowns which slow the entire 
production process. The bulletins stress methods of 
keeping machinery and tools in excellent condition by 
proper handling, cleaning and oiling; timely repair; using 
the best methods for keeping tools sharp and learning 
the proper use of lubricants and coolants. 

This is pointed out in “Care and Maintenance of 
Grinding Machines”. Detailed procedures are gfven 
which should be followed in order to keep grinding 
machinery at peak efficiency. They are discussed in each 
of the following sections: Wheel Spindles and Bearings, 
Multiple V-Belt Drives, Motors, Lubricants, Grinding 
Compound, Cleaning and Hydraulic Systems. 

Some of the titles in the series give a good idea of the 
range of subjects covered: Machining Aluminum Alloys, 
Tapered Workpieces, Corrosion, Dust Control in Ma- 
chine Shops, Cemented Carbide Cutting Tools, (types and 
uses), Lubrication of Machine Tools, Increased Utiliza- 
tion of Shapers, Modern Applications, of the Oxyacetylene 
Torch, Extraction of Broken Drills and Reamers. 

Also Hard-Facing, Torch Applications, Care and Main- 
tenance of Grinding Machines, Hand Stoning of Cutting 
Tools, Conventional and Live Centers, Pneumatic, 
Hydraulic and Electric Power Chucks, Coolants, Metal- 
lizing, Grinding Faults, Tube Bending Practices, Clean- 
ing and Degreasing Practices, Care and Maintenance of 
V-belts, Gaging Accuracy, Plastics, Selecting the Right 
Tap For the Job, Care and Maintenance of Micrometers, 
Machining of Magnesium Alloys, Index Heads and In- 
dexing, Kevs and Keyways. 

“Industrial Notes” can be obtained from any Depart- 
ment of Commerce field office or from the Department 
of Commerce, Office of Technical Services, Room 1326, 
Commerce Building, Washington 25, D. C. The catalog 
—Technical Aids To Industry—will give the title, order 
number and price of each bulletin. The prices range 
from 10 cents to one dollar. 
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Union Hardware & Metal Co.'s new quarters in East Los Angeles are more than 1,000 feet in length. 


New Home—California Style 
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THINGS TO NOTE in Union’s new plant include: sample receiving docks, parking areas, will call department, and the 
rooms, cafeteria, railroad sidings, conveyors, shipping and over-all design that keeps goods flowing. 
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TOP OFFICERS of Union Hardware include these three 


men. They are: left to right, Edward H. McLaughlin, 


president; E. H. McGinnis, vice president and general man- 
iger, and Elton Hey, industrial sales manager. 


Union Hardware & Metal moves into its new $3,250,000 building; cafeteria that 


seats 600, complete print shop, overhead crane are among the many features 


Union Harpware & Merat Co., has moved into its 
new plant—a $3,250,000 group of four connecting build 
ings with a half million square feet of floor space. 

Formerly located for 45 years in the congested down 
town area of Los Angeles, the company now is in the 
suburbs; the new plant is on Ferguson Drive, directly 
opposite the Union Pacific Railroads East Los Angeles 
depot where all passenger trains entering and leaving 
Los Angeles stop. 

Ihe four buildings which make up the new plant are 


A two story sales and office unit. 

A three story warehouse. 

A steel warehouse. 

+. A one story heavy hardware warehouse 


; 


In addition to being modernistic in design, the new 


TIME FOR LUNCH and Union Hardware’s cmplovees 
waste no time in travel. Two lines form; one for hot dishes 
and the second for sandwiches and cold dishes. 


quarters are equipped with the most up to date office, 
varehouse and materials handling equipment. 

Parking, long a problem in the old quarters, presents 
no problem at the new plant; there is extensive parking 
space in front, at both sides and in back of the buildings. 
Vhe buildings are more than 1,000 feet in length and 
ire situated on a 274 acre plot. 

rhe main entrance is in the center of Building No. 1, 
the two story sales and office unit. To the right of the 
foyer are the offices of Elton Hey, industriai sales man- 
iger, and his staff. To the left of the fover are similar 
quarters for the hardware sales manager and his staff. 
lhe offices, in both cases, look out on Ferguson Drive 
ind in back of them are sample rooms. ; 

Beyond the industrial sample room there is a fully 

(Next page, please ) , 


TYPESETTING, as well as actual printing, is done in a 
completely equipped print shop right on the premises. 
Walter Q. Davis is the linotype operator in the above shot. 
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A NEW HOME—CALIFORNIA STYLE (CONTINUED) 


MMII Pee > 


ens 


THE FIRST STEP in getting an order 


pping 1s taken 


: a shipment on a conveyor lown and keeps tl 
h leads to a chute They wind up on 


AUTOMATIC CONTROLS take over when Cabrera, hav 
ng noted the destination of the package, pushes one of ten 


ittons I ich Dutton repre sents a de iveTy arca 


equipped printing department, including linotype ma 
chines and a press. Union Hardware prints all of its 
wn forms, catalogs, and promotional literature. 

A center corridor through the first floor of Building 
One leads to one of the outstanding features of the new 
quarters—a fully equipped cafeteria that will seat 600 
persons. Operation of the cafeteria is handled by an 
outside caterer on a contract basis. Each noon em- 
ployees are offered a wide variety of both hot and cold 
dishes at nominal cost. On pleasant days there is an 
outside terrace on which coulenm may eat. The cafe- 
teria is both an eating and a meeting place. At one end 
there is a raised platform; the room can be transformed 
into an auditorium merely by replacing the tables with 
rows of chairs. 

On the second floor, a huge board room and the pri- 
vate offices of Edwin H. McLaughlin, president; E. H. 
McGinnis, vice president and general manager; and other 
officers, stretch along the front of the building. The re 
mainder of the second floor is occupied by the telephone 
sales department, inventory control and the accounting 
department. 


FROM THE CHUTE packages are fed 
when an order mn to a convevor belt which slows them ers. Ed Cabrera marks down the 
1em from piling up 


roller convevor 


WEIGHING is done right on the roll- 


weight. and pushes the package along to 
a metal slat conveyor. 


TIMED FOR ACTION, the package is pushed off the slat 
conveyor to rollers by the pneumatic “pusher” correspond- 


ng in number to the button pushed by Cabrera 


The “will call department is located in Building ‘Two 
and in addition to having its own entrance is also 
equipped with a truck dock. Conveyor lines (including 
chutes) are used extensively in the three story building 
where virtually all industrial supplies are stored. In 
the rear of the building, there is a railroad siding. Verti- 

lift doors, pneumatic platforms, and fork lift trucks 
make loading and unloading a comparatively simple pro- 
cedure. 

he conveyors lead to a shipping office and dock where 
the ‘pusher’ conveyor pictured above is located. 

The remainder of Building Three is a steel warehouse 
equipped with a three cross over crane covering more 
than 100,000 sq. ft. The steel warehouse has two sidings, 
one at the rear of the building and one directly in the 
middle. The middle siding “permits complete under 
cover loading and unloading. Both the siding and a 
driveway pass through the building. 

Union Hardware is now in its 69th vear. It carries 
more than 75,000 items in stock—a $4,000,000 inventorv. 
The company has more than 500 employees and 102 
outside salesmen. 
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PARTY PLANS are discussed in Penn General Supply Co.'s, 
D. Davis and Leo Stein 
Room adequately handles 50 to 100 persons. 


Pittsburgh, recreation room by J 
hauser 


accommodates 


Homemade Hofbrau 


Employees of this Pittsburgh distributor 


transformed a half-used storeroom into 


an ideal recreation room; 


now firm 


uses it for several different purposes 


DisrrisutTors who worry about a lack 
of space in their buildings for em- 
ployee recreation, entertainment space 
for customers and suppliers, and added 
room for display might take a lesson 
from employees of the Penn General 
Supply Co., Pittsburgh. 

These employees cleaned out a 
20x30-ft. storeroom in the cellar, dec- 
orated it, built a small kitchen, and 
ended up with a first class recreation 
and dining room handling from 50 
to 100 persons. 

It all started because the employees 
who took their lunches to work had 
no place to eat except in the rest- 
rooms, at their desks, or in the ship- 
ping department. Since facilities were 
less than adequate in all of these loca- 
tions, there was a good deal of dis- 
satisfaction at lunchtime. 

Then someone thought of clearing 
out a space in the firm’s basement. 
The basement was full of compart- 
mentalized storzrooms, and one cf 
them, measuring about 20x30-ft., 
looked as though it would fit the re- 
quirements. 


When M. M. Smith, president, 


CUSTOMERS enjoy themselves at the bar. Basement room 
parties for 
employees. Product display is at other end of room. 


both business contacts and 


AMATEUR COOKS Leo Steinhauser, J. D. Davis, Al Ober, 
and Elmer Aubele, Sr., all employees, prepare for big affair 


was consulted, he offered to supply 
whatever materials and skilled labor 
necessary to renovate the room. As it 
turned out, very little material had 
to be bought, and enough talent was 
found among the employees to supply 
all the labor needed. Working in their 
spare time, employees transformed the 
room from a dusty storeroom to an 
authentic appearing rathskeller which 
has removed all noontime worries. 


Employees Did the Work 


The walls of the room were the 
limestone foundation of the building. 
The amateur workmen chipped them 
until they had a rough hewn, weather- 
beaten appearance. A narrow mantle 
was run around the four walls at head 
level and lined with empty beer bot- 
tles from all over the country for “‘at- 
mosphere”. Pictures of sporting ac- 


tivities and employee parties were 


hung under the 
mantle. 

A bar, complete with stools, was 
built across one end of the room, and 
a glass display case for small precision 
tools was hung on the opposite wall. 


closely together 
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Ihe display case is large enough to 
accommodate several of the firm’s 
lines at one time. 

A small kitchen was built next to 
the recreation room, and a serving 
window was cut between the two. 
Though it covers only a small amount 
of space, the kitchen has proved large 
enough in which to prepare food for 
all of the firm’s employees and their 
families. Tables with checkered ta- 
blecloths were placed about the rec- 
reation room to provide lunchtime and 
dinner party facilities. 

When the room was completed, it 
was found that the firm’s personnel 
had an ideal place in which employees 
could eat daily, relax, and have peri- 
odic parties with their families; in 
which customers and suppliers could 
be entertained; and in which small 
lines carried by the firm could be dis- 
played. Sales meetings are also con- 
ducted in the room. 

Mr. Smith feels that this “do it 
yourself” idea can mean something 
to many distributors. “The only thing 
you need is a dusty room and em- 
ployees with willing hands,” he says. 
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BOTTLING PLANT is typical of the plants Salesman Don 
é for Hinds & Coon Co 
s his “special of the week” air-operated call on 


Berlo calls on every dai 


} 


lemonstrat 


Here he 


grease gun, to Charles M. Cushman of Clicquot Club Co. 


MOULDING WORKS needed }-in 
with 


lelivers the 


plete ouplings, for plastics 


] } 
ong hose 


superintendent, who shows him piping it will replace 


hydraulic hose, com 
extruder. Mr 
himself to the 


of Boston 


Berlo 


maintenance orders from “E. 


O'Toole, Glacier Sand & Stone” 
small side; he’s selling service, one eye on the potential. 


VANDERBILT YACHT, new as a bright penny, was “extra 
dividend” for supply sales as result of Mr 
basin owner. 
installation he supplied; talk up deck matting to come, etc. 


Berlo’s regular 
Here he and the skipper examine 


HUGE CONVEYOR at sand and gravel plant is driven by 
two small but important V-belts sold by Mr. Berlo. Though 


are on 


There’s Big Business in “Medium Large” 


Don Berlo likes two things: variety in his work, and meeting people. He gets 


both in medium large plants in his territory—plus a fatter pocketbook. 


I'HE PLANTS Don Berto 
every day as salesman for Hinds & 
Coon Co. in Boston, Mass., are neither 
small nor large: not rich, not 
not “big business” nor “small 
ness.” They are just medium-large, 
comfortably successful plants whose 
“quality” workmanship is their chief 
asset. They are plants such as you'll 
find in anv corner of the country, and 
they have given Mr. Berlo enough 
business to set himself up in a place 
a few doors down from Easy Street. 
Mr. Berlo has to be on the ball every 
minute with these firms to hold the 
gains he has made over the vears. His 


CALLS ON 


DOOT: 
4 
Dus! 
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medium-large plants are run by inde- 
pendent-minded men who have their 
own ideas about what’s good for them, 
ind for their business. They have the 
business acumen, and their men have 
the skill, that keeps their production 
profitable. That makes it hard to sell 
them an idea or a tool; easier, how- 
ever, to keep them sold once the tool 
or idea has proved itself out. 

Mr. Berlo can’t remember just when 
he began to concentrate his efforts on 
the medium-large plant. Like many 
salesmen in his area he’d been calling 
on several of them regularly, but vis- 
ited, more often, the many hundreds 
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of small shops that dot the northeast. 
Then one day (as nearly as he can re 
member it) he got a heavy order from 
1 screw machine plant; delivered the 
tools they had asked; and was invited 
to come into the shop and “look over 
the plant.” 

That tour was an eye-opener. He 
saw two long rows of screw-machines 
going full blast, but as he walked down 
the row and started to add up the 
number of tools that were plunging 
into and through the work (maybe 74 
or thereabouts) he realized he was 
getting only a fraction of the potential 
that could be had out of that plant. 





YACHT HOSE for exhaust, sold by Mr. Berlo, runs under 


deck, must 
ind weather. Mr: 
himself, 


LAUNDRY PLANT, an old customer, expressed interest 
Here Mr. Berlo points out the 
various places where gun can be used to lubricate compressor. 
rhat 8-belt V to flat drive in foreground was a “‘Berlo sale.” 


in grease gun, last time out 


xe hardy enough to withstand inroads of water 
Berlo, a First Marine Engincer 
was able to talk to the men on their own level. 


steam 


Plants—You Getting Yours? 


Subsequent calls on other plants 
convinced him he was spending too 
much time on small accounts; was try 
ing too hard to break into the large 
plants. But the medium-large plant- 
well, it had all the advantages of the 
large plant and the small; few of their 
drawbacks. Just to convince himself, 
he jotted down those advantages: 

As with the small plant (he told 
himself) : 

a) It’s easy to keep informed on 
what they’re doing. 
It’s not hard to get into their 
shop. 
It’s small enough to tour it 
in a few minutes. 
It’s not large enough to be un- 
friendly. 
(Later he crossed out “un- 
friendly” and wrote “imper- 
sonal.”’) 


e) It’s service that will sell them 
and keep them sold. 
f) It’s run by men with open 
minds, and open ears. 
On the other half of the page he 
wrote, 
As with the large plant: 
a) They’re “up” on 
things. 
b) They're out to save dollars. 
c) They buy for “long tool life.” 
d) They’re progressive. They do 
some jobs on big late-type ma- 
chines. 
e) They have the volume. 
When he came to remember, on 
paper, the two or three disadvantages 
that might be drawbacks to selling the 
medium large plant, he found that he 
could actually turn these so called dis- 
advantages to good use. 
As an example, it would require 


technical 
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can imagine the potential 
ordered two extinguishers for plant’s smoking room 


TWILIGHT VISIT, last call of the day, finds Mr 
about to deliver air hose to the Dedham Mills 
by garnet tender to blow the stuff off the flufing machinery— 
and nine machines in the plant use the hose 


CARDING MACHINE sports several rubber “aprons” sold 
by Mr. Berlo. With 50 to 60 such machines in operation, you 


On this call, Wilham Serocki 


Berlo 


Hose is used 


more service to sell them. But he had 
only service to sell, he reasoned—and 
besides, these “services” he rendered 
frequently meant he’d have to call in 
at the shipping and receiving depart- 
ments of the plant, and from that 
point it was only one or two more 
steps to the plant floor itself, where he 
could make notes on what was being 
done in the plant, the different kinds 
of operations, the tools used, etc. 

So all in all, selling the medium 
large plant seemed a good idea. Over 
the last few years the idea has been 
proved out beyond even Mr. Berlo’s 
expectations, and with fewer head- 
aches, actually, than he’d been getting 
from the earlier type of call. 

For the salesman interested enough 
to go after it, Mr. Berlo advises, there’s 
big business in “medium large’ plants. 
And he’s got the accounts to prove it. 
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FOLLOW-UP of grain elevator plans to install conveyor of Goodyear Rubber & Asbestos Co., Portland, Ore. Rec 





from bagging to storage paid off for salesman and engineer 


Teamwork: 


What Does It Mean? 


Portland, Ore. distributing firm officials 


spell out salesman’s, technician’s parts 


in handling sales opportunities 


SELLING ABILITY and technical knowl 
edge are prime requisites in selling 
power transmission and materials han- 
dling equipment and supplies. Unfor- 
tunately, the two qualities are seldom 
encountered in a single individual. 
The Goodyear Rubber & Asbestos Co., 
Portland, Ore., overcomes this diff 
culty through the development of 
efhcient teamwork between salesmen 
and the technical staff of the firm, 
both of which are administered by 
Arthur H. Allen, sales manager and a 
qualified engineer. 

Recognizing the fact that teamwork 
is variously defined by different indi 
viduals, L. F. Childers, general man- 
ager, and Mr. Allen drafted a policy 
which “spelled out” the sort of team- 
work that would benefit sales. In es 
sence, it defines the part the salesman 
plays and the part the technical man 
plavs. With a mutual understanding 
of the functions of each, salesman and 


78 


ommendations on applications saved customer time and costs. 


wi) Wie 


LAYOUT PLANS are checked by Arthur Allen, engineer, 
and Alton Moss, salesman, to learn what will be required. 


engineer operate smoothly and with 
maximum effectiveness. 

The salesman’s part is essentially 
salesmanship. He is required to know 
enough about products and product 
applications to spot sales opportuni- 
ties. To this end, Mr. Allen provides 
instruction through sales meetings, 
clinics, interviews and observation of 
installations and demonstrations. A 
sound understanding of product appli- 
cation, Mr. Allen believes, encourages 
the salesman to discuss plans and 
problems with customers and enables 
him to present an accurate picture of 
problems and propositions to the tech- 
nical staff. 

Salesman Spots Job 

Having spotted a sales opportunity, 
the salesman is expected to concen 
trate on selling the customer the serv- 
ices which Goodyear Rubber & As- 
bestos offers—availability of products, 
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quality, technical skill in specifications, 
product applications and product se- 
lection, ‘This accomplished, the sales- 
man turns the job over to Mr. Allen. 

I'ypical of the way cooperation 
works at Goodyear Rubber & Asbes- 
tos Co. is a sale of conveyor equipment 
and supplies made recently to the 
Quaker Oats Co. feed mill in Portland. 
During one of his regular calls at the 
mill, Salesman Alton M. Moss learned 
of plans to mechanize the moving of 
feed bags from the filling stations to 
the storage rooms. 

Mr. Moss secured an interview with 
James Clark, mill superintendent, and 
told his company’s story. He pointed 
out how considerable time, expense 
and trouble could be saved by the mill 
through availing itself of Goodyear 
Rubber & Asbestos’ services. These, 
he explained, included technical assist- 
ance in selecting the right products 
for the job, installation problems and 





BELTING STOCK is inspected by Messrs. Moss and Allen 


to determine best type and grade for the coming job 


MAIN BELT with tripper to halt feeder line and preve 
Clark. 


piling is studied by Mr. Allen and Mr 
gaining maximum efficiency. He also 
elaborated on the lines carried, the 
manufacturers represented, the stocks 
that immediately available and 
the responsibility of the firm. 

As a result, Mr. Moss was invited 
to bring along Mr. Allen for consulta 
tion on the proposed conveyor system. 
Mr. Allen learned that the system was 
being installed by the feed mill crew 
and designed bv the customers’ own 
engineers. His job was to act in an 
advisory capacity because of his knowl- 
edge of products, applications and 
familiarity with local conditions. 

Mr. Allen learned that the conveyor 
system was to replace a number of bag 
movements. When feed was placed 
in a bag, it was carried to scales about 
10 ft. distant. From the scales it went 
to sewing machines which closed the 
bag, another 10 ft. From the sewing 
machines the bags were transported 
to the distributing room, a distance of 


were 


80 ft. The transportation was by hand 
up to the sewing machines and then 
by hand trucks to the distributing 
room. 

Ihe conveyor system from feed to 
sewing machines was a relatively sim- 
ple installation as it was above the 


floor. However, the transportation 
from there to the distributing room 
involved some problems. In the first 
place, the plant officials wanted a con- 
vevor belt flush with the floor to per- 
mit lift trucks and employees to pass 
over it when it was not in use. At a 
certain point, the conveyor belt had 
to pass over storage space, requiring a 
lift and chute arrangement. 
Engineer’s Role 

Mr. Allen made suggestions as to 
the tvpe of belt, transmission set-ups 
and the products to be used. After 
the plans were drafted, they were 
turned over to him for checking. This 
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INSTALLATION complcte, Mr. Allen is shown the opera- 
tion of feeder leg by James Clark of Quaker Oats Co. 


POWER source hung on elevated portion of main belt 
which drops bags into chute is checked by Mr, Allen. 


called for an inspection of the build- 
ing to see if any structural features 
would interfere with the installation. 
In addition, Mr. Allen checked loads, 
power and other specifications. 

The plans called for two transverse 
conveyors to carry the bags from the 
filling stations through the sewing ma- 
chines. For efficiency, these convey- 
ors operate at about one foot above 
the floor requiring the minimum of 
stooping by operators of the loading 
and sewing machines. 

The transverse belts fed the sacks 
to the main belt which ran flush with 
the floor. The main belt was con- 
nected to a second belt running in the 
same direction but rising 12 feet to 
another horizontal belt. This was nec- 
essary to make possible the use of 
valuable storage space. 

The climbing belt deposited the 
bags on another horizontal belt which 

(Continued on page 154) 
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YEAR-END REPORTS are studied and plans made for profit sharing with employees 


of Pye-Barker Supply Co., Atlanta, by John C. Pye, president and general manager, 


and Ben S. Barker, Jr., vice president and sales manager 








How Pye-Barker Shares Profits 


To snare. prorits with its salaried employees, management at Pye-Barker 
Supply Co., Atlanta, sets aside 20 percent of the company’s profits at 
the end of each fiscal year. The percentage is taken after a reasonable 
illowance has becn made for interest on investment, and is calculated 
on profits before taxes 

The profits thus set aside are divided among employees who are not 
paid on a commission on this basis: four-fifths of the amount is divided 
on the basis of each individual’s earnings, and one-fifth on an individual 
length of service basis 

From the four-fifths to be divided on an earnings basis, all salaried 
employees receive a flat, uniform percentage of their annual earnings. 
This amount is denendent upon the total earnings paid to all employees 
as salaries, and the amount of profits available for division. 

I'he remaining one-fifth is divided among those employees who have 
at least one full year of service. For profit sharing purposes, these 
employees are divided into service groups. 

Group Emplovees with one but less than five years of service. 
Employees with five but less than 10 vears of service. 
Employees with 10 or more years of service. 


Group 


l 


Group 

Half of the profits to be divided on a length of service basis goes in 
equal sums to those employees in Group 3. 

One-third of the profits to be divided on a length of service basis goes 
in equal sums to those employees in Group 2 

One-sixth of the profits to be divided on a length of service basis goes 
in equal sums to those employees in Group 1 

Termination of employment during a fiscal year cancels an individual's 
participation rights for that year completely. 
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Profit Sharing 


Plan at Pye-Barker Supply Co.. 
now in fifth year, gives employees 
a real stake in future of com- 
pany; results: sales are up, mor- 


ale is high 


A DOUBLE BARRELED stock-purchasing 
—profit-sharing plan for employees of 
Pye-Barker Supply Co., Atlanta, has 
resulted in a steady increase over the 
past five years in sales, employee 
morale and interest, and individual 
employee effort. 

Object of the plan, inaugurated in 
July of 1946, was to allow all salaried 
employees to share in the growth and 
profits of the business, and to provide 
an incentive for each to have a per- 
sonal interest in the affairs of the 
company. 

How well the original objective has 
been attained is obvious from the 
company’s operations today. Volume 
of sales has more than doubled since 
the plan was put into effect. Much 
of this can be attributed to normal 
growth, but a good portion is traced 
to increased employee interest and 
stimulated effort. 

Employees feel, and are, a part of 
the business. They realize their im- 
portance to the firm, and have a good, 
financial reason to feel that the firm’s 
success is their success. 


Stock Sold To Employees 


The first half of the plan was put 
into effect in 1946, when the partner- 
ship of John C. Pye and Ben S. Barker 
was dissolved, and the business incor- 
porated. At this time, each employee 
with five or more years of service was 
given the opportunity to purchase a 
limited amount of stock in the new 
corporation. There was a 100 per- 
cent participation by eligible em- 
ployees. 

This part of the plan made most 
employees part owners in the busi- 
ness. This alone was enough to create 
a “working for yourself” atmosphere 
among the employees, with a notice- 
able increase in overall effort. 

The next phase of the plan was 
a yearly setting aside of a percentage 
of profits before taxes or dividends 
to be distributed to all salaried em- 
ployees. The formula for this division 
was based on length of service and 
annual salary, with emphasis on salary. 

The management excluded com- 
mission salesmen from the profit shar- 





Puts Employees and Management on Same Team 


ing plan because it was felt they were 
already participating in company prof- 
its, based on the volume of business 
they produced individually. 

The plan applies to both the Pye- 
Barker Supply Co. and the Pye-Barker 
Welding Supply Co. 

In announcing the plan, manage- 
ment said: “We hope this will be an 
incentive to each of you to contribute 
to the companies’ profits to the best 
of your ability in whatever capacity 
you are serving, particularly in your 
cooperation with other company em- 
ployees. Cooperative teamwork will 
produce more profit for the sy eI 
and you than any other single factor, 
regardless of your individual effort.” 

Originally, distribution of profits 
was made on a quarterly basis. Early 
in 1950, distribution was changed to 
an annual basis because of the clerical 
and auditing work involved. 

The profit sharing plan is not con- 
sidered as a part of regular compensa- 
tion. The management has main- 
tained the position of paying wages 
and salaries, to the extent of its ability, 
at standard levels or above. 

Many profit sharing and bonus 
plans were carefully studied before 
the Pye-Barker plan was formulated. 
The management felt that such plans 
have been equally effective in small 
as well as in large companies, and 
that they are not necessarily confined 
to any particular industry. 

Mr. Pye and Mr. Barker believed 


that, for management, the plan pro- 
vided a means of sharing overall busi- 
ness success with employees, each in 
accordance with responsibilities and 
effort. They believed that such plans 
further provided a means of balancing 
worker income with higher cost of 
living during periods of abnormal 
prosperity without permanently dis- 
torting base pay rates. 

The management, in drawing up a 
profit sharing plan, was concerned 
with the problem of what to do dur- 
ing a business recession when profits 
fade fast and the year end statement 
shows a loss. 


Employees Understand Plan 


Mr. Pye and Mr. Barker decided 
that if the employees were to fully 
understand the ptinciples of profit 
sharing, and realize that such pay- 
ments are subject to wide fluctuations, 
due to general business conditions, 
there would be no difficulties in this 
respect. 

After studying a variety of such 
plans, Pye-Barker’s management de- 
cided on it’s present formula as the 
one best suited to both management 
and employees. During the ten years 
the company was operated as a part- 
nership, most of the profits were re- 
tained in the business. Much the 
same procedure is now being followed, 
“for further development and expan- 
sion, in order that we may provide 
better and more secure jobs for each 


of the employees who earns and de- 
serves such progress.” Yet enough of 
the profits are being allocated to em- 
ployees to provide the spark of extra 
energy necessary to progressive busi- 
ness operations. 

Pye-Barker’s experience has been 
that all employees, especially the key 
personnel, are mindful that any profit 
they can add to the company, either 
in has operating costs or additional 
sales, directly benefits them and their 
associates. 

Office employees are conscious of 
the fact that if they can help secure 
an order for a salesman, or give as- 
sistance in his sales efforts, they are 
adding their share to the success of 
the business. They push salesmen to 
keep on the job and close orders. 
They are on the lookout for leads 
to sales and new business. 

According to Pye-Barker’s manage- 
ment, the entire staff of employees 
has become more than just sales con- 
scious. A greater realization of the 
economic functions of an industrial 
supplier has been acquired, with em- 
phasis on service to customers. 

Highlight of the profit sharing plan 
comes just before the Christmas Poli. 
days, when profits are distributed at 
an annual dinner meeting. The fiscal 
year closes Nov. 30, and a report on 
the year’s operations is made at the 
meeting. It’s then that the worth 
of each employee’s contribution dur- 
ing the year is brought home to him. 





Controls? They're Going to Affect You 


Do you want all the information about controls that 
there is to be had from Washington without going 
through a mass of detail to get it? 

It’s yours for the reading. It’s there every month, start- 
ing on Page 7 of Inpusrr1AL DistRIBuTION. 

Not everything that is cooked up in Washington is of 
importance to industrial distributors. In fact, the impact 
of Defense Orders has hardly been felt by the industry 
in actual operations. Yet, things are happening in the city 
on the Potomac that give a foretaste of things to come. 

From their intimate knowledge of distributors’ prob- 
lems and operations, Inpusrriat Disrripution’s editors 
can sort the wheat from the chaff and present briefly, 
concisely and accurately what those regulations, orders, 
interpretations, etc., mean. Those that mean something 
to you, as an industrial distributor or as an industrial sup- 
ply salesman, are selected and interpreted in language that 


you can understand, leaving out the legal gobble-de-gook 
of the actual orders. 

The service Inpusrriat Distrrisution is giving is 
merely carrying on the tradition. In World War I and 
in World War II, the editors visited Washington, went 
iround asking questions, listened and_ reported. The 
industry responded: 

“Most essential. We would be willing to pay for the 
information.” 

“It’s informative, and extremely valuable.” 

“Tt is vitally important to us.” 

“We simply can’t do without it.” 

Yes, so far the greates: impact the defense program has 
had upon the distributor is increased business from civil- 
ian producers who are striving to keep up with stepped-up 
demand. But, from now on, it will pay to keep up with 
Washington. 
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1. TREAD TROUBLE summons Wes Fillmore, Barker 
Chadsey Co., Providence, salesman, to Imperial Knife Co 
Gene Salmonese and James Del Nero explain how tread rots 
knife handles. Suspecting what’s wrong. . . 


3. SO BACK TO THE P.A. Louis Fazzano, seated in center, 
to explain why the wheel’s n. g. for the particular job, and 
to suggest use of a flat-faced wheel instead. “Want to try a 


test wheel?” They bought the idea, and the wheel 


2. AT MACHINE ITSELF, Salesman Fillmore watches 
operator finish down several knife handles. For a while 
nothing happened, then the operator moved the handle close 
to the edge of the contact wheel and zing—another reject . . . 


NEED MORE VOLUME? 
GET ORGANIZE 


Here’s one “specialist” who doesn’t spe- 





cialize, not in the usual sense; read how 
Wes Fillmore gets volume sales with an 


unusually simple technique 





Here’s Wes Fillmore’s “Selling Plan” For Abrasives 


I. Three main advantages to belts over other methods: 
A. Cut faster—faster they’re run, better the perform- 
ance. 
B. Run cooler—can be run wet, last longer, etc. 
C. Cushion grind—adds to variety of jobs done (con- 
tact wheel behind also increases adaptability). 
1. Belts cut faster because: 
a. Give longer footage (cutting surface) 
b. Belt not driven but carried over wheels 


Three things to emphasize in outlining sales presenta- 

tion. 
A Right belt for job 

1. Dimensions 
Grit. (For others see Point Five) 

B. Right density contact wheel (compressed canvas or 

rubber) 
C. Speed at which belt is run. 


. What do I need to know about abrasives: 
A. Three natural, two mfd. (How latter two differ) 
B. Info about backings? Closed coat vs. open coat re: 
hard, soft materials 
1. Kinds? 
2. Colors? (Memorize 5 colors, 5 abrasives) 
}. Principal uses for each. Examples like: 


Finishing wood (garnet’s good) 

Cutting hard metal (alum. oxide most often used) 
Leather working (silicon carbide, for clean cut- 
ting etc.) 

4. Polishing (emery good choice) 

(Note: Discourage customers “broken unit” Jot 
orders. Tell ’em three reasons why.) 


] 


’. How to grind different materials—problems encountered 
on, Say: 
\. Wood D. Jewelry 
B. Metals E. Screw Mach. products 
C. Plastics F. Rubber, etc. 


’. How to fill an order; seven essentials— 
A. Kind of goods D. Coating 
B. Type of abrasive E. Size grit 
C. Backing F. Character of work 
G. Flexibility desired 


‘I. Tie-in and repeat sales available 
A. Don’t stop at belt sales, sell machines. More ma 
chines in use more abrasives consumed. Sell con 
tact wheels, etc. 
. Sell safety items for workers 
. Sell sanitation 
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4. AT JEWELRY MAKER’S, belt problem was traced to 
inadequate width. Salesman Fillmore recommends replace- 
ment with wider belt of finger grit. But Herbert Widdman, 
purchasing agent at Ambrust Chain, hesitates on “okay” . . 


Wes Fit_more used to think that “specialization” was 
something for the experts. He thought the whole thing 
was too much like putting all your eggs in one sales 
basket. ‘Today Mr. Fillmore, salesman for Barker Chadsey 
Co., Providence, knows better; and he learned the best 
way you can learn, by doing it himself. 

Mr. Fillmore’s “specialization” isn’t really specializa- 
tion at all, it’s just organized selling. 

Suppose the product Mr. Fillmore has chosen is abra- 
sives. (He has, in fact, become quite expert in them). 
Now to many salesmen, abrasives is just another way to 
say “sandpaper.” That might have been true at one time, 
but abrasives have come up in the world. Mr. Fillmore 
knows that and sells his abrasives to do jobs he thinks 
can’t be done better, faster, cheaper by other tools, 


“What it Takes” 


For second choice, Mr. Fillmore did a concentrated 
material-gathering job on “electric tools.” The two prod- 
ucts now gave him a ‘tremendous potential, and would 
permit a change of pace in his selling, something many 
salesmen overlook. 

Then Mr. Fillmore sat down with pad and pencil to 
outline “what it takes” to sell abrasives and/or electric 
tools. What he came up with for abrasives, his selling 
plan, appears in the box at the left. 

Ten minutes after Mr. Fillmore had outlined a tech- 
nique, however, he realized he had a big problem: He 
knew too little about the product itself. How to get that 
know-how? 

And then, into Barker Chadsey one day, walked the 
soluticn that had always been there—the manufacturer's 
man. 

Several weeks later Mr. Fillmore was on his way for 
a week’s visit to the factory’s “‘salesman’s clinic.”” That 
was back in 1948, and what he learned in that week he 
lost no time putting to work among his customers. He 
has just completed another week at the factory, and this 
time learned that sanding techniques have changed con- 
siderably over the last three years. New products and 
machinery have been developed; new sales fields and new 
applications have opened up. 

So when one of his customers called him in, several 
weeks ago, Mr. Fillmore knew something substantial 
ibout the new rubber contact wheel that was giving them 


5. FACTORY HEAD’S CALLED for advice. August F. 
Kraemer listens, nods, smiles, agrees. New belt is 3-in. wide; 
old was 14-in. New has resin bond; old had glue bond. New 
belt withstands greater heat developed in grinding jewelry. 


trouble. It was a diamond-face-pattern tread, a fine, 
workmanlike job but a wheel that never should have been 
specified for the particular work the Imperial Knife Co. 
had in production. They were grinding the contour on 
knife handles, and this serrated edge prevented working 
the handle right to the edge of the Belt because the tread 
would sometimes catch the work and dig a neat furrow 
into it. 

The solution was easy; a smooth-faced wheel of the 
tight density would overcome the tread problem, permit 
the worker to operate to the very edge of the wheel and 
belt. Mr. Fillmore offered to supply a test wheel that 
afternoon and promised it would do the trick. It did. 

Mr. Fillmore has several unusual practices, in taking 
orders, that may be useful to other salesmen as well. 
Because he doesn’t trust his memory too much, when he 
finishes his morning calls he’ll sit in his car going over 
the notes is his 3” by 5” pocket pad and start writing up 
orders on a Barker Chadsey order form. If he’s in the 
neighborhood, he stops into Barker Chadsey with the 
orders before he goes out again that afternoon; if not, 
and if the items are not “emergency,.’ he'll turn in the 
orders when he calls back at the end of the day. 
“Specialization” Ideas 

As to phone orders, he has worked out a system with 
the inside man that puts him a little ahead too, and 
settles problems like what’s to be done when the cus- 
tomer orders a belt, but forgets to say what grit he wants. 
All orders, Mr. Fillmore contends, must be edited to pre- 
vent errors. 

Mr. Fillmore has definite ideas on what can be gained 
by his kind of specialization. To quote him verbatim: 

“A salesman ought to specialize in two or three good 
lines—know as much as he can about them, yet still 
escape putting everything he owns, or thinks, into them. 
Look what you gain by it: That knowledge gets you in; 
it keeps the door open for the sale of standard industrial 
supply items and the know-how in these two or three 
products tends to create confidence in your customer that 
you're equally able on all the others you sell him. He'll 
leave it up to you to find him the right tool for the job. 

“But there’s only one way to prove these things—do 
what I did. Go through the routine yourself; you won’t 
learn it, effectively, in any other way.” 
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PROBLEM SOLVING SESSION is held weekly by sales 


men and management of Fred K. Blanchard, Inc., Troy, 


N. Y. Group includes G. P. Bennett, vice president, and 
Salesmen Alex Guenctte, Neal Callagan, Joe Schmidt. 


Make Meetings Solve Salesmen'’s Problems 


This distributor follows his weekly general sales meetings with individual 


conferences between management and salesmen to solve salesmen’s problems 





INFORMAL WEEKLY GROUP MEETINGS, plus conferences 
between individual salesmen and management, accom 
plish two important purposes at the Troy, N. Y., indus 
trial supply firm of Fred K. Blanchard, Inc.: 

1. Management and salesmen are kept posted on each 
other’s current thinking on the firm’s operations 
Salesmen have a chance to talk over the selling 
problems in their territories and can enlist man 
igement’s help in solving problems as they occur. 

“We don’t have stuffy, formal sales meetings,” says 
Henry W. Hudson, president. “We encourage the sales 
men to speak up during the meetings, to interrupt me o 
other salesmen if they have something to contribute 
We find that this relaxed atmosphere is pretty helpful in 
making our sales meetings more productive.” 

Fred K. Blanchard, Inc., has five general line outside 
salesmen and one full time abrasive engineer. All six go to 
the firm’s offices each Friday afternoon around 3 o'clock 
and stay until 5, going over their accounts. 

During the week, the salesmen make notes of ques- 
tions to be checked into before the Friday meetings 
I'hev also utilize these two hours to check on orders 


5 


placed by customers from their territories by mail ot 
telephone 

At 5 o'clock, there is a general sales meeting, pre 
sided over by Mr. Hudson or G. P. Bennett, vice 
president and treasurer. The meeting is also attended by 
the purchasing agent, R. J. Lavoie, who answers sales- 
men’s questions concerning his department. 

These general meetings follow one of two patterns. 
Once every three or four weeks, Mr. Hudson and Mr. 
Bennett arrange for a supplier’s representative to be pres 
ent. ‘The factory man is allotted an hour to discuss his 
product and answer questions. Then he is excused, and 
the discussion turns to general company business. 

Management makes it a practice to have suppliers’ men 
no oftener than every third meeting. Mr. Hudson has 
found that there is a limit to the amount of product 
information that can be completely grasped in one 
meeting, or in a series of meetings. A tri-weekly appear- 
ince by a factory man has proven to be the best schedule. 

At the majority of meetings, when there is no factory 
man present, the group immediately starts the discus 
sion of company affairs. Product changes, changes in 
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SALESMEN come into company offices Friday afternoons 
to go over accounts before start of general meeting. These 
three salesmen are Frank Miller, Joe Schmidt, Neal Callagan. 


\Q\MQLUUU 


INDIVIDUAL CONFERENCES between management 
and salesmen follow group meeting Salesman Harold 
McNeal talks with H. H. Hudson, president 


prices, new lines or dropped lines, items to be pushed, 
sales campaigns, and meeting competition are typical 
points discussed during the meeting. 

[his informal discussion period also enables each sales 
man to profit from the collective experience of his fellow 
salesmen as they talk about different selling situations. 
Everyone is free to intersperce any comment that he 
thinks will be helpful. 

After the group meeting, each salesman talks with Mr. 
Hudson individually. The firm’s president keeps a 
folder in his desk for every salesman, and during the week 
files away topics to be talked about with each man after 
the meeting. These include such things as sizeable orders 
neld in the suspense file, quotations for customers, leads 
to sales and policy questions. 

Each salesman is encouraged in these interviews to 
bring up any problem or question that has been troubling 
him. By discussing the questions, and taking or suggesting 
some line of action, Mr. Hudson feels management is 
helping to dispose of most selling problems as soon as 
they arise. Nothing is held over or left unanswered. 

Management feels many problems that bother salesmen 


OLDEST SALESMAN (81), and also most productive, is 
D. P. Quinn, shown checking mail orders from customers. 
He has sold industrial supplies for 40 years. 


ADVICE AND INFGRMATION is available to salesmen 
before and after meetings from G. P. Bennett, vice presi- 
dent and treasurer of supply firm. 


can be traced to inadequate product knowledge. Mr. 
Hudson and Mr. Bennett have taken definite steps to 
see that their salesmen know as much as possible about 
the lines and products that the firm handles. 

All of the Blanchard outside men were once inside 
salesmen. To keep alive the familiarity with the firm’s 
products that the salesmen developed when they were 
working on the inside, the management brings them 
in to work as inside men from two days to a week twice 
1 year. These periods of inside work are based on no 
definite schedule—just as time will allow. 

Along this same line, the firm’s outside salesmen take 
the regular year end inventory. The salesmen also take 
inventory on special lines that must be inventoried twice 
a year or oftener. 

After each inventory is taken, the management fur- 
nishes each salesman with a copy of a stock list of all 
items carried by the company, together with the number 
of each item in stock. Although the inventory list loses 
some of its timeliness, the management feels that it 
serves as a concrete reminder of what the company stocks 
and the size of inventory in each line. 
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BUILT-IN EFFICIENCY FEATURES NEW HOME OF BEALS, McCARTHY & ROGERS IN BUFFALO, N. Y., BECAUSE .. . 


New Building Is Tailored Stockroom 


Buffalo, N. Y. firm fits strue- 


ture around industrial supply 


functions for greater effi- 


ciency—planning of location, 


specifications bring results 


Brats, McCarruy & Rocers, Buffalo, 
N. Y., distributors of industrial sup 
plies and steel, celebrate their 125th 
anniversary this year in a specially de- 
signed modern 115,000-sq. ft. plant. 
Ihe firm left its old Terrace building 
in downtown Buffalo last September 
— after 115 years occupancy. The old 
” ee nears building will be torn down to make 
NO DELAYS HERE at spacious loading docks where lift truck on rotary lift way for the New York State Terrace 
hvdraulic Levadock facilitates stock movement into and out of the new building Tracks Relocation Project. : 
rhe new plant integrates the firm’s 
operations since it is located on the 
same parcel as the steel warehouse 
built in 1925. The parcel is an entire 
city block in which 43,000-sq. ft. of 
parking space are provided. 

In planning the new building, the 
chief objective was increased efficiency 
for all functions—warehousing, sell- 
ing, inventory, purchasing, order-fill- 
ing. The features of the building in- 
dicate how well these objectives were 
realized; 

1. Its location provides the terri- 
tory with a convenient, centralized 
source for both industrial supplies and 
steel. 

2. The structure is modern and 
provides 115,000 sq. ft. of efficient 
operating quarters. With the excep- 
tion of the truck area and fire tower, 

; it contains no windows, considerable 
SEVEN LOADING DOCKS prevent congestion in shipping and receiving channels amount of glass block having been 
The free flow of traffic through 43,000 sq. ft. of parking area speeds up orders. used. This reduces housekeeping costs 
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DISPLAY AREA is 2,000-sq. ft., ample for effective presen AIR-CONDITIONED offices, efficiently lighted, enhance 


tation of tools and equipment and service. smooth and accurate performance of paperwork 


For Industry 


ind improves the efficiency of the 
air-conditioning used in the display 
area, counter, offices, meeting room 
and cafeteria. 

3. The large parking area speeds up 
pick-ups and facilitates maneuvering 
of trucks. 

4. Loading docks within the build 
ing make ideal conditions for truckers 
and prevent congestion. 

5. Building design permits use of 
up-to-date materials handling equip- 
ment speeding up distribution of 
goods and order-filling. The company 
is now handling a larger volume of 
goods than before and with the same 
staff 

6. Modern adjustable-type _ steel 
shelving permits orderly and flexible 
arrangement of stock with related 
items grouped for rapid and accurate 
distribution and_ order-filling. The 
shelving also permits placing of cased 
supplies directly on shelf, opening 
front of case only to facilitate removal 
of units. Shelves are seven and a half 
feet high 

7. Display space is ample enough 
for effective presentation of tools and 
equipment, efficient counter service. 

8. Air - conditioned. fluorescent 
lighted office areas (25,000 sq. ft.) 
enhance smooth and accurate per- 
formance of inventory, selling and 
purchasing functions. 

9. Separate meeting room accom 
modates 50 persons. It can be thrown 
open into cafeteria to accommodate 
150. Privacy for meetings is assured, 
stimulating treining, interest ind con - aes 
centration. Equipment includes sound ' + be —_ ‘ 
movie and slide projector, built-in : . ¥ a 
blackboard, screen. Cafeteria is ‘ 
equipped with larger screen for larger CHUTES, conveyors, hoists, overhead rail, fork lift trucks, pallets, skids now enable 
meetings. Beals, McCarthy & Rogers to handle a greater volume without additional manpower. 


ADJUSTABLE-TYPE shelving permits orderly and flexible arrangement of stock 
with related products grouped for easy distribution and filling of orders 


= 
am 
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Distributors Say... 


**All industrial supply distributors should send 


out reprints of your November article, ‘Distribu- 


tion in Today’s Economy’.’ 


your reprints ? 


INDUSTRIAL DISTRIBYTORS in all sections of the country 
—north, east, south and west—have joined in a move- 
ment to let the world know that the distributor plays a 
key role in today’s war economy. They're participating 
by circulating reprints of INpusrrtaL DisrriBuTIoNn’s 
November article, “Distribution in Today’s Economy.” 

That there is a need for widespread circulation of the 
fact that the distributor is an indispensable ally in pre- 
venting waste in time, materials and manpower is evi- 
dent in the comments of readers. And, if more evidence 


Have you sent for 


expectations. 


more copies. 


is needed, it can be found in the very fact that thou 
sands of reprints have been ordered by distributors. 


INDUSTRIAL DISTRIBUTION 


from 
have 


Here are a few comments 
your fellow distributors who 
ordered reprints: 


Indianapolis, Ind. 
Thank you very much for the fine 
job that you have done in your No 
vember issue in describing “Distribu- 
tion in Today’s Economy” and thank 
you for making reprints of this six- 
teen-page report available. 
J. H. Ruddell, President 
Central Rubber & Supply Co. 


* * * 


Duluth, Minn. 
I hasten to congratulate you on 
the outstanding articles covered by the 
subject “Distribution in Today's 
Economy” that appeared in the No 
vember issue of INpustriAL Distripu 
TION 
It is most interesting and certainly 
covers a lot of ground 
Robert S. Mars, President 
W. P. & R. S. Mars Co. 


* * * 


Fort Wavne, Ind. 
I am certain that every distributor 
of industrial supplies and equipment 
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antieipated 


receiving a 


appreciates your efforts in preparing 
and publishing this excellent and 
timely article. 
E. J. Trier, Vice Pres. & Mer. 
Fort Wayne Pipe & Supply Co. 


* #* +. 


Atlanta, Ga. 
Thank you for the very fine article 
in your November issue entitled, “Dis 
tribution in Today’s Economy”. 
The writer agrees with vou that 
there are very few people who know 
what an industrial distributor really 
is—or who ever heard of an industrial 
distributor. 
B. S. Barker 
Pye-Barker Supply Company 


* * * 


Pittsburgh, Penn. 

We would like to register our ap 
preciation for the article in the No 
vember issue of INpustrIAt. Distripu 
TION entitled “Distribution in Todav’s 
Fconomvy”. 

We have ordered and have received 
additional copies which we hope to 
distribute in the proper places 

T. H. Hubbard, Vice President 

Harris Pump and Supply Company 


| c— 
| | 

| 
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| | DISTRIBUTION 
In Today’s Economy 


our national defense machinery swings 
liom. American industry stands 

with the industrial distributor os an indie 

Pensable ally in preventing waste in 


> Time 
> Manpower 


> Materials 


great many orders but the number even exceeded our 
In fact, we received so many orders we 
were forced to order a second printing. As a result, we 
again have reprints available. If you haven’t sent for 
yours yet, don’t delay. Do it today. The cost? It’s so 
low it scarcely covers the cost of handling reprints. It 
is only 10 cents per copy. Because of the extremely low 
charge, we are forced to accept only orders for 25 or 


Send your order to: 


Editors, InpustriaL DisrrRiBUTION 
330 West 42nd Street 
New York 18, New York 


Indianapolis, Ind. 

Please send us 25 copies of “Dis- 
tribution in Today’s Economy”, for 
distribution to our Senators, House 
Representatives and officials of indus- 
trial plants. 

I read the article with a great deal 
of interest and congratulate you upon 
its excellence as the most complete 
and exact presentation of the indus- 
trial distributors functions which I 
have ever read. 

FE. G. Vonnegut, Sec. 
Vonnegut Hardware Co. 


Richmond, Ind. 

We appreciate very much your 
making these reprints available to we 
distributors for use as a_ publicity 
agent for our business. We feel that 
all industrial supply distributors 
should take advantage of this. We 
intend to send our reprints to the 
executives of several of our more im- 
portant industrial accounts and to 
various Senators and Representatives 
Loren W. Moss, Manager 

Miller Bros. Hardware Co. 








What's good grooming 
for a golf shaft? 


eee Q bral [ Prior to plating, golf shafts must be perfectly 


clean, free of heat-treat discoloration and surface imperfections. In cleaning 
and finishing, the problem was to get into the corners of the tapered True 
Temper “step-down” and to do the job in one pass at high speed. 

The problem was solved with a five-station, in-line automatic machine 
equipped with Osborn Fascutg Brushes. This automatic brushing gives the 
shafts a smooth, uniform finish over the entire surface . . . and it has increased 
output 20% over the former method. 

Perhaps new ‘Osborn brushes and brushing techniques can improve your 
products and step up your productivity. An Osborn Brushing Analyst will 
gladly survey your operations. Write today for an OBA! The Osborn 
Manufacturing Company, Dept. 409, 5401 Hamilton Ave., Cleveland 14, Obio. 








LOOK FOR THE NAME OSBORN...RECOGNIZED EVERYWHERE 
FOR QUALITY WORKMANSHIP AND MATERIALS 


Osborn Brushes 
step up 
finishing output 


20% 


The problem here was to remove 
heat-treat discoloration and surface 
imperfections from golf shafts prior 
to plating. Due to the tapered True 
Temper “step-down” design of the 
shaft, it was difficult to get into the 
“step-down” corners with the former 
method. Two or three passes were 
required for thorough cleaning. 


Now, with the five-station machine 
shown above, Osborn Fascutg® Brushes, 
with compound, finish the shafts in one 
pass, netting a 20% increase in output, 
Uniform quality of finish over the entiré 
surface is duplicated accurately from 
piece to piece due to the ability of the 
Fascut Brushes to blénd with the exact 
contour of the golf shaft. 


Brushes run at 900 rpm. Output of the 
machine is 1500 shafts per 8 hours or 
about 10 feet of shaft per minute. 


If your production problem 
involves finishing or cleaning of 
parts, an Osborn Brushing Analysis 
most likely will demonstrate how 
this work can be done more effi- 
ciently . . . at less cost with new, 
improved power brushing tech- 
niques. Call or write Osborn for 
this service. There is no obligation. 











U. S. TOTALS 


November 1950 
Compared with 
October 1950 








-3% 





November 1950 
Compared with 
November 1949 


+99% 





Compitep By INpustriAL DistRipuTIONn 


First 11 Mos. 1950 
Compared with 
First 11 Mos, 1949 


+2 3% 








Supply Sales Trends 


Final Figures For November, 1950 





November 1950 
Compared with 
October 1950 


November 1950 
Compared with 
November 1949 


First 11 Mos. 1950 
Compared with 
First 11 Mos. 1949 











NEW ENGLAND 


Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 
Vermont 


MIDDLE ATLANTIC 


New Jersey 
New York 
Pennsylvania 


SOUTH 


Delaware 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 

West Virginia 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


-3% 


—l% 





+62% 


+08% 


+4, 6% 


69% 








+31% 


+19% 


+21% | 


+2 6% 
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for the battle 
of production! 





READY! 


OSTER “RAPIDUCTION JR’ LINE 
of Pipe and Bolt Threading Machines 










A gigantic battle of production is looming men and machines are vital factors. In this 
\ f up. The huge job of re-arming the U.S.A. battle of production, a mountain of pipe, 
( \ | Fi J is long overdue. Top speed and efficiency of bolts, rods, studs, and similar items must be 


fabricated for a multitude of uses. 


Help Meet the Need for Speed! 


First—Inform yourself NOW on the advanced 
features of the NEW line of Oster ’’RAPIDUCTION 
Jr. Threading Machines. Send for two illus- ij 
trated bulletins—one explains Nos. 782 and 
782-R pipe machines; the other bulletin 
explains Nos. 781-A and 782-A BOLT machines. 
These four “RAPIDUCTION JR.’ machines, each 
designed for specific job conditions, make it 
easy to match the best machine to individual 
requirements. 


Second: Sell ‘‘RAPIDUCTION JR.” machines to 
your contractor and industrial customers who 
must produce accurate threads at high speed 
in reasonably large volume. 


Fit the Machine to the Job 


No. 782 “RAPIDUCTION Jr.” (illustrated) is 
equipped with STATIONARY, quick-change die- 
heads for threading STRAIGHT pipe. No. 782-R 
“"RAPIDUCTION JR.” is equipped with REVOLVING 
die-heads and open type vise for threading 
BENT as well as straight pipe. Nos. 781-A 
and 782-A “RAPIDUCTION JR.’ machines are 
equipped with SEMI-AUTOMATIC, REVOLVING die- 
heads for high speed threading of bolts and 
rods. (Special insert jaws can be supplied for 
holding close nipples, polished pipe, studs, etc.) 


SOT, LE SRE eT 


Send for New 
“RAPIDUCTION JR.” Bulletins! 
These bulletins give the facts you need to 
know to properly explain the outstanding and 
EXCLUSIVE features of these machines to your 





customers. Make no mistake about it—Oster’s 
n a 

RANGE OF OSTER “RAPIDUCTION JR.” MACHINES sue tins oh" uneniaiadins sa” cain, tie 
PIPE MACHINES-—No. 782 (illustrated) and No. BOLT MACHINES -—Nos. 78!-A and 782-A have “custom-built” advantages at no more cost 
782-R have same standard range of '/4” to 2” same standard bolt range of '/,” to |'/2”. Pipe than less efficient machines on the market 
i t \/_” pipe; bolt 4" to 1/2”. or nippi je of 781-A is "to 14”; No. A é f de 
a ee ae 782-A fs Sn'tor”. ¥ ” They fit right into this battle for production! 

THE OSTER MANUFACTURING CO. 

2041 East 61st Street * Cleveland 3, Ohio 

% 





FIRST WITH THE BEST IN THREADING MACHINES SINCE 1893! 
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SALES TRENDS (Continued ) 





November 1950 
Compared with 
October 1950 


November 1950 
Compared with 
November 1949 


First 11 Mos. 1950 
Compared with 
‘irst 11 Mos. 1949 








EAST SOUTH CENTRAL 


Alabama 
Kentucky 
Mississippi 
Tennessee 


WEST 


Arizona 
Colorado 
Idaho 
Iowa 
Kansas 
Minnesota 


Nebraska 
Nevada 

New Mexico 
North Dakota 
South Dakota 
Utah 
Missouri Wyoming 
Montana 


WEST SOUTH CENTRAL 


Arkansas 
Louisiana 
Oklahoma 
Texas 


PACIFIC 


California 
Oregon 
Washington 





2% 


-8% 


O% 


+2 % 


+9 1% 423% 


+5 A% +2 3% 


+5 1% +20% 


+85% 


+2 6% 














INpusTRIAL DisTrRiIBUTION, 
you will find a yearly feature, the “Annual Survey of 
Distributor Operations—1949-50."" Based on the re 
ports of sales and operations of hundreds of distributors 
ill over the United States, this article will tell the story 
of the industrial supply business in 1950 


IN THE MARCH ISSUE OF 


Here are some of the questions that will be answered 

What were total dollar sales for the supply business 
in 1950? 

How does this compare with 1949? 

What were inventory changes in 1950? 

How many invoices did the average distributor bill 
in 1950? 

What was the size of the average invoice? 

How many employees did the average distributor 





Next Month Tells the Story of 1950 


have in 1950, and how did this number compare 
with 1949? 

What percentage of the average distributor's cus- 
tomers is now engaged in defense work? 

What do most distributors say are the most pressing 
problems of the industry? 


Ihe answers to all these questions, broken down 
into regional groupings, will allow you to measure the 
performance and position of your own firm with other 
firms across the country; they will let vou know where 
vour firm is in relation to the rest of the industry as 
vou start the critical year 1951. 

For a most important guidepost in industrial supply 
operations, watch for “Annual Survey of Distributor 
Operations—1949-’50” next month. 
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tame; 
> : 


Sates of Yarway Impulse Steam 
Traps increased 55.2% in 1950 over 1949 
—another indication of their popularity 
with users as well as distributors and 
distributor salesmen. 


Chief reasons for Yarway success—a good 
product with unique advantages, backed 
by forceful advertising and sales promo- 
tion, with a good profit opportunity for 
distributors. 

Write for information on Yarway’s selec- 
tive distributor plan. 


ACTUAL SIZE ak os YARNALL-WARING COMPANY 
lass 111 Mermaid Avenue - Philadelphia 18, Pa. 
DISTRIBUTORS IN ALL PRINCIPAL CITIES 
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The Outlook For Business 





PRICE RISE CONTINUES Prices will go on up — in spite of controls. 


SLOW DOWN 
INFLATION 


STEEL 
INDUSTRY GROWS 


GEOGRAPHY SHIFT 


Here’s one reason: From the outbreak of war in Korea to January the 
costs of raw materials and wholesale prices have gone up far more than have 
retail prices — the cost of living. 


Here’s how prices of the different groups have increased: 


Increase 
June ’50 to January ’51 


Raw materials (28 commodities) up 42% 
All wholesale prices up 13% 
Industrial prices up 12% 


Consumers’ prices (cost of living) up 4% 


What’s happening is that the sharp rises in business’ costs are only now 
beginning to work through the system to come out as higher retail prices. 
Department stores, in fact, were running major sales all through the fall — on 
goods bought largely at pre-Korea prices. 


Food prices, jumping in the last month, probably reflect much of the rise 
in wholesale farm prices. They’ll go higher, however, as meat prices rise 
seasonally in the spring. 


In fact, the price controllers don’t hope to STOP inflation, Best they can 
do, as they did in World War II, is to slow down its speed. Wholesale prices 
rose 21% between 1941 and 1945. Even with all-out controls now, prices will go 
up at least as fast. Controls, at best, will only keep the inflation from 
getting out of hand. 


How much inflation is ahead? An estimate, any estimate, can be no more 
than a guess now. How much prices go up depends on how much taxes are raised, 
how fast military spending rises, how big shortages are — and how effective 
controls are. 


The steel industry — in the middle of shortages most of the last ten years 
— is expanding on a gigantic scale. Mills turned out 97 million tons of steel in 
the last year. Now they are rolling at the rate of 102 million tons. Before long, as 
its expansion plans come into being, the industry will be adding five to six 
million tons of new capacity a year. 


These are huge expansion programs — and they’ll put heavy demands on 
makers of rolling equipment, electric controls and other plant facilities. With the 
expansion, particularly in steel, will come a major shift in the industry’s 
geography. New East Coast plants planned by U. S. Steel and National Steel, and 
the new plant in New England, will go far toward making that area independent 
of the mid-West for steel — for the first time in generations. 


Steel’s eastward move is also the first major counter to the steady west- 
ward migration of all industry that has been underway through America’s indus- 
trial history. 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1951 








So Iil just say 


Use the N.H.P’ Plan’ 
To make small orders pay 








| 


* National Hardware Packing saves handling time 
and cuts shipping costs on fastener orders in less- 
than-case lots. Carriage, Machine and Lag Bolts 
and Cap Screws are packed in strong corrugated 
containers averaging 25 to 30 pounds each... 
can be reshipped in original container without 
repacking. Write for booklet. 


Other “National” products include: HODELL CHAINS ¢ CHESTER HOISTS 


EMakion a l THE NATIONAL SCREW & MFG. COMPANY 
Cleveland 4, Ohio 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 
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| Door Openers To Sales 








Ever fumble for something to say when you want to make small talk with the 


P.A.? Here are a few random facts that will help fill in the conversational blanks 


MARCH OF PROGRESS: Sad commentary on the advance of civilization is the 
fact that the slingshot, that trusty standby of the small fry hunter for generations, 
is now being made commercially with a cast aluminum frame. Steel balls are 
supplied by the manufacturer for ammunition. 


QUICK DELIVERY: What it takes to get finished steel these days is illustrated 
by the case of the consumer who bought ingots in Ohio, shipped them to Maryland 
to be rolled into hot sheets, then sent them to Connecticut to be cold rolled. Final 
delivery was made to the consumer’s plant 60 miles from the Connecticut mill. 


COUNTY SEAT CAPITALS FOR THE U. N.: The 964 million tons of steel 
expected to be produced in 1951 would give each of the 3,073 counties and parishes 
in the United States 31,400 tons of steel. This would be enough to duplicate the 
new United Nations building in New York in every county seat. 


STILL MORE SMOKE: Last April, “Door Openers” reported that 352 billion 
cigarettes went up in smoke in the U.S. in 1949; that lesser known brands were gain- 
ing at the Big Three’s expense. The upward trend was continued in 1950, with 
362 billion cigarettes smoked (approximately 7,240 billion puffs); Camel, Lucky 
Strike, and Chesterfield’s shares of the market continued to decline as nearly all 
other brands gained. 


NET WORTH GOING UP: ‘The I'ederal Reserve Board reports that four out 
of ten American families are currently worth $5,000 or more; that one out of ten 
is worth $25,000 or more. Both these are new highs. The sour note comes with 
the information that one third of American families in 1950 spent more than they 
earned 


WHAT'S IN A CAR? Steel is not the only vital material that goes into automo 
biles. The average car weighs 3,800 pounds, made up of 2,500 pounds of steel, 520 
of gray iron, 200 of rubber, 100 of malleable iron, 66 of zinc, 42 of copper, and 
lesser quantities of lead, manganese, silicon, and aluminum. Shortage of any one 
of these materials seriously affects automobile production. 
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A—Model 7114 High Speed Grinder... 
26,000 r.p.m.... Erickson preci- 
sion collet...weight 10 oz. 


B—Model 7105 Turbine Grinder ... 75,000 r.p.m. 
1/64” to 1/4” shaft capacity... Erickson 
precision collet... weight 20 oz. 


C—Model 7015 Short Grinder... 21,000 r.p.m.... wheel 
capacity 1-1/2”... weight 1-3/8 Ibs. 

D—Model 7149 Short Grinder ...17,000 r.p.m.... wheel 
capacity 2’’... weight 2 lbs. 

E—Model 7171 2’’ Heavy Duty Production Grinder ...malle- 


able housing... 18,000 r.p.m.... weight with guard 
and handle 4 Ibs. 11 oz. 


F—Model 7011 Heavy Duty Grinder ...4500 r.p.m.... 8” 
wheel ... weight less wheel guard and wheel, 13 Ibs. 
Also available 6000 r.p.m. for 6’ wheel. 


Ask your ARO distributor for details. Write for catalog. 


The Aro Equipment Corporation, Bryan, Ohio. 
Aro Equipment of Canada, Ltd., Toronto. 


The BRUTE 
It’s BIG... yet weighs only 
11 Ibs.! Model 7200 Heavy 
Duty Vertical Grinder with 6” 
cup wheel... BIG POWER 
..- 6000 R.P.M.... safety 
throttle. Aise . .. LUBRICATING EQUIPMENT . . . HYDRAULIC EQUIPMENT 
AIRCRAFT PRODUCTS . . . GREASE FITTINGS 
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wes: How they... 


... make the most of display opportunities 


John P. Burns, president, Burns Pip 
ing Supply Co., heumen, N. Y., is not 
interested in any retail business. A 
sign on the door of the store in which 
the “Will Call’ counter is located 
reads “Wholesale Only”. But he be- 
lieves in at least one retail merchandis- 
ing technique. That is display 

All the Burns Co. efforts at display, 
however, are confined to the interior 

out of sight of retail prospects. The 
“Will Call” counter is an active place 
constantly visited by factory personnel. 
Some of these visitors are buying fac 
tors in their plants and some are not 
But Mr. Burns believes that even those 
in the latter group can make sugges 
tions as to where certain items can be 
procured. The object of the display is 
to acquaint all these visitors with the 
product lines carried by Burns Co 

Counter displays and wall boards 
ire used to show products. The ac 
companying picture shows how even a 
pillar in the center of the store was 


utilized for this purpose. A counter 
with sliding glass panels was placed 
around the base of the pillar. 

Steel shelves were placed around the 
pillar above the counter. Tool wall 
panels were then used as doors for 


these shelves. The picture shows Ed 
Klassi and Ralph A. Beardsley of the 
industrial department, looking at a 
file taken from the shelves. The idea 
of stock to back up the displays, Mr. 
Beardsley says, impresses many visitors. 


... gave their men enough rope, and look what happened 


~ 


Vernon Stampe of S. Mersick prefers horizontal storing 


Warehousemen have as many ways of storing rope as 
there are kinds of the product. Examine their methods, 
however, and you'll find that the particular rope-storage 
technique they chose was determined by the space avail- 
able 

In New Haven, Conn., for instance, C. S. Mersick’s 
stock-room man, Vernon Stampe stores rope horizontal; 
Jim Phillips, order clerk for Maddock & Co., Phila 
delphia, stores it on the vertical 

Vernon Stampe’s method has a couple of “extra divi- 
dends”’ that will certainly re 
tors; an automatic length counter; a spool device that 
rolls and feeds with a twist of the crank; the easily detach 
able spool itself, with lotted end that slips free to 
let the rope slide off in a neat coil; and the fact that 


ommend it to some distribu- 


Jim Phillips, Maddock & Co., utilizes vertical method. 


from the container itself, through the counter, to the 
moment it’s packaged and dropped into the customer’s 
order, the rope never touches the ground. Mr. Stampe 
made everything himself, by the way. 

Jim Phillips’ method handles the four most-called-for 
sizes of rope in a single tier; 4-in, g-in., 3-in. and 1-in. 
The tier is an old two-by-four salvaged from other areas 
around the shop, with plank boards for flooring. Heaviest 
rope is on the bottom, next heaviest on the next shelf up, 
and so on. Rope is measured off on pre-paced floor, 
marked off with cleats. 

Mr. Phillips’ method suggests itself for use where 
limited space is available. Mr. Stampe’s method does 
require considerably more room, but the extra benefits 
more than pay for the extra space needed. 
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*100 Foot Connected Coils 


sell Rope 
right from 
Your Counter 


Increased Sales— More impulse sales from counter 
displays of product. 
More Profit—Sold with less effort. No uncoiling, 


no measuring, no weighing, no re-coiling. 


Customer Appeal — Attractive package! Conven- 
ient put-up! Counter display suggests need! 


Save Space—Boxes stock compactly. Easy to handle. 


Get more information about this up-to-date way to 
build your rope volume and your profit. Your “AMER- 
ICAN BRAND” Rope distributor has the whole story. 
Phone or write to him, or write to us for name of 
distributor nearest you. 





AMERICAN MANUFACTURING COMPANY 
Brooklyn 22, N. Y. 

ROPE + TWINE +» OAKUM + PACKING 
Brauch Factory: St. Louis CORDAGE Mitts, St. Louis 4, Mo. 
ae “oh Boston + Chicago + Houston + New 

+ Philadelphia + San Francisco 
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New President Named For 
Savannah Ship Chandlery 


N. P. Meinert, vice president, has 
been elected president of Savannah 
Ship Chandlery & Supply Co., Sa- 
vannah. He succeeds J. H. Byington, 
who has retired after 40 years with the 
company. Mr. Byington retains his 
financial interest in the company. 

W. H. Meinert has been named 
vice president, and J. E. McGee has 
been elected secretary and treasurer. 

Garth Wilchester, formerly with 
Richard Barthelmess Co., Jacksonville, 
Fla., and with Hajoca Co., has been 
named general manager. He follows 
FE. Van L. Cherry, who has resigned. 

Robert J. Riley has joined the com 
pany as a sales engineer. 


Orgill Bros. Employees 
Honor Board Chairman 


A huge birthday cake with 86 
candles was presented to W. I. Moody, 
chairman of the board for Orgill Bros., 
Memphis, by employees of the firm 
on Nov. 30, Mr. Moody’s 86th birth- 
day. 

Mr. Moody is Memphis’ oldest 
active business man. He has been 
with Orgill Bros. for 64 years. He 
started as a bill clerk in 1886. 





C. W. FORREST, partner in Railway 
Equipment Co., Portland, Ore., makes 
out purchase orders 


100 





SALES MEETING is conducted for sales force of the Riechman-Crosby Co., 
Memphis, by J. N. Tufts, district engineer for Chain Belt Co., Pittsburgh. 





Buckeye Brass & Mfg. Co. 
Celebrates 50th Anniversary 


The Buckeye Brass & Mfg. Co., 
Cleveland, Ohio, a leading manufac- 
turer of bearing bronze, currently is 
celebrating its 50th year of service to 
industry. 

The company’s earliest activity was 
as a pattern shop and brass and bronze 
foundry. During the first World War 
the company’s activities and facilities 
rapidly expanded into specialization in 
the manufacture of bronze bushings 
and bearings and ever since have been 
regarded throughout the country as 
an important source of supply to the 
industrial distribution field. 

The present management, under 
O. G. Gundel, president, represents 
over 30 years of pioneering experience 
in many of today’s accepted bronze 
bearing developments. 

The company has complete labora 
tory, metallurgical, pattern and ma 
chine facilities for the production of 
bearings to any desired metal analysis. 


Jas. P. Marsh Corp. 
Builds Plant Addition 


Construction is under way for a 
large addition to the modern manufac- 
turing plant of Jas. P. Marsh Cor- 
poration in Skokie, Il]. The addition 
will increase manufacturing space by 
about 17,000 square feet. 

Although the company completed 
and occupied the Skokie plant only 
recently, increased demand has called 
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for added production facilities. The 
need has been further emphasized by 
the recent acquisition and develop- 
ment of the Electrimatic line of re 
frigeration controls, and_ solenoid 
valves as companions to Marsh gages 
and testing equipment. The new ad 
dition is scheduled to be in operation 
by January 1. 


Kelly’s Brother 
Pilots Springfield 


Bill Kelly, brother of M. J. Kelly, 
owner of the M. J. Kelly Supply Co., 
Syracuse, N. Y., has been named man 
ager of the Springfield, Mass., Base 
ball Club in the International League. 
Bill Kelly takes over the Springfield 
club after four years as manager of 
the Los Angeles club in the Pacific 
Coast League. 


M. J. KELLY of M. J. Kelly Supply 
Co., Syracuse, N. Y., inspects a recent 
picture of brother Bill, 








George Young 


Summers Hardware & Supply 
Names Young Manager 


George Young became acting man- 
ager recently of the industrial supply 
division of Summers Hardware & Sup- 
ply Co., Johnson City, Tenn. He has 
been a member of the firm’s industrial 
sales force for several years and is well- 
acquainted with the industrial organi- 
zations in the territory and with the 
various manufacturers of industrial 
supplies throughout the United States. 

lor several years previous to form- 
ing a connection with Summers Hard- 
ware, Mr. Young was in an executive 
position with several large industrial 
supply houses of the South. 

Mr. Young succeeds Bill Johnson, 
who relinquishes responsibility of the 
position, though he will continue on 
as an active and important member of 
the division. 

Ben Jenkins has regained his former 
robust health and now is back on the 
job as assistant to the manager of the 
industrial supply division. 

Al Causey, who efficiently carried on 
the duties of Mr. Jenkins while he was 
ill, is returning to his former position 
as a member of the industrial sales 


force. 


U.S. Rubber Buys 
Esso Louisiana Plant 


United States Rubber Co. recently 
imounced the purchase of the 
Buna-N synthetic rubber plant of Esso 
Standard Oil Co. in Baton Rouge, 
La., as a major step in the expansion 
of its facilities for the manufacture of 
chemicals, plastics and synthetic rub- 
DerTS. 

The plant will be operated by the 
Naugatuck chemical division of the 
rubber company, which will continuc 
to market Buna-N rubber under the 
trade name paracril. 


H. K. Porter Co. Acquires 
Delta Star Electric 


H. K. Porter Co., Inc., Pittsburgh, 
recently acquired the Delta Star Elec- 
tric Co. of Chicago, manufacturers of 
high voltage electrical equipment. 

The Delta Star Electric Co. designs 
and manufactures a variety of fittings, 
switches, insulators, conductors, sup- 
ports and related equipment for the 
control and transmission of electricity 
around central power stations, sub- 
stations and transformers. 

In a little more than a year, Porter 
has expanded its operations into rub- 
ber, steel and electrical equipment by 
the acquisition of Quaker Rubber 
Corp., Connors Steel Co., and now 
Delta Star Electric Co. 


Harrison & Co. Ltd. 
Purchases Supply Firm 


Wood, Alexander & James, Ltd., 
Hamilton, Ont., industrial supply firm, 
has been purchased by Harrison & 
Co. Ltd. of Toronto, Ont. at a price 
reported in the neighborhood of 
$1,205,000. 

Shareholders of Wood, Alexander 
& James Ltd. were advised that Dr. 
F. R. Benetto, president, and other 
directors of the company, had sold all 
their first preference shares to Harri 
son & Co. The Toronto firm also has 
agreed to purchase from all sharehold 
ers preference and common stock of 
the Hamilton firm. 


Ralph A. Beardsley 


Beardsley Joins 
Burns Piping Supply 


Ralph A. Beardsley has joined the 
industrial supply division of the Burns 
Piping Supply Co., Syracuse, N. Y. 

Mr. Beardsley is a veteran of indus- 
trial supply selling having represented 
Morse Twist Drill & Machine Co. for 
a long period on the Pacific Coast and 
more recently was seven years with the 
industrial division of the Onondaga 
Supply Co., Syracuse. 


Industrial Seals Corp. 
Elects Gorman President 


The Industrial Seals Corporation 
recently announced the election of 
Edward M. Gorman to the office of 
president. He succeeds E, E. Warren 
Carpenter, who has resigned. 





NEW MARKETING DEPARTMENT of The Carborundum Co., Niagara Falls, 
N. Y., includes, seated left to nght; Arthur W. Cowles, advertising manager; Fred- 
erick T. Keeler, director of the department and Lewis P. Mercer, promotion man- 
ager. Standing left, E. Dent Lackey, public relations manager and Arthur Batts, 


Jr., manager of commercial research. 


ADDITIONAL NEWS BEGINS ON PAGE 186 





THE RIGHT ABRASIVE 





INDUSTRIAL CLOTH BELTS set pro- 
duction and economy records in fin- 
ishing high and low tensile strength 
metals. One report of “twice as much 
life” in finishing brass door knobs is a 
typical example. Sharp grain and a 
heavy-duty backing are special features. 


TAIG3~1, 
BIN 





TYPICAL OF high-efficiency products 
are rubber bushed Type I Portable Grind- 
ing Wheels. They lessen operator fatigue 
by dampening wheel vibration. ..increase 
production efficiency by reducing wheel 
“bounce” which lengthens contact time. 
Proper mounting assured, through metal- 
to-metal contact provided by steel liner, 


(ny CAR 


“Carborundum” and “Aloxite’ are registered trademarks which indicate manufacture by The Carborundum Company, 
Niagara Falls, New York. 
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DOES THE JOB BETTER 


Whether a worker is grinding a bil- 
let, polishing stock or finishing 
parts, the right abrasive will help him 
get the job done better. 


Your customers can be sure the right 
abrasive is on hand for the operator 
to use by your impartial recommend- 
ation from a complete abrasive line. 
Only CARBORUNDUM makes a com- 
plete line of abrasive products from 
which selection can be made of the 
one best suited to a specific grinding 
or Cutting operation. 


Abrasive selectivity joins product qual- 
ity and distributor co-operation in a 
salesbuilding combination you 
get only under the brand name 
CARBORUNDUM. Offer the complete 
CARBORUNDUM line—for outstand- 
ing sales-and-profits results! 





FOR A VARIETY OF metalworking 
operations where it’s not practical to 
stock several types of grain, ALOXITE 
TPc aluminum oxide grain gives best 
results. Maximum adhesion when used 
with cold cement. 


MAR K 


aad bn ordi ~ ol 
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NEW MANAGER OF SALES of 
John A. Roebling’s Sons Co. is Howard 
E. Maloney. He has been associated 
with the company for nine years, start- 
ing as a salesman in the Seattle office. 
Announcement of other Roebling per- 
sonnel changes appears on page 188. 


A FAMILY TRIO, Howard Burt, Sr 
center) and sons Howard, Jr. and 
Richard, have been appointed ware 
house sales representatives of Arro Ex 
yxansion Bolt Co. in the San Francisco 
- area 
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INTEREST CENTERED in a tool demonstration given by Ed de Jongh (second 
from right) of Skilsaw, at a Patterson Bros. sales meeting. Others in the picture 
are Al De Angelis, Ray Ludwig, George Friedman, Ray Brown, Harry Groo, George 
Bosley and Joe George, all of Patterson Bros., New York. 


* 


KEYSTONER PRESIDENT George Moran (Abrasive Products) mans the door 
at Keystoner party in Philadelphia to greet guests and members. Arriving are Gil 
Hemmerle (SKF Industries), F. W. Harrington (Abrasive Products) and J. J. Horst, 
Bentham Blaney, Baltimore. Over 350 annually attend party given by Keystoners, 
organization of manufacturers’ men with headquarters in Philadelphia. Additional 
pictures of the affair are on page 160. 


ait aigrs 


LINCO. N ENGINEERING CO. ST.LOUIS 


GIVING DETAILED ATTENTION to the Lincoln Engineering Co. panel display 
at the clinic held by LeValley-McLeod, Schenectady, N. Y., are D. Leathers, General 
Electric Co., J. F. Ryan, LeValley-McLeod; H. A. Slater and C. F, Kennedy, Gen- 


eral Electric. Report of clinic is on page 198. 
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MS 4 Ways Better/ 


bo WARE 4 
LOAD KING (\ HAND HOIST 


— 


"s FASTER! 

| 50. 

a heey seconds you can ead a 

IT’S LIGHTER! é. - 70 eh With the 2 t08 BOISE TT Go 


feet! 3.1 feet in onl 


a 
actness and easy portabil- ’ Y \E me ife a maxt ad 2 gules from 
Here’s the ; _a 1/, ton horst L -\ Se 3 -jsion minimu 
ity you've be 37. Ibs.—lighter PY fac \Mhoist Bf , YATES precision of ball bearings 0” “ 
that weighs only > ‘hain mp : Y paewes en an 
than any © ye daway- Only sf . action. 
nvessential pa , alloy castings lease ac 

high strength aluminum ‘parable ben- 
and alloy ot 2 ton hoists. 

efits in the 1, 


an-ever brak- 
: 4 faster-than-eve 

rotating > 
ing and re 


s are use 


— 
eee 


) ‘EASIER! 
am | OPERATE TT... TS one on 
EST (7... 11'S SAFER! 


vorkmanship 
ass workm 
. c yp y ot 
Guaranteed = 50% overload 1 
and materia “ é cturing Stee 
° , ver- 
safety-equ'P when 0 
ok ¢ ed steel 
load = and an extfa strong owene hoist, 
ee k Greatet protection or (i 
top OOK. 2 r)) 
’ 


first cl 


a 
: — profits: 
«man and yo 
‘ the workn 
the load, 


i Get instantaneous brake and release 
P) action with YALE SYNCHROMATIC 
= ty LOAD BRAKE. Instantly—automatically— 


a holding pawl engages ratchet and ap- 
CAPACITIES: \J plies balanced, cushioned spring pressure 


%s, 1, 1% end AY at six diametrical points. Parts wear 


MAIL COUPON TODAY 

or phone your nearby 

wait tenants = vanes y longer, hoist reacts faster, loads can be 

Psat col A \t precisely “inched” when lowering with 
ly this exclusive YALE feature. 


r 
THE YALE & TOWNE MANUFACTURING COMPANY, D 
Roosevelt Blvd., and Haldeman Ave., Philadelphia 15, Pa, 
Oo Send me Load King Hand Hoist Bulletin P-1254. 
( Send me the name of the nearby Yale distributor. 


Name. 
THE YALE & TOWNE Company 
MANUFACTURING COMPANY canto 


Materials Handling Div., Philadelphia 15, Pa. oe 
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Twisted a little on packing 


sales of late? Pressure off? 


Get up fresh steam on these 


questions, then knock the 


stuffing out of your competi- 


with the answers on 


Page 152. 


Wi 


Wi 


Match the following types of 

packing materials. 
} leather 
rubber } flax (or jute) 
cotton 

th the following definitions for 


] asbestos 


for high pressure steam, su 
perheat, various chemicals 
and 

suitable for use as a water 
packing 

soft, frictionless fibre, resist 
int to water 

for low pressures of steam, or 
where moisture is present in 
this steam. 


for general non-caustic, non 
icid fluid service : 


Jute packings often are substi 
tuted for flax because they are 
cheaper and when lubricated, 
resemble square flax 
1True. © False. 


€ le SC ly 


Ihe type of equipment deter- 
mines to a great extent just how 
the packing material will be put 
together. O True. O False. 


Four-fifths of all asbestos rod 
} sold for steam applica 


packings 


+ 


IONS are 
twisted type 
woven 


0 moulded 
C0 braided 


Selection of the material to be 

used on a particular application 

depends on the nature of the 

fluid or gas to be packed 
True ] False 


Match the following construc 
tions 
twisted 


woven 


C2 braided 
CO) moulded 
th the following “advantages” 


for eac h: 


a 


softer more flexible than other 
constructions due to higher 
lubrication 

method for combining vari 
ous raw materials with a firm 
strong packing 


c) can be untwisted to fit small 
stuffing boxes 

d) close knitted fabric for usage 
on 100 Ib. plus steam pressure 


Rod packings come in which of 
the following forms: 
O coil 0 ring 
O spiral 0 set 
0 reel 2 spool 


Gaskets are packing in sheet 
form and used as seals on sta 
tionary parts. O True. 0 False 


In measuring for round, com 
pressed gaskets, you will want to 
specify both the inside and out 
side diameters. 0 Truc. 0 False. 


Almost without exception, all 
small steam valves are packed 
with a twisted asbestos valve 
stem packing. 1 True. 0 False. 


Which of the following would 
you consider advantages of me 
chanical leather packings: 
O can be used on high steam 
pressures 
0) permit greater wear clear 
ances 
Odo not require lubrication 
Oexcellent on oil pressure 
mediums 
] hay e low 
friction 


coefficient — of 


Leather packings can be used 
satisfactorily at temperatures 


Packing for pumps (and other rotating or oscillating rods, can be sold for fresh or 
salt, hot or cold water applications, for steam, oil, ammonia, brine and weak acids 


ranging from sub-zero to 200 
degree F. O True. O False. 
Mechanical leather packings 
should be stored in a damp or 
humid location. 0 True. 
2 False. 

Metallic packings ordinarily are 
not recommended until high 
temperatures and pressures are 
involved. 0 True. 0 False. 

In writing up the order, at the 
close, you'd be sure io ask: 

7 what goes through the sys 

tem (air, oil, gas, acid, etc.) 
lis temperature involved? 

C pressure? 

Owhat’s the general nature 

of the equipment? 

O size of packing required 
Can you rate the following mar- 
kets “A” for major, “B” for 
good and “C” for fair, on their 
potential for packings? 

(C0 breweries 

0 chemical plants 

O steel mills 
] paper mills 
0 water and sanitation works 
J oil plants 
7 flour and grain mills 


Braided packings are softer and 
less abrasive than any other 
types because their yarns are 
more thoroughly — lubricated. 


O True. O False. 





Next month: 


SCREWS 
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Sell the V-Belt with teeth— 
the PREMIUM DAYTON COG-BELT ‘ 


* LOWER COST PER DRIVE * EXCLUSIVE COG FEATURE 
* MORE SATISFIED CUSTOMERS * BETTER PROFIT 


You'll get a bigger share of the V-Belt 
business with the premium Dayton 
Cog-Belt (with rayon cords). It’s the 
only V-Belt with exclusive, patented 
features no other belt has! 
Premium performance — premium 
profit! Cog-Belts handle 40% heavier 
loads, justify the premium price and 
profit. 

Original cost is less! You can “talk 
price.” One Cog-Belt does the work 
of 1.4 conventional V-Belts—5 Cogs 
do the work of 7 ordinary belts. 


Cogs are a round-the-clock driver! 
They will keep your customers sold 
in the 3-shift days facing American 
industry. Cogs are built to bend, like 
your finger. Results: less strain, heat, 
stretch, down-time, longer life. 


Only the Dayton Distributor has: 
The Cog-Belt . . . the Thorobred line 
of V-Belts ... powerful national ad- 
vertising in TIME and leading trade 
journals ...and the finest sales pro- 
gram in the mechanical rubber goods 
field. 


DAYTON RUBBER COMPANY, DAYTON 1, OHIO 


aytom hulber 


WORLD'S LARGEST MANUFACTURER OF V-BELTS 
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NEW PRODUCT 


WITH SALES 
POSSIBILITIES 

















Hammer Drill 


Designed for Drilling 
In Concrete, Brick and Stone 


[his new electromagnetic hammer 
drill, Model No. 10-RO, is designed 
for high speed hole drilling in con 
crete, brick and stone. The auto 
matic rotation of the carbide tipped 
spiral drill speeds up hole drilling, 
climinates manual turning of the drill 
chuck and reduces fatigue. This auto 
matic rotation of the drill bit is ac 
complished by a rubber ratchet mech 
anism actuated by the recoil of each 
blow of the hammer’s piston. 

The hammer’s light weight (113 
lbs.) together with automatic drill 
bit rotation make it an ideal tool for 
easy, one handed drilling of holes in 
iwkward positions. 

Syntron Co., Homer City, Pa.—In- 
dustrial Distribution, February 1951. 

















Depth Gages 
Two Models Designed 
For Wide Applications 
These Starrett micrometer depth 
gages, designed for measuring the 
depth of holes, slots, projections or 
recesses with true micrometer ac 
curacy, provide the mechanic with a 
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choice of total range and base width 
to suit his individual preference. 

No. 440 with 24 in. base is designed 
for use in restricted areas. No. 445, 
Series A, B and C, provide a choice 
of 3 in., 4 in., or 5 in. base where a 
wider base is preferred or required 
for spanning wide holes. Features in 
clude rust resistant chrome finish on 
sleeve and thimble; hardened, 
ground and lapped; precision ground 
micrometer screw with 1 in. move 
ment; two size lock nut at 
base of the micrometer head for lock 
ing any desired setting; and solid wood 
cases grooved to hold the tool, extra 
rods and adjusting spanner wrench 

The L. S. Starrett Co., Athol, 
Mass.—Industrial Distribution, Feb 
ruary 1951. 


base 


ranges; 














Direct Drive Motor 


Radial Arm Saws 
Use Newly Developed Motors 


DeWalt Inc., manufacturer of wood 
cutting radial arm saws, is now using 
a Lo-Dead Rise, direct drive motor 
on certain models of its machines. 
This motor is considered by the manu 
facturer to be one of the more sig 
nificant advances made in the radial 
arm field in recent years. 

Previously, the housing of direct 
drive radial arm saw motors did not 
permit the full utilization of the cut 
ting depth of saw blades. Now, with 
the DeWalt Lo-Dead Rise, direct 
drive motor, much more of the saw 
blade’s cutting potential can be used, 
it is claimed. The cutting depth of 
DeWalt’s Model GW radial arm saw 
has been increased 41 percent through 
use of the motor. 

[he motor has end brackets, end 
rings, fan and fan housing that have 
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been pressure cast for greater strength. 
It has a high grade steel shaft ground 
to close tolerances. ‘The principal fea 
ture of the motor is that the added 
depth of cut is obtained without the 
use of a gear train or the loss of powet 
normal to a gear train. 

DeWalt Inc., Lancaster, Pa.—TIn 
dustrial Distribution, February 1951. 














Chrome Plating 


Multiplies Cutting Tool Life 
From Three to Ten Times 


Ihe normal life of most cutting 
tools and wear parts can be multiplied 
three to 10 times, according to the 
manufacturer, by a new and econom 
ical industrial hard chrome plating 
process embodied in the Model A-20 
Chromaster and Chromasol. 

[he Chromaster provides complete 
facilities for hard chrome plating metal 
surfaces up to 10 square inches. The 
unit is compact and completely port 
able. Chromasters of greater capaci 
tics will be available soon. 

I'he Chromaster is powered by a 
dry disc, power pack, selenium rec 
tier. It is complete with plating 
bath tank, heavy duty rheostat, timer, 
immeter and reversing switch for 
stripping action. The hard chrome 
deposition can be controlled with 
Chromaster to tolerances of less than 
U0 ] in 

Operating at room temperature, 
Chromasol is a non-critical chrome 
plating solution delivered to the user 
in a liquid, concentrated form. Chro 
masol delivers a hard chrome plate 
that follows the exact characteristics 
of the base metal to which it is 
applied. 

Using this process 14 minutes is 

Continued on page 112) 





60 LBS. OF BRONZE BAR STOCK SAVED 


ON A 134 LB. JOB! 2 vanon™ 


Send for this free catalog on 
Asarco Continuous Cast Bronze 
It contaims physical properties 
table of stock shapes and sizes 
photomicrographs, weights, and 
other valuable information 


ONIN OU SHG Von 
P S 
O, we 

4s TUBES ON 


West Coast Sales Agent: 
KINGWELL BROS. LTD., 444 Natoma Street, San Francisco, Calif 


American Smelting and Refining Company 


OFFICES: Perth Amboy Plant, Barber, New Jersey 
Whiting, Indiana 


ab ASAR> » 
x ¢ 
f cp N 
TISED 
s ROVER 
4. > 
*TRipyto® 
A shop needed ten 7” lengths of 2” solid bronze rod... 
134 lbs. of bronze if bought in standard 13” lengths. 
BUT, by specifying Asarcon 773 rod (SAE 660). the 
shop was able to purchase exactly the length it needed . . . 
70” plus 2” for saw-cuts ... weighing only 74 lbs. 

The saving was 60 lbs....over 44%! This is com- 
monplace in shops which use continuous cast bronze. 

With Asarcon 773 you pay only for the material you 
need. There are no rejects. 

216 sizes of Asarcon 773 Continuous Cast Bronze are 
stocked in 105” lengths . . . tubular or solid round in 
diameters from 14” to 5”... at distributors in all principal 
cities. This warehouse stock will be cut long or short to 
suit your requirements. 

Symmetrically shaped bars and tubes, special alloys 
and longer lengths can be made to order. 


POROSITY VIRTUALLY ELIMINATED 
WITH CONTINUOUS CAST BRONZES 
These photomicrographs demonstrate the su- 
perior dispersion of constituents in continuous 
cast alloys...also their outstanding freedom 
from metal faults. (The particular alloy shown 
here is 75° Cu, 5% Sn, 209% Pb) 
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THE DISTRIBUTOR WHO SELLS 
Winter “Balanced Action” Taps finds ready 


acceptance. There is a two-fold reason for this: 

1) the excellent reputation of any tool that 

bears the Winter name; 2) the close size control! that 
results from Winter “Balanced Action.” The 
complete Winter line includes chip driver, pulley, 

hand, machine screw, pipe, nut, and tapper 

taps. They are stocked conveniently at Winter 
branches in New York, Detroit, Chicago and San 
Francisco. WINTER BROTHERS COMPANY, Division of 
the National Twist Drill and Tool 

Company, Rochester, Michigan, U. S. A. 








WINTER BROTHERS COMPANY 








NATIONAL 


SPIRAL FLUTED REAMERS 


YOUR CUSTOMERS KNOW 

that the National name on any rotary metal 
cutting tool is a warranty of complete satisfaction. 
National Spiral Fluted Reamers, for 

example, are especially designed to work in 

small, deep, hard-to-reach holes. Because 

of their “Shearing Action,” they produce a smooth 


finish, to close limits, without chatter. 





Whatever tool your customer wants can be filled 


from the complete National line. In addition 





to Spiral Fluted Reamers, National manufactures 





straight flute reamers, twist drills, end 





mills, milling cutters, counterbores, hobs, and special 
tools. All are stocked conveniently at factory 
branches in New York, Chicago, Detroit, 


Cleveland, and San Francisco. 


It is National's firm belief, based on long experience, 
_ that the local industrial distributor is the 

one best source for all staple industrial needs— 

including National Metal Cutting Tools. 

NATIONAL TWIST DRILL AND TOOL COMPANY, 

Rochester, Michigan, U. S. A. 








ranged at low cost 

[he monorail type conveyor 
be operated as a bench, overhead, or 
even portable conveyor system. The 
svstem illustrated is a continuous belt 
256 feet long, requiring only a } hp 
motor. The conveyor weighs approxi- 
mately three pounds per foot, and 
installation requires no superstructure. 

Lightweight Conveyor Co., Detroit 

Industrial Distribution, February 


1951, 


plated winding mechanism has a fold 
ind wear parts ing flush handle opened by a push pin 
12 to 20 percent he chrome clad line is 
Chromaster and sistant, will not chip, crack or peel. 
the Black markings contrast with the satin 
for and are 
Ward Leonard Electric Co., Indus to ind sunk 
trial Chrome Div., Mount Vernon the surface for protection 
N. Y¥.—Industrial Distribution, Feb igainst wear. The tape is available in 
ruarv 1951. 4 ind 100 ft. lengths, with 
standard or hook ring, individually 
ked 
The 
Mich 
ruar\ 


the average time required to hard 
chrome cutting 
lriction is reduced 
with the use of the 

Chromasol, according to 
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Lufkin Rule Co., 
Industrial Distribution, 
1951 
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Polisher-Sander 
Tools Flat and Curved Surfaces 
Of Wood, Metal, Stone, Plastics 


Model 125, a combination polisher 
sander, has attachments which extend 
the use of the polisher to sanding 
all surfaces, flat, concave convex 
f wood, metal, stone and plastics. 

I'he combination unit consists of 
the basic tool with six in. rubber 
backing pad and 64 in. lamb’s wool 
bonnet for polishing, and three 6 in. 
for use on different mate 


Steel Tape 








Available With 
Vinylite Covered Case Conveyor System 


Package Conveyor 
Features Flexibility 


[his steel tape is now available with 
maroon colored Vinvylite covered cas 
It is claimed that the “Leader” steel 
tape is a new departure for long ste 
tapes, and the added eve appeal ture of this Lightweight “Champion” 
timulate over the counter ] convevor system. It 1s a package con 
Ihe Vinvlite case 1 sold in 2 ft., 4 ft., 6 ft., 8 ft., 
10 ft. sections with ‘els’, 45 


stain or scuff 
1 roller tvpe throat, flat etc. similar to standard pipe 


lexibility is the outstanding fea Or 


vevol 
ind 
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will not 
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sanding discs 


Continued on page 114 





Product 


Hammer Drill 
Depth Gages 
Direct Drive Motor 


Chrome Plating 


Steel Tape 
Conveyor System 


Polisher-Sander 


Electric Hoists 
Wrenches 
Winch-Hoist 

Air Line Safety Device 
Oilers 

Power Auger Bit 
Packing Tool 

Are Welders 
Generator Units 
Pillow Blocks, 
Flanged Cartridges 
Pr Slot Cutters 





Manufacturer 


Syntron Co, 

The L. S. Starrett Co. 

DeWalt Ine. 

Ward Leonard Electric Co., 
Industrial Chrome Divi- 
sion 

The Lufkin Rule Co. 

Lightweight Conveyor Co. 

Portable 


Cummins 


Cummins Tools, 
Div. of 
ness Machines Corp. 

Cleveland Chain & Mfg. Co. 

Bonney Forge & Tool Works 

Phe Lug All Co. 

Airlarm 

Trico Fuse Mfg. Co. 

Chicago Latrobe 


Busi- 


Greene, Tweed & Co. 
Marquette Mfg. Co. 
Allis-Chalmers Mfg. Co. 
Boston Gear Works 


Reltool ¢ orporat ion 


112 
114 
116 
116 
118 
122 
124 
124 
126 
126 


128 
130 


Product 
Fork Trucks 


Grinding Attachments 
Safety Goggle 

Hand Punch 
Powershear 
Separators 

Electric Drills 

Wire Rope Blocks 


Goggle Cleansers 
Variable Speed Series 
Wood Planer 


Hack Saw Frame 
Circuit Breakers 


Wood Bits 


Adjustable Wrenches 
Power Auger Bit 


Universal Socket 


Manufacturer 


Baker Industrial Truck Div., 
Baker-Raulang Co. 

South Bend Lathe Works 

American Optical Co. 

Rini Metals Co. 

O'Neil-Irwin Mig. Co. 

The Swartwout Co. 

Skilsaw, Ine. 

American Hoist & Derrick 

The Silicone Paper Com- 
pany of America, Ine. 

Worthington Pump & Mach. 
Corp., Allspeed Drive Div. 

Delta Power Tool Div., 
Rockwell Mfg. Co. 

E. C. Atkins and Co. 

Square D Company 

Herbrand Div., Bingham- 
Herbrand Corp. 

Owatonna Tool Co. 

Whitman & Barnes 


Plomb Tool Co. 


Page 


130 
132 
132 
134 
136 
139 
139 
10 
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careful look to the oil reom 


a long, 
R ou'll agree, is where to 


shown above. 


make a sale. Costly hand tran 


grease like this is wasteful... slow... messy . 
dangerous! A drain on the production efficiency 


of any plant. 


Alemite Transfer Pumps assure 


mess-free loading of bu ps and pow er guns! 


‘anster Pumps keep lubricants “refinery 
clean” from drums to guns—end all risk of con- 
tamination! 


When you see any oil room like that in the pic- 


ture above (and there are plenty of them around) 
move in fast .. . recommend this 3-point improve- 
ment program. Keep in mind that every Alemite 
Transfer Pump is a “big money” sale and paves 
the way for sales of additional equipment. sELL 
ONE FOR EVERY OIL ROOM DRUM 


Selling Alemite Transfer Pumps here (and in 
plants like it everywhere) is quick . . . easy 
profitable. Here’s why .. 

Alemite Transfer Pumps cut man hours 63% for 
every 100 lbs. of lubricant transferred! 


a@ 
Y there’s a better Alemite transfer pump for every oil room...every need! 


Alemite, Dept. H-21 ‘ 
1850 Diversey Parkway, Chicago 14, Illinois 


Put facts, ideas into your presentation... 


Mai this coupon tow 


ALEMITE 


Modern Lubrication Methods That 
Cut Production Costs 


My company handles the 
Alemite Line. Please send me a free copy of the powerful ne w 
sales booklet showing ‘11 Ways To Cut Production Costs.” 


Name_ 
Street 


Zone 
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ON THE JOB... 


in distributors’ profit ledgers 


The Vincent line of Dressers and Cutters is not a new and untried 
quantity. For over forty years, they have been giving customer satisfaction 
on the job . . . carrying their own weight in distributors’ profit ledgers. 


Exclusive Vincent dresser design, which incorporates a hex bushing to 
absorb dressing thrust, provides long, accurate service on the toughest 
applications. Vincent Cutters, made of special alloy steel, are heat treated 
to the exact degree of hardness in Vincent's own heat treating division 
one of the three largest in the country. 


Added to this, a continuing advertising program, carried on in leading 
trade papers, has acquainted users with the Vincent name and develops 
prospects for distributors. 

Why not stock Vincent Dressers and Cutters yourselves . . . they're 
proved to be sure-fire profit producers. Vincent Steel Process Com- 
pony, 2424 Bellevue Avenue, Detroit 7, Michigan. 


E 


SINCE 
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New Products 


(Starts on page 108) 





rials. A washer and nut set and two 
wrenches complete the combination 
unit. 

Cummins Portable Tools, Dyv. 
of Cummins Business Machines 
Corp., Chicago Industrial Distribu 
tion, February 1951. 














Electric Hoists 


Motor Totally Enclosed 
Within Cable Drum 


A new line of heavy-duty electric 
cable hoists is manufactured in 4, l, 
14, 2, 3, and 5 ton capacities. Sold 
under the trade name of “Bob-Cat’, 
an outstanding feature is the total 
enclosure of the motor within the 


| cable drum. This greatly reduces over- 
| all dimensions and affords substantial 


weight savings by comparison with 
hoists that employ conventional ex- 
ternal type overhanging motors. 
Hoists are powered by high torque 
Ohio Motors specially manufactured 
for use with Bob-Cat units. Gear re- 
duction is by means of a double in- 
ternal gear train that incorporates two 
Weston type load brakes. Motor 
brake is of the equalizing solenoid 
type connected to an up limit cutoff 
switch. All load lifting and carryin 
parts are made of steel forgings as 
castings. Safety factor is in excess of 
six to one. Designed for operation on 
220, 380, 440 or 550 volt 3 phase, 60 
cycle current, Bob-Cats are available 





Keep up-to-date with 

this 400 page Catalog .. . it’s 

chock full of new and improved drop forged steel 
Valves, Fittings and Flanges designed to meet every 
Nt ee PN yo Gee modern piping need for high or low pressures and 
. ‘BLUE BOOK “2<h2, temperatures in process work. 


of the Drop Forged Steel 


Valve and Fitting industry Be Safe and Sure . . . Use Vogt drop forged in all 


oil, water, steam, air, gas and refrigeration services. 


Write for a copy of Catalog F-9 
on your Company letterhead 


HENRY VOGT MACHINE CO., Inc., 
LOUISVILLE 10, KENTUCKY 


BRANCH OFFICES: New York, Chicago, Cleveland, Dallas, Philadelphia, 
St. Lowis, Charleston, W. YV 


Air View of 
Vogt Plant 
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You profit by CLEVELAND'S 


policy of Specialization 


Keeping “expert” in producing only Cap Screws, Set Screws 
and Milled Studs is assurance that Cleveland’s policy of 
Specialization brings you Top Quality Fasteners you can be 
proud to sell. We concentrate on making a few items well 
. . . It’s important, too, that by specializing we can make 
the much abused word “Service” really mean something... 


It pays you to stock and sell Cleveland Top Quality Fasteners. 


THE CLEVELAND CAP SCREW COMPANY 
2917 East 79th Street, Cleveland 4, Ohio 
Warehouses: Chicago, Philade!phia, New York, Providence 


— 


ORIGINATORS OF THE 
KAUFMAN G0 LL. PROCESS 
YRS 


Specialists for more than 30 years in 


CAP SCREWS, SET SCREWS, MILLED STUDS 
Ask your jobber for Cleveland Fasteners 
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with either pendant rope control or 
push button control on pendant cable. 

The Cleveland Chain & Mfg. Co., 
Cleveland—TIndustrial —_ Distribution, 
February 1951. 





Wrenches 


New Line Features 
Lightweight Design 


Wrenches in all sizes of combina- 
tion and open end feature a stream- 
lined, slim, lightweight, well balanced 
design. The new line is made in long 
and short series with the box wrench 
ends in either single or double hex. 
Handles are well rounded and 
smooth; there are no sharp edges or 
rough spots to make hands sore. 

An important feature is the develop- 
ment of conveniently narrow heads 
without sacrifice of the tool’s strength, 
permitting the user to get into tight 
places. The wrench openings are ac- 
curately gaged to assure a firm hold 
on the nut. 

Bonney Forge & Tool Works, Al- 
lentown, Pa.—Industrial Distribution, 
February 1951. 


Winch-Hoist 
Portable Unit 
Has 30 to 1 Power Ratio 


This 14 ton alloy winch-hoist offers 
features including a 30 to 1 power 
ratio. It is fully tested to a 100 per- 
cent overload. Weight of the hoist 
1S 84 Ibs. 

Other features include top grade 
pre-formed flexible aircraft cable, stain- 
less steel fittings and springs, plus 
oiled for life bearings. A unique com- 
bination of three swivel hooks and 
a built-in pulley block allows work to 
be done around corners, and as close 








ig’ 


Speeds Production-Line Cutting. Delta 
Cut-Off Machine incorporated in pro- 
duction line, to cut thermal plastic 
as it comes from forming machine 
in continuous strip, ot R. DO. Werner 
Co., Inc., New York, N. Y 


Cut Rotating Bands Twice as Fast. 
Using a simple clamp and special feed 
mechanism on the Delta Cut-Off Ma- 
chine to cut rotating bands for 20mm. 
shells, manufacturers raised output 


from 20 pieces per minute to 50 per & 


minute — eliminated burring opera- 
tion — reduced waste by 50%. 


Cuts Safety Scaffolding. Manufacturer 
uses Delta Abrasive Cut-Off Machine 
to cut steel tubing. Material up to 
14%," diameter and up to approximately 
5/32” wall thickness can be cut. 


Cuts Extruded Aluminum. Using 
high-speed steel saw blade, Delta 
Non-Ferrous Cut-Off Machine cuts ex- 
truded aluminum and duralumin shapes 
to size, at Brewster Aeronautical Corp., 
long Island, N. Y. 


h » Cut-Off Machine, for exam 
it Dierorer strip materials must be 
ct lengths on a production basis. 
sell a model that is equipped with an abrasive 
r cutting steel, plastics, carbon, etc. — and has 
4g guard for cutting wood, also. Or y uu can sell a 
that has a special steel blade or cutting non- 


models provide angle cuts up to 90°. Because 
is sharp and clean, the expense of additional 
g and burring operations is often eliminated. 

machines in the broad Delta line fit into today’s 


iction picture equally well. Make the most of 


By ee a, ELTA PowER TOOL 


ta! 
w Me 
mognesiom ‘ lor rods 
“ nd sim o 
mMicort jar section ns: 


e Ww 
wominu™, — pen svometer- 
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qubing 


~ 00 
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as 10 inches at the } ton rating. Lock- 
ing is positive and automatic; there 
is no brake to slip. The hoist can 
b oper ited in any position, and may 
be set for forward, reverse or free 
wheeling. 

I'he Lug All Co., Wynnewood, Pa. 

Industrial Distribution, February 
1951. 





Cr. New 


JAW-HEAD 


ind 











ugged enough for the tou tee striking 
‘aucaiin et i xtremely gentle to 
fine finishes and delicate machine 
parts. That's because C/R replaceable 
rawhide faces are made from tightly- 


buffalo 


pl je nl new 
en nut and the ham- 
Exclusive Safety- 


handle prevents slipping 
For the be fin enft strikir na tool 


C/R Jaw-Head Rawhide hammer! 


S 














Air Line Safety Device 


Sounds Alarm 
When Air Pressure Drops 


\irlarm” is a low pressure warn 

, , 

ing device which whistles a_ shrill 

| alarm when the pressure in any com 

— pressed air system falls below the 
* Available from To release jaws, Change to new C/R To tighten nut, use 


loosen this nut Rawhide faces wrench for best results. minimum predetermined pressure for 
leading Indus 


safe operation of equipment. It is 
trial Suppliers @ Other C/R striking tools: Rawhide Mallets, a; ‘ 
Renbidiy teats, Seid teed Reukidy Ganmere fully mechanical, entirely automatic 


and completely self contained. 
For further information, please write to Dept. 05 Ihe assembly consists of a valve 


element which springs open aut 

mati-a'y when the air line pressure 

drops below a pre-selected value. ‘Th’s 

‘ii@: vere) MFG. CO. allows cscaping air to blow a whistle 
| which is an integral part of the unit. 

1301 Elston Ave. Chicago 22, Illinois Che alarm continues to sound as lon 
s the pressure is below that for which 


Continued on page 122 


Chicago Rowhide mallets and hammers are stocked and distributed 
in Canada by Super Oil Seal Manufacturing Co, ltd, Hamilton, Ontario 
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COLUMBIAN 


HYDRA 
VIS 


COLUMBIAN HINGED PIPE VISES 
Long Pipe Jaws made of tool steel are 
furnished in !,"' to 2’ size up to and 
including the |," to 4!." size. Self, 
locking hook is easy working and 
unbreakable. Malleable iron cast- 
ings provide extra strength. 

Cold rolled steel screw and 

handle. Sizes for holding 

pipe size from |," up to 

12” inclusive. 


COLUMBIAN VISES 
ARE SOLD ONLY 


19) 

RECOGNIZE 

THROUGH TORS © SPEEDS PRODUCTION 
DISTRIB © ACCURATE WORK 


\ POSITIONING 
™> 


COLUMBIAN 
ADJUSTABLE JAW-SWIVEL BASE VISES 


Adjustable jaw vises are valuable wherever a wide range 
of work is required. With pin in place swivel back jaw is 
locked — parallel jaw vise. Removal of pin allows adjust- 
ment of back jaw to a firm grip on irregular or tapered 
pieces. All standard sizes with jaw openings up to 9’’. 


THE COLUMBIAN 


9025\ BESSEMER AVENUE 


THE WORLD’S LARGES 


@ SAVES TIME 
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tested quality 
guarantee posi- 


COLUMBIAN MACHINISTS’ VISES 
Columbian Malleable 
Iron MACHINISTS’ 
VISES are guaranteed 
unbreakable! In addition 
to their exceptional 
strength, Columbian en- 
gineering has built into 
these vises the finest 
mechanical perfection 
and special features ap- 
preciated by users. 
Made in all standard 
sizes — 3"’ to 8" jaw 
widths equipped with 
replaceable tool steel 

jaw faces. 


ULIC 
E 


COLUMBIAN WOODWORKERS’ VISES 
Continuous Screw — Rapid Act- 
ing Columbian Woodworkers’ 
Vises are finding increased uses 
in many plants particularly for 
the more ordinary types of pattern 
work. These durable low cost 
vises are sturdily built with jaw 
openings up to 12 inches. 


Simple, two 
pedal foot con- 
trol leaves both 

hands free. 314" 

jaw widths and 
6" jaw openings. 
Precision manu- 
facturing and 


tive operation 
and depend- 
able power. 


COLUMBIAN WORKSHOP VISES 


Sturdily designed with covered screw, heat-treated jaw 
faces, “Tri-Grip” permanent pipe jaws, swivel base. 2 sizes 
—3'%" and 4” jaw widths and 4” and 5” jaw 

For home workshop, g and g 1 use. 


VISE 





& MFG. CO. 


CLEVELAND 4, OHIO 


MAKERS OF VISES 
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SPECIFY CARBOLOY 


IT’S A CINCH 
TO ADAPT 


FOR HUNDREDS MLL SAY! 
on anes MOST SIZES COST 


LESS THAN 
HIGH-SPEED 
STEEL TOOLS 








1 CAN USE "EM 
ON_ALMOST ANY YOU GET 
MACHINE... ANY REALLY FAST 
JOB, AND ANY LOCAL DELIVERY... ~~. 
MATERIAL! STOCKS IN 


95 CITIES 





> ~~ 


] 


i Ad i \a 2 
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spec Ch CARBOLOY, 





SIVAN EDAD eT 0} 
for Moxinuwm Produdtintty 


plus ADAPTABILITY...UNIVERSAL USE 
LOW COST...GREATER AVAILABILITY 


Name your TEST! Carboloy Standard Tools are 
top-ranking in every department. 


CARBOLOY ; Uniform high quality and consistent performance 


of Carboloy tools assure you of— 


a | * p _ PLAN Maximum production per machine 


Maximum machine speeds 
Maximum adherence to tolerances 


delivers maximum Maximum tool life 
productivity with carbides ! Maximum pieces per tool 


Minimum number of rejects 
You can get even greater produc- . 
tivity out of carbide tools with the . . . advantages that add up to maximum 
Carboloy “Triple C” Plan of Co- os ° 
ordinated Carbide Control. The productivity — plant wide 
CCC Plan Book explains in detail 
just how this plan works and how 
you can use it in your own plant. 








v Standard Tools can be adapted to do up 
5 machining} {hey 


-1r lic 
are readin . 
Write for this in—, ; 9 ads like this 
FREE BOOK ution 
GT 216-A 


hop— 


CARBOLO 
131 E. Eight wi, COMPANY, INC. 


ee Soe etl Ba Detroit 32, Michigan 7 
THE QUALITY BRAND OF “ 
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February 


®The registered trade-r 11 


Sarg os : 
* he “? 
ey 


“The least number of tools or the i r rate: 








the device is set and automatically 
stops when pressure is restored. — 

“Airlarm” is made of materials 
selected to insure long service life. 
It may be installed in a line at almost 
any convenient location. 

Airlarm, Houston, Texas—Indus- 
trial Distribution, February 1951. 








YOUR TOP NOTCH LINE 


Your customers will always need the best fastener they 
can get for the money. Stock the TOP NOTCH line of 
Chicago “Safety Plus” Socket Screws for these four 





reasons: 


® EASY TO SELL—The Chicago line of socket 
screws can be your “‘leader’”’, because it’s uni- 
versally recognized as the quality line—you can 
get a re-stocking order on every call. 


© CONSTANT DEMAND — No long selling talk 
needed when you feature the Chicago ‘‘Safety 
Plus” line because it is the specified line for 
original assembly in ALL FIELDS OF MANU- 
FACTURE. 


© LOWER COST — Chicago Socket Screws are 
stronger so your customers can fasten their 

roducts more securely with fewer screws, sav- 
ing up to 25% on production costs. 


© GREATER PROFITS — ‘‘Easier to sell’, plus 
“Constant Demand”, plus ‘‘Lower Costs to 
your Customers” means more, larger and con- 
tinuous repeat orders—and MORE profits for 
you. 

Yes, Chicago ‘‘Safety Plus’? Screw products 
offer a better line to follow—to push—to sell for 
all four steps. 


Remember—our merchandising policy is based on 
complete cooperation with the distributor. Ask for 
interesting, full details. 


CHICAGO “SAFETY PLUS” PRODUCTS INCLUDE: 
Socket Head Cap Screws * Socket Set Screws ° Stripper Bolts 
* Square Head Dog Point Set Screws * Socket Pipe Plugs ° 
Keys for “SAFETY PLUS" Socket Products * Hexagon Head 
Cap Screws, Steel and Brass * Square Head and Headless Cup 
Point Set Screws ° Fillister and Flat Head Cap Screws * Taper 
Pins * Milled Studs * Semi-Finished Hexagon Nuts, Stee! and 
Brass * Semi-Finished Hexagon Castellated Nuts. 


Tze CHICAGO SCREW COMPANY 
2503 WASHINGTON BLVD. - BELLWOOD, ILL. 


Established 1872 
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Oilers 
Gravity Feed Oilers 
Available in Large Sizes 


Large capacity gravity feed oilers 
are now available in 10 oz., one pint, 
one quart, and 24 quart sizes, of 
Pyrex glass or Lucite plastic res- 
ervoirs. They are supplied with lock 
ting or ratchet feed adjustment, and 
designed to feed any predetermined 
number of drops per minute. 

The oilers are especially recom- 
mended for applications on large sta- 
tionary bearings, machinery, journals, 
conveyor drive chains, or wherever 
a large quantity of oil is required. The 
rate of feed is obtained by regulating 
a simple needle valve control. 

When the shutoff lever at the top 
of the oiler is in an upright position, 
the oiler feeds at the set rate. When 
the lever is flipped to the side, oil 
feed stops. Held at a 45° angle, it 
flushes the bearing. 

Oilers are provided with Pyrex glass 
or Lucite plastic sight feed fittings, 
with standard threads for mounting 
directly on top of bearing or part to 
be lubricated. Also available with 
locknut on sight fitting for tighten- 
ing to mounting bracket and with a 
compression fitting for connection to 
copper or Neoprene tubing. 

Trico Fuse Mfg. Co., Milwaukee 
—Industrial Distribution, February 
1951. 
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ELIMINATES EXPENSIVE MACHINING OPERATIONS-— 
PRECISION GROUND, THICKNESS WITHIN .0O1- 
NO DECARB IMMEDIATE DELIVERY 


AMERICAN SAW & MFG. COMPANY - SPRINGFIELD, MASS. 
Hack Saws Band Saws Ground Flat Stock 


“THE TOOLS IN THE PLAID BOX” 
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A Stalementl 
of ‘Sales BP icy 
by the 
ARRO EXPANSION BOLT CO. 
y bt 5 | ba BY | 


_-+4 


The following is the Operating and Selling Policy of 
Arro Expansion Bolt Company, manufacturers of 
quality fastening and drilling devices for masonry— 
for over twenty years. 





DISTRIBUTION—Arro products are sold nationally through quali- 
fied Wholesale Hardware, Mill Supply, and Electrical Supply Dis- 
tributors. 
INQUIRIES—AIl inquiries are referred to our distributors in their 
respective territories. 
PRICES—Arro products are reasonably priced to promote their 
broad use by consumers. Distributor mark-up on the Arro line 
insures an attractive profit. 
RESALE—Arro distributors are urged to respect our suggested resale 
prices. Every lawful method is used to encourage this fair practice 
of merchandising. 
STOCK—Arro offers its distributors a complete line of fastening and 
drilling devices for masonry. We expect distributors to maintain a 
sufficient stock to adequately serve their trade. 
SERVICE—Nine branch warehouse stocks are maintained in key 
cities, strategically located throughout the nation. All orders are 
shipped immediately from branch warehouse stocks and normally 
within 48 hours from factory stocks. 
GUARANTEE—Aarro products are fully guaranteed against defects 
in material and workmanship. Returned goods are accepted on 
authority of the Marion office only. 
SALES AIDS—Arro helps promote sales for distributors by supplying 
a variety of sales literature, displays, and catalogs; by cooperating 
with their salesmen; and by regularly advertising in leading trade 
journals. 
PARTICIPATION—Arro is an active member of leading industrial 
and trade associations. 
This has been our Sales Policy since our birth in 1930. We 
believe that this policy, possible only under the American 
system of free enterprise, has been an important factor in 
our substantial growth. 


ARRO EXPANSION BOLT CO. 


MARION, OHIO 
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Power Auger Bit 


Wood Auger Bit 
Used in Power Units 


This wood auger bit, for use in 
power driven drill presses, rotary and 
pneumatic drills or portable electric 
hand drills includes these features: it 
cannot slip in chucks, its straight shank 
has positive driving flats; center spur 
permits easy locating and centering; 
will drill at any angle; easily sharp- 
ened; drills to any depth; and expands 
the use of } in. electric drills to 1 in. 
capacity. 

Sizes range from 3 in. to 1 in. in 4 
in. increments. Its complete length 
will permit boring clear through 4 x 4, 
and it is acceptable for drilling in 
plastics, fibre, composition boards, etc., 
in addition to all types of hard and 
soft woods. 

Chicago Latrobe, Chicago—Indus- 
trial Distribution, February 1951. 











Packing, Tool 


Packing and Installation Tool 
Insure Foolproof Seal 


\ new packing and packing installa- 
tion tool, both special equipment to a 
unique new method for sealing tube 
sheet closures on heat transfer equip- 
ment for use with corrosive fluid, have 
been introduced by Greene, Tweed 
& Co. 

As well as insuring a foolproof seal 
against all leakage in tube sheet clo- 
sures, the new method of sealing con- 
siderably reduces the high material 
and installation costs encountered on 
conventional seals where bolting or 
threading are involved. 

The packing itself is of molded com- 
position and is available in composi- 
tions that match the service (Neo- 
prene, for instance, for HCL-absorber 
service). 

The special tool developed for in- 
serting this packing consists of two 
screw drives, the tightening of one 
causing the tool to grip the edge of 
the packing, and the tightening of the 








V-BELTS 


WA SNVN VA VS 


“Smoothest running V-Belts we've ever had,” users 


say. ‘“...and they smooth out our production 


problems, too!” 


Smooth running is no accident in Condor Whipcord 
V-Belts. For example, we micro-position the pulling 
section so that it stays in the neutral axis area, where 
engineering practice says it should be. With every belt 
so precision-made, a Condor Multiple V-Belt drive is 


bound to be a smooth running team. 


Bulletin 6868 D, mailed on request, describes all 
advantages to you of Condor Whipcord V-Belts. 


You'll find this same good engineering also in our hose, 
flat belting and conveyor belts. Just phone your R/M 
Distributor. 


a 
RAYBESTOS-MANHATTAN, INC. 

Manufacturers of Mechanical Rubber Products * Rubber Covered Equipment * Radiator Hose * Fan Belts » Brake Linings + Brake 
Blocks * Clutch Facings * Packings * Asbestos Textiles * Powdered Metal Products « Abrasive & Diamond Wheels * Bowling Balls 











ean? CHUCKS 


ARE PRECISE* ACCURATE ¢ DEPENDABLE 


e+ THEY’RE QUALITY! 


products equipped with 
SUPREME BRAND CHUCKS 


can be depended upon! 


Here is a new quality chuck made by a 
manufacturer with an enviable reputation 
for precision manufacturing. Engineering 
skill and manufacturing “know-how” are 
combined to produce this chuck with out- 
standing workmanship. 

It is precise ... it is accurate ... it is depend- 
able...and when you receive tools 
equipped with a SUPREME Brand Chuck 
you can be assured that it is featuring one 
of the best chucks on the market today. 


SS 


THE CHUCK THAT LIVES 


126 


Supreme Products, Inc., 


up TO 


Being a newer product, its name is not as 
well known, but when you study its con- 
struction and exacting workmanship, you 
are aware of a product that is outstanding 
in the field. 


You can assure your trade with confidence 
that SUPREME Brand Chucks give long, 
trouble-free performance... they are 
nothing but the best. 


Watch for them... they're SUPREME. 


BRAND 
SUPREME cnucks 


2222 So. Calumet, Chicago, Illinois 


1TS NAME...SUPREME 
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other driving a cylindrical blade for- 
ward into the annular space where it 
contacts the filler ring and, advancing, 
distends the packing. When the pack- 
ing is in place, the tool is removed and 
the packing, recovering its shape, ex- 
pands in the opening and exerts pres- 
sure radial to the axis of the tube along 
the length of the filler ring. This pres- 
sure produces the seal. 

Greene, Tweed & Co., North 
Wales, Pa.—Industrial Distribution 
February 1951. 














Arc Welders 
Available In 
Three Heavy Duty Sizes 


New Marquette industrial ac are 
welders are available in three sizes, 
200, 300, and 400 ampere capacities. 
They are designed for heavy duty, 
around the clock production welding. 

One of the key construction fea- 
tures of the new 80 Series welders 
is the use of Hipersil Steel trans- 
former cores, which provide 4 greater 
flux carrying capacity, reducing power 
consumption and operating costs. 

Marquette manufactures a com- 
plete line of arc welding equipment 
and accessories, arc welding electrodes, 
oxy-acetylene welding and cutting 
equipment, gas welding rods, battery 
chargers, and towing equipment. 

Marquette Manufacturing Co., 
Minneapolis—Industrial Distribution, 
February 1951. 


Generator Units 


Steam Turbine-Generator Units 
Afford Maximum Economies 


WaA-Series steam turbine-generator 
units, a modern line presently devel- 














POWELL 


The WM. POWELL CO., 2525 Spring. Grove Ave., P. 0. Box 106, Station B, Cincinnati 22, Ohio 
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eauty is 


as beauty does! 


@ The beauty of your catalog is meas- 
ured by its performance. Your catalog has one function 
—to present your products to the buyer in a manner 
which will make him want to buy them. To measure the 
performance of your catalog, ask yourself these questions. 

@ Can the buyer quickly find the exact 
information he needs at the moment he needs it? Is your 
catalog indexed simply? hie wens illustrations directly 
tied in with descriptive copy, prices, and stock numbers? 
Are your products grouped for easy reference? Are the 
illustrations sharp and full of detail? 

® Wisconsin Cuneo Press will make your 
catalog meet these specifications—make your catalog 
perform as beautifully as it looks. Let us discuss this 


service with you. No obligation, of course! 


Write, wire or phone the catalog department 


Wisconsin 
Cuneo Press, Inc. 


239 East Chicago Street, Milwaukee 1, Wisconsin 
DAly 8-5340 


Chicago + Philadelphia + Kokomo New York + San Francisco 


ev, 


+ 
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oped in 500 to 7,500 kw ratings, has 
been announced by Allis-Chalmers. 
These units afford the maximum econ- 
omies that can be realized with steam 
turbine power. 

WASeries are high speed, compact, 
streamlined units. They can operate 
with economical regenerative feed- 
water heating cycles and can also be 
tied in thermodynamically to provide 
a steam power balance where low pres- 
sure process steam is utilized. Gov- 
ernor and regulating characteristics 
provide for paralleling with existing 
units and tie lines. 

Several features include  Allis- 
Chalmers forged rotor and bucket 
wheel discs, time tested chrome steel 
buckets, reliable all labyrinth type 
shaft gland and interstage packing and 
enclosed oil piping above foundation 
in both generator and turbine. 

Allis‘Chalmers Manufacturing Co., 
Milwaukee — Industrial Distribution, 
February 1951. 














Pillow Blocks, 
Flanged Cartridges 


Labyrinth Seal Provides 
Correct Lubricant Amount 


Boston Gear Works is presenting a 
new stock line of self aligning, preci- 
sion ball bearing pillow blocks and 
flanged cartridges in shaft diameters 
from 4 in. to 14 in. 

An exclusive feature is a specially 
designed labyrinth seal which auto- 
matically provides the correct amount 
of lubricant. The lubricant is sealed 
in and dirt and dust are sealed out. 
Seals cannot blow out. 

The chrome alloy ball bearing used 
in these supports has a spherically 
ground outside diameter to permit the 
bearing to align itself in the rigid, 
one piece, precision machined hous- 
ing. The bearing is supported around 
its entire circumference, assuring a 
solid mounting in any position. 

Boston Gear Works, Quincy, Mass. 
—Industrial Distribution, February 
1951. 





This SMOOTH combination 
licks the TOUGHEST sanding jobs 


: 


The ideal disc for ANY and ALL sanding 
operations. They’re flexible, tough, long 


ste & i S I aT 133 0 tw D " lasting, non loading. Cut faster with less 
effort. Remain cool while giving maximum cutting action. They 


4 4 reduce the drudgery of sanding jobs—save time. They have 
A i) rasiv 1) is¢cs amazing flexibility for concave, convex and reverse curve 


sanding. 


os 
High Speed SANDERS 


Ball-bearing construction. Heat treated alloy steel gears. 
Permanent lubrication. Cyclone fan for increased ven- 
tilation. Patented tool spindle lock for changing discs. 3 
Models: No. 1250—9" High Speed Heavy Duty (action 
picture); No. 1267—7"’ High Speed Heavy Duty (illus- 
trated); No. 1265—7" Special. 


Sold only through Authorized SIOUX Distributors 


STANDARD THE Swe WORLD OVER 
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Positive 
dentification 


on Every A 
CCO Registered SLING CHAIN 





e A strong talking point for you in the sale 
of ACCO Registered SLING CHAINS is the 
double-faced identification ring. It is a 
mark of safety for the user. It permits your 
customer to use the sling chain.. safely 

. up to its full capacity. It helps you sell 
sling chains. 

Offer a Selection. ..ACCO Registered 
SLING CHAINS come in a variety of types, 
sizes and materials. You offer your custom- 
ers a selection of the correct sling chain for 
every job from light loads to awkward 
loads weighing tens of tons. 
When you sell AMERICAN CHAIN, you sell 
the best, and the 
line that sells ¢,,, 
the easiest. 


Si ad fora copy of 
log DH-80. It shows 
how to select, use, and 

care for sling chains 


Portiand, San Francisco, Bridgeport, Conn. 


York, Pa., Atlanta, Chicago, Denver, Detroit, 
ACCcO los Angeles, New York, Philadelphia, Pittsburgh, 
A 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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T Slot Cutters 


For Use in Reltool, 
Other Standard Holders 


A recent addition to the Reltool 
line are T slot cutters with straight 
shanks, for use in Reltool and other 
standard holders. Greater side chip 
clearance is a feature of these cutters 
which results in free cutting action 
and less breakage. 

Staggered teeth are undercut and 
conform to the standard dimensions 
recently adopted by the Simplified 
Practice Committee. Reltool T slot 
cutters, both straight and taper shank, 
are available from stock in a full range 
of standard sizes. 

Reltool Corporation, Milwaukee— 
Industrial Distribution, | February 
1951. 














Fork Trucks 


New Line Handles 
3000 to 6000 Lb. Loads 


These fork trucks are designed for 
convenience, maneuverability and 
utility in the handling of 3000 to 
6000 Ib. loads. They feature low 
initial and operating costs, and ease 
of handling. 

A shockless automotive type steer- 
ing wheel is equipped with a steer- 
ing knob to facilitate sharp turning 
and backing into position. ‘The wheel 
is horizontal and is placed at the 
proper height for tireless operation. 

One pedal controls power and 
braking. An interlock cuts off power 
when brake is applied. Levers for 
controlling hoist, tilt, direction of 
travel and acceleration are located 








We specialize in precision pre+ 
forming of Carmet carbide metals 
to any shape for special wear- 
resistance needs, such as dies, 
gage blanks, etc. Let us quote 
on your requirements, 


Carbide Tools _ 


The Allegheny Ludlum line of Carmet Carbide Tools is complete 
—every style, size and grade you may need for any cutting job in 
the shop. If you make your own tools, a full line of blanks is avail- 
able, too—as well as all necessary sizes of A-L Shank Steel. Extensive 
stocks of Carmet standard tools and blanks are carried in A-L 
and Distributor’s warehouses coast to coast, and special tools are 
available to order. @ Just remember, for best performance on 
any application, ase Carmet! 


Say Allegheny Ludlum Steel Corporation 


CARBIDE ALLOYS DIVISION, Detroit 20, Michigan 


W&D 813 


DISTRIBUTORS: Write us about handling CARMET Standard Tools in your territory. 
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AHLBERG BEARINGS 


.. ee THE FAVORITE LINE 





BECAUSE THE Fuut tine! 


Boosting profits is simply a matter 
of making more sales to more 
people. That’s why, when it comes 
to bearings, it pays and pays well, 
year in and year out, to stock the 
Ahlberg line — the full line of ball 
bearings that enables you to render 
anti-friction service for virtually 
every type of machine in every 
branch of industry 

In addition to its completeness 
and outstanding quality the 
Ahlberg line is backed by a proven 


distributor sales and engineering 
assistance program. Sound mer- 
chandising helps, jobber protec- 
tion, obsolescence control, more 
than four decades of experience 
and friendly service, all combine 
to make the Ahlberg franchise one 
of unlimited possibilities. Why 
settle for less? Why wait? Write 
us today and see if there’s an open 
franchise in your area. Ahlberg 
Bearing Company, 3025 West 
47th St., Chicago 32, Illinois. 








BALL BEARINGS - ROLLER BEARINGS + THRUST 
BEARINGS + BALL BEARING HOUSINGS 


AHLBERG 





132 
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conveniently near the operator’s right 
hand. 

Maintenance is simplified. In the 
dash panel are located the hydraulic 
oil reservoir, resistor, controller, brake, 
travel motor steering gear and power 
axle. The hoist and tilt motor and 
hydraulic pump are located directly 
behind the panel on the left side 
of the operator’s compartment. All 
parts are easily accessible. 

Baker Industrial Truck Div., The 
Baker-Raulang Co., Cleveland—In- 
dustrial Distribution, February 1951. 


Grinding Attachment 


Maintains Constant Wheel Speed 
Under Varying Loads 


A new South Bend constant speed 
precision grinder has been developed 
to meet the need for an internal 
grinding attachment having sufficient 
power to maintain a more constant 
wheel speed under varying loads and 
to prevent stalling under compara- 
tively heavy cuts. 

This unit is powered by a standard 
type, constant speed, continuous duty 
¢ hp, 3450 rpm, ac motor. The 
motor is compound belted, through 
an intermediate shaft, to obtain a 
quill spindle speed of 30,000 rpm. 

Four arbors are supplied, the long- 
est permitting a hole 3% in. deep to 
be ground when using a one inch 
wheel. Four grinding wheels for these 
arbors with 4 in. face, 4 in. bore, 
and § in., 3 in., % in., and one in. 
diameters are included. 

South Bend Lathe Works, South 
Bend, Ind.—Industrial Distribution, 
February 1951. 


Safety Goggle 


Designed to Fit 
Smaller Faces 


To accommodate smaller faces, 
American Optical Co. has developed 





Full high-speed 

securely held in 

e top pr 

cutting: The te 

high tem er 
double those of soli 

All teeth av 
clearances 


0 
atures, 


errous mela ‘. 
to sides top and down 
easily replace@- 





Combining solid-tooth thinness with inserted- 
tooth economy, bis saw leaves 4" markably 
smooth finish. n finer teeth, P° ‘ble wit 
this design, it is especially eff utting thi” 
walled sections: Iternate § e and beve 

fitting § lits the chips # j 

cutting: Available with cart 


Simonds also makes 54 
bigh-spee and Tl 
te at pigher sP° 


SAWA 
ND ST 
EEL CO | 
| 
J Branch Offi 
ces in Boston i 


Chica; 
cago, San F 
erg, Sou Frais wad Port 
ctory in M rtland, O 
, Montreal, Q: re. 
’ ue. 


ll] e 
w 


‘ 





Matehless Value: 








the “S00” Panoram Acetate Safety 
Goggle as a companion to their 
larger “600” Panoram. Designed ex 
pressly to fit women or men with 
small features, the goggle has quickly 
replaceable plastic lenses that give 
shatterproof protection and clear, un 
distorted vision. Exceptional comfort 
is provided by a lightweight, attractive 
F plastic frame conforming closely to 
igeeaset + CITE 4 | forehead and face. 
creoeowt ma . 
fol SLI >. Eyvecups combine protection with 
necessary ventilation and have un 
usually wide protective area and an 
extensive visual field laterally for the 
wearer. A floating saddle type bridge 
fits the nose comfortably with goggle 
weight distributed throughout eye 
cups; bridge is movable to prevent 
oe ‘ ; facial resistance. 
Users of this long-time <- American Optical Co., South 
: . : bridge, Mass.—Industrial Distribution, 
leader in the Dixon line °~ Februarv 1951. 
Ms a roster ol 


‘rican industry. [ts 
aoe ican wu myn Mead Punch 
quality and design dis- 
linguish it from others iene Pome 

met ; ’ ‘ Cuts Washers and Gaskets 
frequently yet — Your Market for this Designated the ‘“Centr-O-Punch” 
erly classified as “Boss coupling covers every this hand punch assures quick, accu 
: service where high ot rate, on the job cutting of washers 
Sauce pessentt. einai and gaskets from leather, rubber, can 
F : Pp i vas, felt, soft brass, copper, lead and 
steam, gas, oil, gif, § other light materials. 
butane- propane“and : The punch is self centering. Re 
4 - ceding pointed plunger marks dead 
ethene factnretiand Job hydraulic hoseis used i center when the first (outside) cut 


of Mechanical Rubber Goods ~<~-<—tndoors oroutdoors. | * is made, so that positioning for sec 
; ond cut is accurately established. Ma 

terial is automatically ejected with 

US. Par on ae each cut. There is no clogging of the 


») >. ds 1) N Ve ‘ A‘, +. ys to cause loss of time and eff 


PRODUCERS OF Jhe Quality Line COUPLINGS * NIPPLES * MENDERS + CLAMP: Interchangeable cutters produce any 


‘ ; desired combin: ition of inside and out 
eh - Pe: a ” KING’ “AIR KING’ DIX -LOCK 
os-B0SS DIXON side diameters up to 24 in. Only one 
ILADELPHIA, PA BRANCHES: CHICAG « BIRMI- 7 


punch is required for all diameters, 





type couplings.” 
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ROPE 
FITTINGS 


WIRE ROPE 


Only manufacturer of the complete line— wire 
rope, wire rope fittings and tackle blocks... All 
engineered to the job by Upson-Walton for 
LONGER LIFE and BETTER SERVICE. 


THE UPSON-WALTON COMPANY : Cleveland, Ohio 


New York © Chicago. « Pittsburgh 
INDUSTRIAL DISTRIBUTION © FEBRUARY, 1951 








A 24 pipe cutting 
with 


Your customers 


are sold on this 


RIGSID 


| 
| 
| 
| 


@ It rolls up new customers and rolls right through any pipe with 
least effort, quick almost burrless cuts; factory tested, tracks per- 
fectly. Special thin-blade cutter wheel for extra fast cutting—or 
heavy-duty wheel gives your customers extra-long service—satis- 
faction. Guaranteed warp-proof special malleable housing. Five 
models to 6” pipe; 4-wheel short-handle models for speedy cutting 
in tight places. For sales that stick, for satisfied customers—it pays 


you to sell RIFA1D cutters. 





Cutters are quickly and _ easily 
changed. 

The punch is made of alloy steel, 
manufactured and finished to preci- 
sion standards. The sturdy internal 
spring-and-plunger assembly cannot 
foul up or get out of order. 

Rini Metals Co., Philadelphia—In- 
dustrial Distribution, February 1951. 























Powershear 


Variable Speed Shear 
Provides Continuous Shearing 


According to the manufacturer, this 
Di-Acro Vari-O-Speed powershear of- 


| fers an entirely new theory in the high 


speed production shearing field. Its 
design and rugged construction pro- 
vide full capacity continuous shearing 
within its entire speed range of 30 
tpm to 200 rpm. 

The cutting cycle of this shear can 


| be quickly adjusted to the very fastest 
| speed at which the operator can feed 


<a 


. Work-Saver Pi eTeols . | 


{ 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1951 


the material for any given shearing 
operation. The necessity of engaging 
the clutch for each cutting stroke has 
been entirely eliminated. 
Speed of the shearing stroke for 
both continuous and single cycle op- 
(Continued on page 139) 





HELLER 


NUCUT , FILE 


Beg U.S. Por. OFF 


Here’s why this different 
“wavy tooth” design means 





better filing for 
your customer... 





and more sales for you... 








Cleaner, faster filing for your customer! Filing without clogging, scrap- 
ing or skidding! Filing that leaves a smoother surface! There, briefly, 
you have NUCUT filing. 

No wonder user after user reports NUCUTS remove more metal — 
in less time — with less effort. 

It all goes back to NUCUT’s different “wavy teeth.” A patented 
design, this consists of both coarse teeth and fine teeth — in scientifically 
positioned rows. That’s why a NUCUT both cuts and smooths at every 
stroke. Just as if two files were working instead of one. 

You'll find recommending NUCUT will prove your best bet for 
building file sales. Write. 


HELLER BROTHERS COMPANY 


America’s Oldest File Manufacturer 


Newcomerstown, Ohio 


Ask also about our COMPLETE 
LINE of Swiss Pattern, Vixen Milled 
Curved-Tooth and Rotary Files, 
Rasps, Carpenters’, Machinists’, Tin- 
ners’, Upholsterers’, Bricklayers’, 
Tilesetters’, Blacksmiths’ and Far- 
riers’ Hammers. Also Bricklayers’ 
and Plasterers’ Trowels, Craftmaster 
Scrapers, Chisels, Punches, Mas- 
terenches and other quality tools. 
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Hoist-Alls 


+ + te 


Quik-Lift Electric Hoists 


Safety-Pull Ratchet Lever Hoists . 
Spur-Geared Hoists 

Differential Chain Hoists 

Mighty Midget Pullers 

Load Binders ’ 

1-Beam Trolleys 


Weighs Less Than 10 Ib., 
Pulls Half a Ton 


ONLY $31.00 (500-Ib. Model $21.75) 


Combining light, 9'4-Ib. weight 

with full 1,000 lb. of pull, the new 
Model MP-10 Coffing Mighty Midget 
Puller does many more jobs — opens 
many more sales opportunities for you. 
Like the widely used 500-lb. model, 

the compact MP-10 fits neatly in a tool 
box, hangs lightly on a tool belt. Requires 
only 8'; in. head room. Goes to work anywhere 
. provides the lifting, pulling, holding power 


of many men wherever hooked. 


Ratchet pawl construction holds 
securely in any position — works 
horizontally as well as vertically. 

Two-way handle is either lever or 


high-speed crank. 


Find out more about sales 
possibilities for this lightweight, 
big-capacity puller. Check Coffing’s 
complete line of quality hoists! 


17 models, capacities to 4,000 Ib. 

2 sizes, 2,000 and 4,000 Ib. 

9 models, 1,500- to 30,000-Ib. capacities 
7 models, 2- to 5-ton capacities 

2 sizes, Y2- and 1-ton capacities 

2 sizes, 500- and 1,000-Ib. capacities 
3,000- and 6,000-Ib. sizes 

Capacities up to 10 tons 


For complete information, write Dept. A2MP. 


COFFING HOIST CO. 


DANVILLE, 


ILLINOIS 
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One reason why Victor 

Blades are uniformly excel- 

lent, uniformly approved 

by your customers, is this 

machine that almost thinks. First, it rounds 
the ends of the blades and punches the 
holes in the ends. Then it stamps in the 
brand, sets the teeth for side clearance, 
rolls out the set at the extreme ends for 
snug fit in the frame, and finally bundles 
the blades for heat treatment in Victor's 
molten lead bath. Most important of all, 
even the slightest imperfection or trace of 
dirt ona blade stops the machine cold — 
causes immediate rejection of the imper- 
fect blade. Stress this fact to your custom- 
ers—once they've used Victor they'll be- 
lieve you —come back for more. 


Unbreakable Special Flexible 
Assortment No. 45 — 3 blades 
__. om combination stand-up 
+ display and bin card 
= ie Molyflex Display Card Assort- 


==}, ment No. 166—hold 10 shat- 
Woll Chart — all the facts on 
fi Metal Cutting Booklet — free 
om | 
handling 
month! 
Sreelrite Metal Marking Crayons. 
sales meetings 


| terproof high speed Moly flex 

hacksaw blade selection and 

pocketsized guidebook full 

Notional Advertising—eight leading trade journals 

Complete Line —hand and power blades, frames 
WOW AVAILABLE / 

4 “BLADES OF GOLD” 

V ICTOR mis 


blades 
= use. FREE. 
of information on hacksaw 
hit more than 450,000 important customers every 
and bands. All steels, tempers, pitches and sets 
— sound slide film for distributors’ 
SAW WORKS, INC. Middletown, N. Y., U.S.A. 


Makers\of Hand and Power Hack Saw Blades, 
Frames and Metal Cutting Band Saw Blades 





eration is positively controlled with 
the speed control handle conveniently 
located at the operator’s left. A non- 
repeating positive safety clutch, which 
allows “‘single stroke” operation with 
the shear blade moving at any desired 
speed within the entire range of the 
unit is also incorporated in the ma 
chine. 

O’Neil-Irwin Manufacturing Co., 
Lake City, Minn.—Industrial Distri 
bution, February 1951. 














Separators 


Gives Steam or Air 
Positive Whirling Motion 


Operating on the helico-centrifugal 


principle, these separators have a 
smooth helix that gives the steam or 
air a positive whirling motion, which 
throws unwanted liquids and_ solids 
against the wall of the separator, 
where they run down to a drip pocket. 

According to the manufacturer, the 
separation process takes place with 
virtually no pressure drop. The posi- 
tive action of the separators assures 
that slugs of water will not be car- 
ried into the engine or turbine and 
oil and grease will not spoil work in 
process or gum up pipes. 

The units are made in a variety 
of styles and sizes. Those made of 
high tensile cast iron are for use with 
50, 125 and 250 Ibs. steam, and those 
made of cast carbon steel are for use 
with 150, 300, 400 and 600 Ibs 
ASA Standard. Sizes range from 14 
in. to 24 in. 

The Swartwout Co., Cleveland- 
Industrial Distribution, February 


1951. 


Electric Drills 


Four New Drills 
Introduced by Skilsaw 


Four completely redesigned cle 
tric drills have been introduced by 


Imitation, as the saying goes, is the greatest source of 
flattery. However, there are times when it can also be 
the greatest source of trouble. So, remember when 
buying, stocking or selling screw anchors... 


[fits 


CAN PROVE DANGEROUS! 


The word “Rawlplug” used in connection with Jute Fibre 
Screw Anchors is exclusively the property of The Rawl- 
plug Company, Inc. For forty years it has been secured to 
them by common law and by trademark registry. It is the 
corporate and trade name of the company and specific 
product of their manufacture. 

BE SECURE BY BEING SURE 

Look for the Trade Name 

IWLPLU 


on the Blue Box 














When you use Rawiplugs you are using 
the original and genuine. . . the only screw 
anchor with the features that make them 
worthy of imitation . ..RAWLPLUG! 


ROWLELUGS because of their chemically treated braided jute fibre con- 
struction ... Hold Better ... Last Longer . . . Weigh Less and Hold More! 


They ... Eliminate extra troublesome spotting and layout work. Rawlplugs 
are the only universal anchors which can be used in any material. 


“IF YOU DON'T USE REMLEIUSS . - . THERE'S A SCREW LOOSE SOMEWHERE” 


For further information write Dept. I 


THE RAWLPLUG COMPANY, INC. 


271 CHURCH STREET e NEW YORK 13, N. Y. 


THERE ARE RAWL EXPAN HORS AND MASONRY oei\ 


SOLD THROUGH § ADING HARDWARE ELECTRICAL AND M JPPLY H 
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the finest thing of its kind... 


ANGEL, ,, 


TRADE MARK 


Look at the sales features of these unique stand- 
ardized right-angle bevel gear drives: 


Have the capacity of equipment many times their size and 
weight 
Suitable for manual or power-operated systems 


High load capacity, long service life, and neat appearance in 
a compact design 


Two basic models meet requirements of almost all applications 


Ratios 1:1 and 2:1 in 1/3 hp and 1:1 in 1 hp at 1,800 rpm 
with static torque of 250 and 750 in. lbs. respectively. 


Precision built, and proved in the field. 


PACKAGED ONE TO A BOX... 


CLEARLY MARKED FOR 
EASY STOCKROOM SELECTION 


WE INVITE INQUIRIES 
from interested distributors 
who will carry adequate stock 
to service customers. 


ACCESSORIES CORPORATION 
Note our new address: 1414 CHESTNUT AVENUE, HILLSIDE 5, NEW JERSEY 
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Skilsaw, Inc. The new drills (Mod- 
els 283, 2101, 2103, 2121) range in 
capacity from 4 in. to 7 in. in steel 
and up to 14 in. in hardwood. 

The 4 in. and % in. models are 
heavy duty, high speed drills weigh- 
ing no more than 144 lbs. and meas- 
uring less than 16% in. in length. 
Hligh torque, low speed models are 
available in % in. and 7 in. capacities, 
with comparable advantages in weight 
and length. Speeds run as low as 250 
rpm and as high as 1000 rpm. 

All models have die cast aluminum 
alloy housings, oversized ball bear- 
ings, needle bearings, helical gears 
and geared chucks. Morse taper 
sockets are available in place of the 
geared chucks at no extra cost. 

Skilsaw, Inc., Chicago—Industrial 
Distribution, February 1951. 


Wire Rope Blocks 


Side Plates Embossed 
With Operating Data 


Many features have been added to 
a new line of wire rope blocks, bear- 
ing the trade mark American Crosby 
Blocks. Side plates are embossed to 
show clearly the capacity of the block, 
sheave size, and trade mark. This 
will help to prevent possible overload- 
ing of equipment, and will also make 
reordering easy. 

An identifying number is shown 
on the package of each block. The 
identifying number is said to be a 
great timesaver for all the men who 
handle purchasing, inventory control, 
receiving and stock keeping. This 
single number, carried on all records, 
shows the type of block, sheave size, 
and capacity. 

American Hoist and Derrick Co., 
St. Paul—Industrial Distribution, 
February 1951. 





CARRIED IN 
STOCK FOR 
PROMPT 
SHIPMENT 


Pla 


CARBIDE TIPPED 


MILLING 
CUTTERS 


(18 STYLES—FULL RANGE OF SIZES) 


SUPER TOOL COMPANY 


21650 Hoover Rd., Detroit 13, Michigan * 5210 San Fernando Rd., Glendale 3, Calitornia 
\ 4 . \ 


\ 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1951 





Get TWICE 
or your st 








prong Pe 


Just as the self-starter revolutionized the 
automobile, so Clark Duo-Step Leverage is 


ne value 
trap dollar! 


Here's how DUO-STEP 
doubles drainage capacity 


changing old-fashioned ideas about steam Step 
/ 


trap efficiency. 

Field and laboratory tests prove that Clark 
DUO-STEP Steam Traps more than double 
the drainage capacity of ordinary inverted 
bucket traps. 

Ask your Clark representative for a demon- 
stration on your steam lines—or write us for 


complete information. 


cracks 
orifice 


completely 


THE CLARK MANUFACTURING COMPANY 
1844 East 38th St. e Cleveland 14, Ohio 


The meson tBi line of dependable fluid aauieate 
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Goggle Cleansers 


Handy Dispenser 
Holds Eyeglass Tissues 


Ihe General Electric Co. (Silicones 
Division) and The Silicone Paper 
Co. have entered into the combined 
development of a superior silicone 
treated tissue for cleaning goggles and 
glasses in factories and offices. 

Sheets are interfolded and availabl« 
from a handy wall dispenser. Advan 
tages claimed are larger tissues at a 
lower cost, and a lower cost and sim 
pler, more easily filled dispenser. The 
tissues are sold in sealed cartridges. 

The Silicone Paper Company of 
America, Inc. —JIndustrial Distribu 
tion, February 1951. 














Variable Speed Series 


Incorporates Tandem 
Belt Design 


Six models comprise W orthing- 
ton’s new variable speed transmission 
series, incorporating their tandem belt 
design. Known as the “se Drive, 
the models are rated at 1, & Fs 


»> ! op 





JERRY CARNES 
Nationally Known Dog Trainer 


At his Minneapolis Kingdale Kennels 
Mr. Carnes supervises the training of 
some of the world’s finest sporting 
dogs. He trained the first Black Lab- 
rador female ever to win a dual 
championship: field trial and bench 
show. His success in bringing dogs to 
championship levels typifies the work 
of the true expert. 


@: adi SN ae ye } ? ee “y \ a aie 


The te ote 'V-Belt Sales Policy: 


Lave U1 he EXPERTS 


Training gun dogs or selling V-belts... an amateur Durkee-Atweed Multiple V-Belts 


are 
just can’t match an expert for real results. power 
v : and built for long, hard ousstee. 
That’s why it makes sense to us to look for experts to Iso-Dynamic balanced under full 
‘ ‘ loads for exact, equal length... 
sell the Durkee-Atwood line of quality V-belts, to handle precio, equal tension. 


4 
9 d for 


= Seci, Sici, 








warehousing and distribution on a new, exclusive basis. If 

you understand the V-belt business, why V-belts are bought ice oss eniaenseaaieareios, 
load-bearing body of the belt 
under compression. “High Cord 
Line" design transmits power 
evenly along the sidewall for 


Our offer promises you a new deal in the V-belt busi- less wear . . . longer belt life. 


and how they’re sold, then you’re an expert... and you're 


the man we want to do business with. 


ness, a new approach to V-belt profits. You can get the 


complete story by writing us today for details of our Master 1) U 4 4 E E 
Industrial Distributor Proposal. AT W 0 0 D 


BY PRODUCTS 
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For light, medium or heavy duty ser- 
vice Darnell Casters and Wheels are 
dependable — saving floors, equip- 
ment, money, time and temper. 


ile. 


DARNELL CORP. LTD. 
LONG BEACH 4, CALIFORNIA 


60 WALKER ST. NEW YORK 13, N.Y 
36 N. CLINTON, CHICAGO 6, iLL. 
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10 and 15 hp, and will offer variations 
of 16 to 1, 10 to 1, 9 to 1, 8 tol, 
6 to 1 respectively. At 1725 rpm 
input, the 1 hp unit offers a range 
of 215 to 3450 rpm, while the 15 hp 
unit will vary from 370 to 2220 rpm 
with an input speed of 1750 rpm. 

Due to the tandem belt design, the 
Allspeed Drive is particularly suited 
to applications where space limitations 
require extreme compactness. Upon 
advance specification each of the units 
will be furnished for vertical or hori- 
zontal operation, to run in either 
direction. 

Worthington Pump and Machinery 
Corp., Allspeed Drive Div., Holyoke, 
Mass.—Industrial Distribution, Feb- 
truary 195]. 














Wood Planer 


Handles Stock 
Up to 13 In. by 5 In. 


A 13 in. single surface wood planer 
No. 22-100 handles stock as short 
as 6 in. unbutted, as wide as 13 in., 
as thick as 5 in., and as thin as ¥ in. 
The three knife cutterhead takes 210 
cuts per second, thus giving a smooth 
cut that reduces the amount of sub- 
sequent sanding necessary. All gears, 
pulleys, and belts are totally enclosed. 
The motor is out of the way within 
the base. 

Features claimed to be exclusive 
with the wood planer include: a 
finger tip clutch control that enables 
the operator to stop and start the 
feed instantly, without shutting oft 
the motor; a depth scale that can be 
read from any position; individual 
blade adjustments with a simplified 
measuring device; and solid, stress 
proof steel cutterhead that can be 
removed without taking the machine 
apart. 

Delta Power Tool Div., Rockwell 
Mfg. Co., Milwaukee—Industrial Dis- 
tribution, February 1951. 





Your Imperial Distributor Offers You 
Such Outstanding Tools as These: 


The favorite with men who work ‘with 
tubing. Free Wheeling Ball-Bearing Action 
makes tube cutting, faster, better, easier. 
Roller-type with flare cut-off groove. Ne. 
274-F Hi-Duty Tube Cutter for hard or 
sofe tubing 4” to 1” O.D. Other, models 
for tubing up to 214” O.D. 


Tubing Tool | : ps ROLAIRS 
Headquarters 


CONTROL KNOB 
FOR BURNISHING 


The tool that both Flares 
and Burnishes Tubing. 3 rollers 
ym, B in spreader cone roll out the flare in the air, 
{tubing --- Note that flare is not formed against die 
block. Makes stronger flares—will not score 
' the tubing. No. 355-F flares 1/4”, 5/16”, 
ybing tools + 3/8”, 1/2”, 5/8” O.D. Tubing. 


and leader in IMPERIAL HAND 
TUBE BENDERS 


s alumin 


SS, 


other stee 





INEST in t 


ae s+ 
. re than aye 


He offers the F 
y IMPERIA 


—made® ols for mo 


qubing to 


TUBE WORKING HANDBOOK 


If you work with or connegias * in 
, A pearing ‘ These strong, smooth-operating, calibrated 
P tube benders form neat accurate bends to 
ial papers- a short radius without deforming tubing 
industr gy . . . bend to any angle up to 180°. Open 
3 side type. No. 364-F .. . individual benders 
for each size of tubing from 3/16” to 
3/4” O.D. Also gear-typetube bend- F 


” ” ° 
THE IMPERIAL BRASS MFG. CO. 511 s. Racine Ave., Chicago 7, 1. °° £07 1/2" #0 1-1/8" O.D, tubing. 


In Canada: The Imperial Brass Mfg. Co., 33 Church St., Toronto, Ontario Ss. ‘i 
fecialists in 


(| SS 
TUBE FITTINGS and TUBE WORKING TOOLS \ I 
: Catalog 350 shows a wide range of , 7 
~ sizes, types and styles. Write for copy. 


“Look for the Diomond on every fitting 
and tool you buy” 


i t 
This pdvertiseme” 


Leading 








INDUSTRIAL DISTRIBUTION ¢ FEBRUARY, 1951 


> 








MACHINISTS’ VISES 
STRONG, DURABLE and Hack Saw Frame 


Holds Two Blades 
Of Different Tooth Points 


The manufacturer’s unique and 
practical new Duo-Kut hack saw frame 
is now available. This frame holds 
two 10 in. or 12 in. blades of the 
same length but of different tooth 
points. ‘The sturdy steel frame is de- 
signed especially for electricians and 
plumbers. The blades are held rigid 
and straight by wingnut tighteners 
on square tension studs. 

One side is 1% in. under back, and 
the other is 2% in. under back to 
cutting edge. The frame is turned by 
pressing a release button at the back 
top side of the aluminum handle. The 
frame can be easily turned to any of 
four cutting positions. 

E. C. Atkins and Co., Indianapolis 
—Industrial Distribution, February 
1951. 














Here’s why REED Vises last longer. 


1. Adjustable front end bearing eli- 4. Base of main vise nut is accu- 


: : h hout entire ately milled to limit gauge and fits 
ie cs ieut motion throughout entis into machined V-slot in body. In- 
ife of vise. 


is 
sures perfect alignment, less stress 
and longer wear. Permits easy re- : 
2. Heat-treated, high-carbon steel placement of obsolete malleable nut. Sa 
vise nut for greater strength and perma- . — 
nent use. 5. Corrugated clamp bolt fits in- 
to corrugations in base plate to in- 
3. Heat-treated, high-carbon steel] SUT Positive clamping. 


screw for strength and stiffness 6. Quick, positive provision for 


accurately machined for maximum taking up longitudinal play in the 
bearing surface and long life. main vise nut. 











It pays to sell quality! The exclusive fea- 

tures of REED Machinists’ Vises will help ireRay. 

you build more sales gamer —_ oe Circuit Breakers 

customer loyalty and g -will. Recom- : 

mend them with complete confidence. Multi-breakers Extend 
From 1 Through 20 Circuits 


r, In a vise or pipe tool 
Remember, : PIP “ This line of raintight Multi-break- 


if it’s a REED . . . it’s RIGHT! ers extends from 1 through 20 circuits. 
These devices are Underwriters’ ap- 
proved as raintight (NEMA type 3) 
for outdoor use. The enclosures are 
formed and welded galvannealed steel. 
Conduit hubs are furnished in a 
variety of sizes in the top, and all 
knockouts in the sides, bottom and 
back are below the lowest electrical 
art. 
MANUFACTURING COMPANY a bottom or side hubs are 
ERIE, PENNSYLVANIA, U.S.A. The Multi-breakers are equipped 
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~ This man... 


. BRINGS YOUR 
| | WORLD TO 
YOUR DOOR! 





On 4 A 


“_ 


eqee 
Three billion dollars worth of industrial equipment, 


tools, and supplies is quite an order even today. 

Yet there is a man in these United States who alone 
supplies to you and other customers approximately three 
billion dollars worth of such commodities every year. 


Consider what it would cost in time, trouble and money 
every year for you and other manufacturers to find and 


bring to your plants this enormous quantity of things you 
S m3 use in your business. 
ervicea é | 


is man is an industrial distributor or a specialist in certain industrial items. You 
will find him listed in the classified section of your telephone book—most likely under the 
heading Bars, bronze or Bearings, bronze. If he is the leading distributor, he almost 
certainly is the Bunting Distributor. He carries in stock for your money saving conven- 
ience Bunting Standard Stock Industrial Bearings, Electric Motor Bearings, and Precision 
Bronze Bars—ask him for catalog. 


~Sy, “NS 
—— , 

There are approximately 2,000 Industrial Distributors serving every industrial section 
of the United States. In 1948, their total sales were more than $3,000,000,000. 
They carry an average inventory investment of $500,000,000, turn their stocks over 5 
to 6 times per year, fill 200,000 orders per day, have 12, 9 outside salesmen and 
engineers, 10,000 inside teleph order operate 8,000 trucks delivering 
merchandise on which their average net ¢ probe i is .0292 cones per dollar of sales. 








Bunting 


BRONZE BEARINGS - BUSHINGS ¢ PRECISION BRONZE BARS 


THE BUNTING BRASS & BRONZE CO., TOLEDO 9, OHIO 


Copyright 1950 By The Bunting Brass & Bronze Company, Toledo, Ohio 
No. 1 of a series — As advertised in Factory M t and Mai ¢ Steel * Machinery 
American Machinist « iron Age « Mill and Factory « * Southern Power and Industry * Industrial Distribution 











gelfers AIR-TESTED 
MALLEABLE IRON 


————— UNION S- 


..» featuring the RECESSED BRASS SEAT 


It’s a simple and convenient matter to standardize on Jeffer- 
son Pipe Unions as your source of supply and for your 
customers to do likewise. Regardless of size or type, Jeffer- 
son Unions offer the ‘Recessed Brass Seat”. Throughout 
its entire line high quality is uniform in every “Jefferson.” 
In the “Recessed Brass Seat’ Jefferson provides a metal- 
to-metal, true machined ground joint which can be made 
up without jamming and which is protected against pipe 
ends coming in contact with it should they be screwed 
in too far. Furthermore, free-flow, without obstruction, 
is assured. All these advantages are easily demonstrated. 
Another reason for making “Jefferson” your source of 
supply is that Jefferson also can supply unions with 
ground joint, all-iron seats in all sizes and types. 


Ask for further details 


671 W. 26th St., New York 1, N. Y 


offerson UNION CO. 


9 Green St 
49 Fletcher Ave 


Lockport, N Y 
Lexington 73, Mass 
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with thermalmagnetic operating mech- 
anism which combines the advan- 
tages of both thermal and magnetic 
tripping clements. ‘They give positive 
protection against dangerous ov erloads 
and act instantaneously on “shorts.” 
Useless tripping on harmless mo- 
mentary overloads is eliminated. 
Square D Company, Detroit In 
dustrial Distribution, February 1951. 


Wood Bits 
For Use With Power Tools 
Having Standard %4 In. Chucks 


A new set of high speed wood bits, 
called the Whiz Bits, are specially 
designed for use with power tools 
having standard key type 4 in. chucks. 
It is claimed they will bore end grain, 
side grain, partial holes, through knots, 
and at any angle from 45° to 90° in 
wood, plywood, plastic, etc. 

Whiz Bits are precision made, 
forged from tough molybdenum steel 
and can be sharpened with a flat file. 
They are available in sizes from 3 in. 
to I$ in. in diameter. Extended 
lengths from 6 in. to 60 in. long. 

Herbrand Div., Bingham-Herbrand 
Corp., Fremont, O.—Industrial Dis 
tribution, February 1951. 


Adjustable Wrenches 


Four Wrenches 
Are Precision Built 


Pour new thin, lightweight, finely 
balanced adjustable wrenches are 
made of high alloy steel and are pre- 
cision built to exacting standards. ‘The 
jaws are tapered to permit ready ac- 
cess into close places, yet they are 
wide and deep enough to obtain a 
full bite on either hex or square nuts. 
Fully heat treated with chrome plated 
finish. DA-6 6 in. capacity 3? in., 
DA-S 8 in. capacity § in., DA-10 10 
in. capacity 1% in., DA-12 12 in. 
capacity lis in. 

Owatonna Tool Co., Owatonna, 
Minn.—Industrial Distribution, Feb 
ruary 1951, 





Ni ie W POWER to drive and remove 
i £ WwW nuts up to 54” bolt diameter 
...new STAMINA to stand up 
under hardest usage in truck, bus, body shops 
and all heavy duty industrial applications . . . 
new light weight and balance in this heavy 
duty size . . . SAME hard hitting reversible 
impact mechanism—built oversize that made 
Thor's 3%” “Packy"” an over- 


night favorite with the trade! a 





1951 CATALOG 
NOW READY 


Just off the press — new complete electric tool 
catalog, showing all the new Thor Silver Line 
drills, screwdrivers, nut setters, saws, grinders, 
sanders, polishers, along with the famous Thor 


ELEC TRAC U-100 Hammer and a complete line of Valve 


Shop Tools. Write for your copy today! 


Wwe . ii 
WRENCH [eereeittlittetetters 


Aurora, Illinois 


Factory Branches All Over the World 
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SHAKEPROOF . | _ “ 
THREAD-CUTTING SCREW SHAKEPROOF SPEED NUTS 
we " . ’ 
a, ~~ 
_ 


SHAKEPROOF LOCK WASHERS 


) 


at 
>» SELF -LOCKING NuTs 


SEMS-by SHAKEPROOF 


SHAREPRUOE 


engineered fastenings! 


ELAAMETH 


pivision OF 


ve 
501 North Keeler AVS" 
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Power Auger Bit 


For Boring Wood 
In Electric, Pneumatic Drills 


This power auger bit is for boring 
wood in portable electric, pneumatic 
power drills and drill presses. It can 
be operated at high speeds and pro- 
duces more accurate holes than can 
be obtained with hand augers, with 
less time and effort. 

It is extremely lightweight and very 
free cutting. The bit has a center 
spur which permits even an inexpe- 
rienced user to locate holes with pre- 
cision. Holes can be drilled to any 
desired depth up to a maximum of 
about 44 in. 

Fast, clean holes can be bored in 
hard and soft woods without regard 
to knots and direction of grain. The 
bit is furnished with a hexagon shank 
having six driving flats. This permits 
easy chucking and positive drive in 
all conventional drill chucks. 

Whitman @& Barnes, Plymouth, 
Mich.—Industrial Distribution, Feb- 
ruary 1951. 
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Universal Socket 


Ball Type Universal Sockets 
Have Unusual Design 














Five universal power sockets and a 
universal joint employ a ball type 
coupling said to be superior to the 
customary block type. They are de- 
signed for pneumatic or electric power 
impact wrenches with 4 in. square 
drive, but are equally serviceable on 
adapter equipped @ in. and in. drive 
wrenches. The sockets have 4 in., 
fs in., 2 in., 44 in. and 3 in. hexagon 
openings. 

Claimed features and advantages 
include: ball type sockets operate 
smoothly at all angles and will not 
back off the work; the ball design is 
stronger and will stand more abuse 
than the block type; only one pin is 
required; use of a pin retainer ring 
permits fast replacement of any part; 
all sockets use the same size of driver 
end, spring, pin and pin retainer 
ring; increased wall thickness around 
pin holes prevents wall breakage; nose 
end of socket is tapered or recessed 
to increase clearance; and ball part 
of socket is self cleaning. 

Plomb Tool Co., Los Angeles—In- 
dustrial Distribution, February 1951. 





7 
TIMELY , TIP TO AMERI 


DISTRIBUTORS ! 


Now . .. when the grain and milling industry is 
readying its equipment for the fall harvest... 


made for grain and milling operations. More- 
over, we are launching one of the most intensive 


is the time to sell this big market for American 
Drives. And never before have you had a better 
opportunity to do a bang-up selling job. With 
American equipment you have a complete line 
of power transmission equipment virtually tailor- 


e Big monthly advertisements in magazines your prospects read. 


and helpful programs of sales promotion ever 
offered to power transmission distributors. Reach- 
ing thousands of key grain men in your ferri- 
tory, it will help to make your sales job a lot 
easier. It includes... 


e Direct mail to the men you want to sell. 
e Profit-making ideas for tying-in your own advertising. 
e Convenient selling kits your salesmen will like to use. 


e A special sales meeting to launch this business-building campaign. 
e Personal in-your-territory help by our district managers and 


factory staff when advantageous. 


Look for our representative’s next visit. He'll 
come prepared to give you all the details. 


4218 WISSAHICKON AVENUE, PHILADELPHIA 29, PA. 
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When the buyer reaches 


without looking— 


WHOSE CATALOG COMES DOWN? 


Ilow Loup should a catalog cover be? Maybe you do not care for the 
“shrinking violet” kind. Maybe, on the other hand, you would not choose 
the dazzler—in royal purple and screaming orange—that rattles windows 
in the next block. It is a matter of judgment. We can supply either, if 
you want it. Or anything in between. 

me But we do have some sound ideas about the kind of catalog a buyer will 
keep close to his desk—close enough to pick off the shelf without even looking up. 
It will be easy to use. Up-to-date. Well-organized—orderly. Clearly 
printed. Just the amount of information and picturization that will tell 
him all he wants to know—quickly. In short, the kind of book that will 
help him most in getting through the day’s work safely, speedily, efficiently. 
Other things being equal, that is the kind of catalog that we believe has the 
best chance of being kept at the buyer’s finger-tips. 

Would you like an expert survey made of vour present catalog situation— 
no charge? Would you like our recommendations—to accept or not as you 


see fit, without obligation to you? If so, just drop us a line today. 


RECENTLY DELIVERED DONNELLEY-BUILT CATALOGS: 


ORDER 
(Fourth 





R.R. Donnelley & Sons Company 
Catalog Comprling Department *% 350 East 22nd Street, Chicago 16 


PRINTERS * BINDERS * ENGRAVERS * LITHOGRAPHERS 
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Know the Answers 


to quiz on page 106 





:. 


The packings and applications 
should have been matched this 
way: leather (a) for just about 
any non-caustic, non-acid fluid; 
tubber (d) for low pressures of 
steam, or where moisture is 
present in this steam; cotton 
(c) soft, frictionless fibre, re- 
sistant to water; asbestos (a) 
for high pressure steam etc. and 
flax or jute (b) suitable for use 
as a water packing. 

Jute packings often are substi- 
tute for flax, for the reasons 
given. 

That’s true. 

Four-fifths of all asbestos rod 
packings sold for steam applica- 
tions are of the woven type. 
That's true. 

Twisted goes with (c) can be 
untwisted to fit small stuffing 
boxes; woven goes with (d) 
close knitted fab.ic designed for 
100 Ib-plus steam usage, braided 
(a) softer more flexible than 
other constructions due to 
higher lubrication; and moulded 
(b) method for combining vari- 
ous raw materials into a firm, 
strong packing. 

Rod packings come in all six 
of the forms mentioned. 
That’s true, they are. 

It’s true, vou should want to 
specify both I.D. and O.D. 
That's true. 

Advantages that should have 
been checked include: permit 
greater wear clearances, do not 
require lubrication, and have 
low coefficient of friction. 
That's true. 

That one is false. They should 
be kept in a dry cool place, and 
away from steam. 

That’s true. 

If you were any sort of a good 
packings salesman, you'd ask the 
answers for all four questions. 
You should have rated them 
“A” for chemical plants, paper 
mills, water and sanitation works 
and oil plants; “B’’ for steel 
mills; “C” for breweries and 
flour and grain mills. 

That’s true, and this lubrication 
works its way through the braids, 
particularly under heat, and 
seeps onto the rod, thereby re 
ducing friction to a minimum. 
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SHARPER 


Jewel COATED 
Abrasives 














Advertisements like these are appear- 
ing every month in The Saturday Evening 
Post. They will provide maximum pene- 
tration of buying factors in the industries 
you sell, and they urge buying through 
industrial distributors. 


Abrasive Products, Inc. 
South Braintree 85, Mass. 
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Order Quality Buffalo Bolts in 


HANDY-PACK BOLT CARTONS 


& Jobbers and retailers are both 
singing the praises of Handy-Pack 
...the super-rugged bolt carton. 
No more spilling, mixing and 
sorting of bolts. Next time order 
Buffalo Bolts...get the best in 
bolts...in the world’s best cartons. 





HANDY-PACK @ Same price as ‘ordinary’ bolts in ‘ordinary’ cartons. 


Same carton quantities as always, same method of ordering. 
FEATURES @ Cartons are re-shippable without tying or w rapping. 
@ Covers make durable open drawers for bolt cabinets. 
@ Can be ordered in carload or less-than-carload lots. 


Wrte for circular on quantities and weights of Handy-Pack Cartons. 


Division of Buffalo-Eclipse Corporation 
y North Tonawanda, N. Y. 
Sales Offices in Principal Cities. Export Sales Office: 
Buffalo International Corp., 50 Church Street, New York City 





SURDY 





Teamwork: 
What Does It Mean? 


(Starts on page 78) 





carried the bags some 40 ft. over 
the storage space to a chute. The 
bags then dropped down the chute 
by gravity to the distributing room 


| bench. There the bags were sorted by 
| product, placed on pallets and carted 


by electric lift trucks to the assigned 
storage space. 

Each of the feeder belts is pow- 
ered by a single unit. By using chain 
and sprocket connections, the three 


| sections of the straight line belt, in- 


cluding the lift, are powered from a 
single source. By hanging the motor 
on the platform supporting the top 
of the chute, additional space for stor- 


| age was saved. 


As a result of close checking of 
plans, specifications and building, the 


| installation was made in the minimum 
| time. All the products were obtained 


from stock and put into operation 
without a hitch, realizing the savings 
and efficiency claimed by Mr. Moss. 


The Buyer Looks 
at Business 


Composite Opinion of Purchasing 








| Agents Who Comprise the N.A.P.A. 


Business Survey Committee. 

Ihe President's declaration of na- 
tional emergency, the creation of the 
Office of Defense Mobilization, the 
forecast of price, wage and material 
controls, the program for greatly in- 
creased military requirements and 
speedier conversion of industry to de- 
fense production, revises and, in many 
cases, reverses the trend of industrial 
planning and temporarily adds to the 


| confusion created by the materials 


limitation orders already issued. 

Based on present limitations on ci- 
vilian uses of several strategic mate- 
rials, the majority of Purchasing 


| Agents estimate a general decline in 


production of civilian goods in the 
first quarter of 1951. The fairly high 
output of finished goods will continue 
during January and February as in- 
process inventories will permit a high 
rollout of products for a limited 
period. The real pinch of restrictions 
on the use of materials will be felt in 
March. Even with the proposed ac- 


PRODUCERS OF CIRCLE PRODUCTS — BOLTS * NUTS * RIVETS AND SPECIAL FASTENERS | celeration of defense orders, doubt is 
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Distributors tind 
a ready market 


Tor 
DUTCH 
BRAND 
Masking Tape 


YZ 


Dutch Brand Masking Tape 





Here are a few uses is an important part in manufacturing 
that create popular demand 
for MASKING! | Dutch Brand Masking Tape is essential to industrial 
for HOLDING! manufacturers, as it provides many short cuts and time-saving 
for SEALING! methods for speeding up operations and saving costs. 
for SPLICING, | Industrial Distributors find that it has steady repeat sales. 
for PROTECTING Present stepped-up manufacturing requirements demand tape 


distribution through industrial distributors. Your own 


stock on hand assures the best service to your prospects and 





customers .. . it will pay to inquire about our distributor plan. 











ities- 
cia, to 
Ny fo x 
industri® {Frtoreing = 
epiciNs e ay repentess wher 


het 


VAN CLEEF BROS. [NC. 


ee. siness 
age guia Manvtacturers... Rubber Products... Est. 19910 
pat rt oa CHICAGO 19, U.S.A. 
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Fig. 3670 (weight: about the same as a suitcase) 


a realy Portable utuity pump 


@ Here’s a pump you can sell 
confidence and with profit. It’s 
pumping problems in industry 


to industrial plants in your area— with 
the answer to a hundred miscellaneous 
where portability and self- priming are 


the important requirements. Here are some of the advantages: 


Light weight 


Quick, easy starting 


Self-priming 


High capacities 


High suction lift 
No clogging 


Compact 


No stuffing box 


MEMBER 


Seneca Falls, N. Y. 


Aluminum construction. However, it 
can be furnished in bronze-fitted 
construction with cast-iron casing 
Reliable, quick-starting gasoline 
engine 

After initial prime, pump maintains 
its prime even if discharge and 
suction lines drain back to source 
Up to 58 G.P.M. 

Up to 25 ft. 

Open impeller passes any solids 
that will penetrate strainer 


Close-cupled construction combines 
pump and engine in single compact 
unit. Eliminates coupling and 
assures perfect alignment 


Mechanical seal is self-adjusting 
for wear and requires no lubricating 


For descriptive Bulletin and prices write: Goulds Pumps, Inc., 
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expressed that they can be put into 
production in time to take up the an- 
ticipated slack in March and the early 
part of the second quarter. 

In December, for the first time in 
four months, the decline in produc- 
tion matched the decline in new or- 
ders, a correction considered to be 
somewhat overdue. 

Prices pushed up again following 
the steel cost increase. Industrial pur- 
chased material inventories continue 
to drop at about the same rate as the 
past three months. Employment re 
mains high, Purchasing policy is ex 
tending slightly into the 4+ to 6 
months’ range as buvers, with govern 
ment contracts, are out to cover as far 
ahead as firm delivery commitments 
can be made. 

Purchasing Agents comment that 
present priority ratings are not work 
ing well. The most frequent com 
plaint is on the demands of suppliers 
for ratings on items not on the criti 
cal materials list, and failure to pro 
vide for maintenance, repair and op 
erating supplies. With the step-up in 
military production, a control'ed ma 
terials plan may be necessary 


Commodity Prices 


The steel advance, assisted by the 
threat of controls, inspired another 
wave of price increases in December. 
Ihe rollback of automobile prices to 
December 1 will certainly restrain 
further price advances. What other 
products will be rolled back at the re 
quest of the Government and whether 
December 1 prices are to set a ceiling 
are the current $64.00 question of 
buvers. Escalators that work both 
ways protect the buver with long 
term commitments. ‘The NPA copper 
scrap order, eliminating much of the 
recent conversion activity and turn 
ing scrap back into normal channels, 
is having a depressing effect on the 
outside copper market prices. 


Inventories 


Industrial inventories are at the 
low for the year, and generally out of 
balance. From the amount of expe 
diting being done to keep production 
moving, it seems safe to say that raw 
material stores are below a practicable 
working inventory. Promised speed-up 
of mobilization and the letting of dc 
fense contracts poses another inven 
tory problem for industry. From ex- 
perience, Purchasing Agents know that 
while equipment may be adaptable 
to military production, many sizes, 
types and kinds of materials used in 
civilian production are not suitable for 
military use. 


Employment 


August was the peak month for 








GOT A TOUGH 
DRILLING JOB ? 





~» 





r ~ 
fi 
. 


FH ING 
Fy cs 
STANDARDIZE-to make it easy! 


HANCES are your drilling problems are more down 

to earth than the one Red Shield is tackling here. But 
no matter what you have to drill—iron, steel, brass, cop- 
per, aluminum, plastic—there is a Red Shield Brand Drill 
that will give you the best work at the lowest cost. 

That’s because these drills—like all Shield Brand Tools 
—are Foremost Quality in design, construction, and work- 
manship. You can rely on them for uniform operating 
characteristics and fast, uninterrupted production. 























Industrial Supply Distributors coast to coast stock and 
supply Standard Red Shield Tools. If you have a problem, 
call a Standard Service Man. He brings you the benefit 
of our 69 years’ experience in solving tough metal cutting 
problems. There’s no cost or obligation, of course. 


STAN DARD |OOL (0. CLEVELAND 4, OHIO i %, 


New York + Detroit » Chicago * San Francisco 


THE STANDARD LINE: Drills » Reamers + Taps + Dies » Milling Cutters + End Mills + Hobs - Counterbores + Special Tools 
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HEAVY DUTY 
DRESSER 


for fastest grinding with high- 
speed specially bonded wheels 





Shearing as well as picking action make these Desmond 
Heavy Duty Dressers extra fast in dressing and truing 
rubber and resinoid-bonded wheels. Huntington-type cut- 
ters are set at an angle (an exclusive Desmond feature) 
and spindle is mounted in dust protected ball bearings. 
You can replace the cutters without adjusting the bear- 
ings . .. Pick the right dresser for every job. Ask your 
industrial distributor for the Desmond Dresser Guide— 
handy illustrated wall chart for grinding departments, 
tool cribs, etc. . . . The Desmond-Stephan Manufactur- 
ing Co., Urbana, Ohio 


the only complete line of 
grinding wheel dressing tools 





DRESSERS & CUTTERS 


© 
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new hiring. Since then pay roll 
growth has been small compared to 
previous months. Reports from all 
areas indicate the bottom of the barrel 
of employables is being scraped. New 
draft requirements will take more 
young men out of industry. Replace 
ments may come from housewives, 
older men, and longer working days 
and weeks. 


Buying Policy 


Ihe range of future coverage was 
extended a bit in December, putting 
a few more into the 4- to 6-month 
bracket. Industries holding govern 
ment contracts will cover as far ahead 
as commitments are available. Others 
are keeping within a 3-month range 
for delivery, but are cutting back com 
mitments of noncontrolled purchased 
materials, to balance the quantity that 
can be used with the allowable con 
trolled materials. Industries not yet 
in defense production (and they are 
predominant), are taking a very cau- 
tious view of the future until they 
know what, how much, and when 
they will be required to produce for 
mobilization. 


Specific Commodity Changes 


Steel prices started another twist 
in the inflationary price spiral which 
started in April, gained momentum 
in June, and has carried out to the 
end of the year. 

Principal changes were up: Alcohol, 
automobiles, benzol, cadmium, chemi- 
cals, cornstarch, containers, electrical 
equipment, fertilizer, forgings, beef, 
pork, lamb, iron, lime, machinery, 
mercury, Oils, paint, paper, pulp, rub- 
ber, soap, steel, textiles, tin, zinc 
products. 

Down were Used cars, copper 
scrap (outside market), coal, sugar. 

Continuing hard to get: Aluminum, 
bearings, brass, cellophane, cobalt, 
containers, copper, electrical equip 
ment, lead, nickel, paper, plastics, rub 
ber, tires, zinc. 


Canada 


Canadian production remains high 
and has not taken the dip reported 
in the United States for December. 
New orders are down. Commodity 
prices are keeping pace with the 
United States, except for food. In 
ventories are higher. Employment is 
lower (mostly seasonal). Buying policy 
is of longer range than the States. 
Except for steel, Purchasing Agents 
are not much concerned with ma 
terials controls within Canada. ‘They 
expect, however, that Canada will 
adopt controls similar to those in the 
United States. Anticipate military 
business will soon pick up the lag in 
new orders. 








For thousands of years 
Orientals have known ramie 
as the long-lasting fiber... 





Now... Johns-Manville 
makes ramie fiber into 
the long-lasting packing... 








That’s why NAVALON cuts packing costs 


Ir you NEED A PACKING for recipro- 
cating service that can take punish- 
ment and /ast .. . against fresh or salt 
water, brine, cold oil, and other cold 
liquids... try Navalon. 

Navalon’s long-lasting properties 
are inherited directly from ramie—a 
fiber that has been known for thou- 
sands of years for its strength and its 
rot-resisting qualities. 

Because these long-lasting quali- 
ties of ramie — its high tensile 
strength and its rot-resistance —have 
been retained in Navalon, and be- 
cause of a special Johns-Manville 
process that imparts unique lubricat- 





Johns-Manville 


PACKINGS & GASKETS 
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ing properties, Navalon is consist- 
ently outperforming other packings 
in cold liquid service. In plant after 
plant, Navalon is standing up where 
other packings fail... reducing 
down time...and cutting packing 
costs to the bone! 

If you have a tough packing prob- 
lem, we suggest that you try Navalon. 
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ASP ETS 














Ea die to identify See how the label 
stands out? It’s easy to read—from the top-most 
shelf. Different colors identify different screws; 
bolts, nuts, metals, plating, etc. Saves time! 


Ea die to handle Pheoll products are 
packed in sturdy boxes that won't “bow out” 
when opened or stacked. Covers slip on and off 
with just the right friction grip. Easy to handle, 
pack and ship. No tearing, spilling or loss. 


Ea die to get Prompt, reliable deliv- 
ery through convenient factory warehouses. 
Your Pheoll stocks cover most needs. Depend 
on this one source for a broad range of “in 
demand” fasteners. 


Easier to sell Pheoll products are 

money makers because they’re easy to sell. 

They're fast movers. They repeat because they’re 

made to build your business. Our reputation is 

your guarantee. 
Pre 


{+ 
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Disston & Sons, Inc.), W 
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Specialty & 


A. White (se 
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1e recent Keystoner party in Philadelphia 
H. Gebhart, vice president 


of Henry Disston, and Jack Desmond (Hill-Chase Co 


IS SERVED by Eric 
Federschmidt (Black & Decker Mfg 
Co.) to C. E. Siegfried, general man- 
ager of M. S. Young & Co., Allentown. 


DESSERT 
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BUSINESS is discussed by R. L 
Towles (with pen), The L. A. Benson 
Co., Baltimore, and Fred Bartlett 
(Bunting Brass and Bronze Co.). 








SALES HELP FROM MANUFACTURERS 


Disston Inaugurates 
“Fight Waste” Campaign 


A “Fight Waste” campaign, designed to help both 
industrial distributors and their customers, has been an 
nounced by Henry Disston & Sons, Inc. 

To combat the waste of tools and materials that 
plagues every industrial plant, Disston has provided a kit 
for their industrial distributors to pass on to customers, 
and a special brochure explaining the workings of the 
plan. 

Material in the kit includes posters, foreman’s manuals, 
stickers, and most important, according to Disston’s 
management, individual instruction cards. These cards 
bring the program right down to the man handling the 
tools, and instead of simply exhorting him to fight waste, 
they show him how to do it. 

There is a pocket sized card (4 in. x 6 in.) for each 
tool in the Disston line. It tells how to use the tool, 
what may cause its failure, and what should be done to 
prolong its service life. Thus the campaign is aimed not 
only at top management, but offers a soundly practical 
way for the man on the machine to take part in it 














“FIGHT WASTE” KIT available to distributors from Diss- 


ton includes distributor's manual at top, which explains 
All material is free. Distributors’ customers have onl : : I : P 
plan and how distributors can pass it on to their customers 


to indicate their need as to the number of foreman’s Center is the “Pocket Foreman,” and at bottom one of the 
manuals and the number and types iutomobile stickers. Left and mght are cards which give 
of tool cards advice on the care and maintenance of various tools 

The campaign came about as a re 
sult of Disston’s management’s belief 


that the problem of w asted tools and 
materials in industrial plants will be- CALDER > 
come more acute as shortages, alloca -.. the Dresser Line 


tions, and cutbacks hit the civilian | Tey g Bigger Profits arty Easier Sales 


economy. The hiring of new, unskilled 


workers to increase production and | Lae | RASS S RERRRARAR _ 


replace drafted men will, Disston 

thought, aggravate the problem. : 
Before proceeding, the manufac- | ‘ steel cutters . . . Right and Left hand cueipcaeene — 

turer outlined the campaign to officials for Automatic Tightening. YY 

of N.P.A. in Washington, who ex- 

pressed complete approval of the 

plan. A broad program is under con- 

sideration by the government along 

the same lines to interest other indus- 

tries in the waste prevention idea, 

according to Disston. Government of- 

ficials have expressed the hope that 

this movement will grow to encompass 

all manufacturers of tools, dies, and 

other essential production items. 
“When goods are in short supply,” 

savs Disston’s management, “‘service is 

something which can always be ‘sold’, 

especially when it’s free.” 


BUILT RIGHT—Best materials throughout . . . tool 


distributed \ 
Pew ANA : for smooth handling. 
li H eh NN Bi, Se ae OANA NANAAS 
Billings Provides Posters Also CALDER tine Diamond Dressing Yaor 
se : Be S NN NN XN SAN NN NANANNANAAAQAYA 
. \ 
For Distributors’ Use SI SOLD ONLY THROUGH DISTRIBUTORS 
lhe Billings & Spencer Co. is mak- 3 af KS b. KAXNAY . AN: 
ing available to distributors poster- 


sined copies of advertisements it is ¢ A L 8) 3 . M A | U FA C T U R , | G C Oo. 


currently running in national publica- 2049 North Prince Street . Lancaster, Pennsylvania 
tions. 
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AMERICAN SWISS FILE & TOOL CO., 865 Mt. Prospect Avenue, Newark 4, N. J. 


Cmerican Sais week 


QUALITY PRODUCTS — “American Swiss” Swiss-Pattern 
files are of first quality only, and each individual file is 
guaranteed to be perfect in every respect. 


COMPLETE LINE—You can offer a complete line of 3000 
different shapes, cuts and sizes. Whenever your customer 
has to do accurate, intricate or finishing work, he can find 
the right file in the “American Swiss” line. 


WIDESPREAD DEMAND— Machinists, tool and die makers 
and other Swiss-Pattern file users are sold on “American 
Swiss”. For 48 years we’ve supplied them with fast-cutting, 
long-wearing top-quality tools. 


PROMPT SHIPMENT—Large factory stocks are maintained 
at all times. Your orders are filled and shipped quickly. 


CONSISTENT ADVERTISING—Your market keeps grow- 
ing because of our continuing campaign in the industrial 
magazines read most by Swiss-Pattern file users. 


DEALER COOPERATION—We offer 100% dealer cooper- 
ation on every sale, and stand squarely back of our 
guarantees. 


You can count on every one of these six important planks 
in our dealer platform. They'll help build volume and 
profits for you when you sell “American Swiss” Swiss- 
Pattern files. 


Also American-Pattern Files, Milled Curved Tooth Files, 
Rotary Files and Burs, and Mechanics’ Hand Tools. 


AS-163 


The advertising campaign is built 
around a safety theme, stressing the 
use of “the right tool for the job”. 
Distributors will be able to distribute 
these advertisements to their custom- 
ers for posting in plants, as a help to 
safety and educational departments of 
manufacturing concerns. 

Small, two color reproductions of 
the advertisements are available to dis- 
tributors in pads of stamps, for use 
on letterheads, invoices, statements, 
etc. 


CHAIN AND SPROCKET CATA- 
LOG-—Catalog No. A418 covers Jef- 
frey’s complete line of chains and 
sprockets for both new and replace- 
ment service on elevating and convey- 
ing equipment, and for drives. 
Twenty-two types of malleable, steel 
and alloy chains, as well as many 
types designed for special requirements 
are shown and described in detail. 
Particular emphasis is given to drive 
chains with all necessary information 
to simplify selection.—The Jeffrey 
Manufacturing Co., Columbus, O. 





WEATHERHEAD 
“Kewsalble 


STEEL HOSE ENDS 
and INDUSTRIAL HOSE 














HOSE .CATALOG-—A revised and 
more complete edition of The 
Weatherhead Reusable Steel Hose 
Ends and Industrial Hose Catalog is 


| available. This catalog H-1451-A te- 


places H-1451. The improved edition 


| covers additional sizes of Weatherhead 


hose couplings in the medium, me- 


| dium high and high pressure types. 
| Also included is complete technical 


information regarding Weatherhead 
S.A.E. 37° and 45° flare adapters.— 
The Weatherhead Co., Cleveland. 


WIRE ROPE CATALOG-This cat- 
alog on wire rope for excavating equip- 
ment lists actual recommendations 
for specified usages. Included is a 
wire rope code which, according to the 
manufacturer, has not before been 
published.—John A. Roebling’s Sons 


SWISS PATTERN FILES 
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Co., Trenton, N. J. 





Universal 
Bronze 
Bars 


OHNSON UNIVERSAL BRONZE BARS can 
be cut easily and quickly to bearing size . . .“just 
what the doctor ordered” for every maintenance 
department and all machine shops. These bars are 
completely machined, inside diameters, outside diameters and 
ends, entirely usable from end to end. They save on metal and’ 
machining time. Have your customers order by bearing size. Cored’ 


bars range from 1” to 734” inside diameters, 1” to 10” outside: 


diameters. Solid bars from 5g” to 8” diameters. Make sure you have 


complete size range in stock ... to serve your customers’ needs.) 


OHNSON BABBITT METAL is almost as 
big an “every customer” need. It is used in 
many industrial applications, and in automo- 
tive maintenance and repair shops. Johnson 
Quality Babbitt should be stocked in both Lead Base and Tin Base 
metals. Lead Base Babbitt is recommended for general industrial 
applications and gives excellent results in regard to wear and low 
coefficient of friction. Tin Base Babbitt is used extensively in the 
automotive field, and fills many industrial requirements be- 


cause of its high load carrying capacity at elevated temperatures, 


535 SOUTH MILL STREET © NEW CASTLE, PA. 
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Kester Flux- 

Core Solder; an old, 

reliable product in a new, mod- 
ern, easier to sell spool and package. 


Your customers know that rejects are elimi- 
nated when the correct solder for the job is 
used. Kester makes over 100,000 different types 
and sizes of Flue-Core Solders. 


Faster 


Kester is faster to use. Maintenance men pre- 
fer it and production solderers are more satis- 
fied; assembly lines speed up and output is in- 


creased. 


KESTER SOLDER COMPANY 
4201 Wrightwood Ave., Chicago 39, Ill. 


Newark, N. J Brantford, Can. Vom 
aa 
Send for free manual: We 


SOLDER and Soldering 
Technique” 


oo KESTER 
— eg 


, | 
Standard for Industry since 1899 \ | 
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BELTING BULLETIN—-The manu- 
facturer has made available a concise, 
technical bulletin on flat transmission 
belting as an aid in selecting the 
right transmission belt to meet indi- 
vidual problems. The bulletin, Form 
#3678, includes complete formulae, 
charts and tables for proper selection 
of transmission belting —Thermoid 
Company, Trenton, N. J. 


KEYWAY BROACH MANUAL— 
Designed primarily for salesmen, the 
Minute Man Keyway Broach Manual 
gives information on the company’s 
products, sales helps and hints. Com- 
pany policy and other pertinent infor- 
mation is included.—The du Mont 
Corporation, Greenfield, Mass. 


VALVE CATALOG — A condensed 
catalog, Bulletin #299, describes a 
cross section of Cash-Acme’s entire 
line of values. Two completely new 
valves are included, an automatic re- 
seating relief valve and a large size 
pressure reducing and _ regulating 
valve. A great many changes in con- 
struction are included in the printed 
matter of the bulletin. The last page 
outlines steps necessary to order pres- 
sure reducing and regulating valves.— 
A. W. Cash Valve Mfg. Corp., De- 
catur, Ill. 


WATER HEATER-The new all steel 
Swartwout Junior Feed Water Heater 
for preheating feed water supply in 
small power plants of 300 hp or less is 
described in a two page bulletin, 
S-201-A. Printed in two colors and 
illustrated with photographs, a cut- 
away view of the unit and dimensional 
diagrams, the bulletin also lists speci- 
fications and shipping weights——The 
Swartwout Co., Cleveland. 


CONVEYOR AND ELEVATOR 
BELTING—Thermoid Co. has _re- 
cently published a 16 page information 
bulletin covering all types of conveyor 
and elevator belting. It contains a dis- 
cussion of each of the various types of 
belting and suggestions for their appli- 
cation. It is complete with the neces- 
sary tables, charts, and formulae for 
the selection of the right type of belt 
for the application. This bulletin 
should be of particular interest to en- 
gineers and operating personnel inter- 
ested in the selection of conveyor 
belts—Thermoid Co., Trenton, N. J. 


CONVEYOR AND ELEVATOR 
BELTS—A 26 page catalog section 
features illustrations which portray in 
detail all major parts used in construc- 
tion of Goodrich’s line of conveyor 
and elevator belts. The publication 
describes all belt features, explains why 
increased service life with decreased 





Easy way to a 


E'SALE 
Rian Stanley 
SS Door-Hanging “Trio” 








GA-156 T5 or T6 \ 
SASH and DOOR HINGE BUTT DOOR and JAMB 
HOLDER ROUTER TEMPLET 














@ There are hundreds of good prospects for this Stanley 3-way combi- 

, nation. Carpenters, building contractors—anybody who hangs doors 
Dot ; by - can benefit from using these three tools. Their special advantage to you 
P is that, nine times out of ten, when you sell one, you sell all three. 


A Stanley HB8 Hinge Butt Router mortises at least 6 times faster 
than by hand. Leaves a flat surface that gives a solid foundation for 
Stanley round corner hinges and a perfect fit every time. T5 or T6 
Door and Jamb Templets handle doors 134” to 2” thick, and provide 
for either 2 or 3 hinges. GA-156 Sash and Door Holder solves problem 
of holding door firmly. Eliminates makeshift, stationary sawhorse 
set-ups. 
baie These products are currently being advertised in building and wood- 
6” SAFETY SAW working magazines telling potential users to see you. Make sure 
— you're ready to cash in on this business. Stock up now. For sample of 

descriptive literature and information on direct mail pieces, write 
Stanley Electric Tools, 516 Myrtle St., New Britain, Conn. 


—they’re natural “sellers” for better, easier 
door hanging. 





L STANLEY |] 


Reg. U.S. Pat. Off. 





HARDWARE + TOOLS + ELECTRIC TOOLS + STEEL STRAPPING + STEEL 
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Sell this simple 


Makes money for you! Saves 
money for your customers! 


Reeves Vari-Speed Jr. converts a constant speed motor to a 
variable speed drive. Easily applied to standard motor. A mere 
turn of a handwheel—while the machine is running—delivers 
accurate, positive speed changes within 234:1 range. Improves 
quantity and quality of production; saves money for the user! 

Extremely simple—only two facing cone-shaped discs, one 
sliding laterally under spring tension. Uses standard V-belt and 
driven pulley. In sizes from 4% to 1% hp. Sliding motor base 


furnished if desired, or customer can easily build. 


National Advertising Helps You Sell 


Reeves Vari-Speed Jr. needs no introduction to your customers— 
is nationally advertised in magazines they regularly read. Low 
price—only $7.50 and up—makes sales easier. Write today for prof- 


itable distributor proposition, plus complete kit of free sales aids. 


REEVES PULLEY COMPANY 
Dept. 44-1, Columbus, Indiana 


Recognized Leader in the Specialized Field of Speed Control Engineering 
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maintenance are made possible by the 
construction, and tells the function 
which each part of the belt performs. 

The products described are conveyor 
and elevator belts, Cord conveyor 
belts, material conveyor belts, hot ma- 
terial conveyor belts, oil service con- 
vevor belts, package conveyor belts, 
food handling conveyor belts, grain 
conveyor and elevator belts, industrial 
elevator belts and special conveyor 
belt constructions —The B. F. Good- 
rich Co., Akron. 


MACHINIST’S VISE — The new 
Dodge Slide-Set Vise is described and 
illustrated in detail in Bulletin A-601. 
Photographs show, in three steps, how 
the fast slide action engages and grips 
the work. Advantages claimed for the 
vise in the bulletin include: solid steel 
screw, full continuous thread; ‘“‘no- 
pinch” handle, hardened replaceable 
jaws; heavy semi steel castings; bronze 
alloy nut; hardened steel pawl; and 


| hardened steel rack. 


The jaw slides to any position, open 
or closed, in one second. No handle 
spinning is required.—Dodge Manu- 
facturing Corp., Mishawaka, Ind. 














AIR COMPRESSOR CATALOG— 
This catalog describes and illustrates 
all Wayne compressor units. All have 
been recently improved, and the 3 and 
5 hp units are entirely redesigned and 
completely different from units of the 
same size formerly listed by Wayne. 
According to the catalog, the units are 
much more rugged, and extensive tests 
proved them to have unusually high 
efficiency. It is claimed that these 
units will produce a large volume of 
air at the desired pressure with very 
low current cost—The Wayne Pump 
Co., Fort Wayne, Ind. 


OILER CATALOG—The 1951 Ey- 
non-Dakin catalog describes their 
oilers, oil caps, vents and special tube 
forms. Included in the catalog are 





(Advertisement) 


Grinding Wheel Knowledge 
Aids Distributor 


SIMONDS ABRASIVE COMPANY 
OFFERS SPECIAL INFORMATION 
FOR BETTER SERVICE TO 
DEFENSE INDUSTRIES 


Priorities Bulletin issued 
to Distributors 


A SPOKESMAN fer Simonds Abrasive 
Company, one of the country’s lead- 
ing grinding wheel manufacturers, an- 
nounced recently that the company 
will continue its long time policy of 
close relationship with distributors 
throughout the period of national 
emergency. A variety of sales aids 
aimed at helping distributors serve de- 
fense industries more efficiently are 
now being planned. 

One of these is a Market Applica- 
tion Chart listing the various types of 
grinding wheels used by specific in- 
dustries. Designed primarily to help 
the distributor make his wheel stocks 
conform to actual or anticipated cus- 
tomer needs, this chart also suggests 
possible areas of additional business 
for distributors within their own lo- 
calities. The chart also includes speci- 
fications enabling the distributor to 
order the various types of wheels he 
needs for his customer’s requirements. 





More production . . . ground faster. That’s 
why the foreman is so well pleased with 
himself . . . and with the rugged, stand-up 


dss. « - Also included in the company’s 
performance of Simonds Abrasive Com- _— 


service to its distributors is a sales 
training program for distributors’ 
salesmen. A novel and effective visual 
training technique is employed by 
utilizing a black magic display board. 
It is well adapted for use in distribu- 
Bulletin ESA 62 describes Simonds tors’ regular sales meetings held in 


pany resinoid bonded grinding wheels... 
real money savers on production operations 
. and part of a complete line including 
grinding wheels, mounted wheels and 
points, segments and abrasive grains. 


Abrasive Company resinoid bonded wheels. their place of business. This program 
Let’s send it to you, together with full in- is also conducted in expanded form 
formation on our complete line and the in 3-day special courses periodically 
name of your nearest Simonds distributor. held at the company’s factory at 
Write for them today. Philadelphia. 


As an added service to its distribu- 
tors the Company is issuing priorities 
re) N 'p) S bulletins as needed to interpret the 
Sli M rapidly changing developments of pri- 
ABRASIVE CO.) orities and government regulations as 
— they specifically affect grinding wheels 
. e ° ° 
grinding wheels and abrasive grains. 


The advertisement shown here is 
typical of Simonds Abrasive Com- 


“ ae pany’s powerful new advertising cam- 
RASIV MPANY, PHILADELPHIA 37, PA. DISTRIBUTORS IN PRINCIPAL ITIES ies . “11: 
— paign carrying 9 million sales messages 


Division of Simonds Saw and Steel Co., Fitchburg, Mass. Other Simonds Companies: Simonds Steel Mills, Lock- to users of grinding wheels and abra- 
port, N. Y., Simonds Canada Saw Co., Ltd., Montreal, Que. and Simonds Canada Abrasive Co. Ltd, Arvida,Que. | sives throughout 1951. 
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1S ONE OF | 
MANAGEMENT’S 
CHIEF CONCERN 





SELLING 


Ved 
SAFETY MEANS 


| torque tests in inch pounds, angle of 





ANAGEMENT directs its attention 

more and more to safety for employees. 
They leave the door wide open to you to 
help them in this important step. 

You can give them everything required in 
safety apparel with the Industrial line. You 
can give them the right kind of protection 
against every hazard and make excellent 
money in doing it. 

Each Industrial article is correct in every 
detail for its particular job. Each was de- 
signed and styled by experts who knew best 
how to combine durability, comfort, and 
full protection. 

Here is a source of supply that you can 
depend upon—here are sellers that are pur- 
chased in all seasons—here is a line that will 
make customers for you and establish con- 
tinuous sales outlets. 


@ FINGER GUARDS are lead off items that 
get quick attention from management 
and open the way for introducing In- 
dustrial’s complete line. Made in 3 
sizes and in a variety of materials. 


descriptions, drawings, sizes and speci- 
fications of patented Hy-Car caps, lid 
type caps, right angle lid oilers, Hy-Car 
cap oilers, lid type oilers, special oil 
tubes and tube forms, and standard 
oilers in stock—Eynon-Dakin Co., 


| Detroit. 


UNIVERSAL JOINT CATALOG— 
The 1951 Curtis universal joint cata- 
log, Cl, is now available. Features of 
the catalog include: how to select uni- 
versal joints; accurate graphs on static 


operation efficiency curves, and fric- 


| tional heat loss curves; dynometer 


GLOVES * MITTENS 

HAND GUARDS 

ARM PROTECTORS 

LEGGINGS * SPATS » SHINGUARDS 
APRONS * COATS * PANTS 


Safeguards furnished in your 


> 


required materials 


GLOVES COMPANY 


1943 Garfield Street, Danville, Illinois 
(in Canada: Safety Supply Co., Toronto) 
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tests; assembly and disassembly in- 
structions; and engineering data, 
weights, specifications, and dimen- 
sions.—Curtis Universal Joint Co., 
Inc., Springfield, Mass. 


INDUCTION MOTORS BULLE- 
TIN—Construction features of Allis- 
Chalmers’ large two pole squirrel cage 
induction motors are given in a new 
bulletin. A cross section view of a 
typical normal torque, low starting cur- 
rent motor shows the construction of 
stator winding, bearings, ventilation, 
squirrel cage winding, rotor, stator, and 
bearing brackets. This is supplemented 
by additional photographs of motors 
and motor parts. 

The construction features described 
in the bulletin are available in Allis- 
Chalmers standard 40 C rise continu- 
ous rated, two pole, 60 cycle, 3600 
rpm, bracket bearing, squirrel cage 
motors for direct connected drives in 
all ratings 900 hp and larger—Allis- 
Chalmers Manufacturing Co., Mil- 
waukee. 


SCREW CATALOG—Completely up 
to date, Continental Screw’s 1951 
catalog contains the ASA _ B18.6 
Standards now in effect. It also con- 
tains two exclusive features of special 
importance and convenience to all 
users of fasteners. (1) Every table of 
“Head Dimensions” lists both slotted 
heads and Phillips recessed heads. (2) 
The “Tapping Screw” section includes 
the only existing tabulation in which 
all tapping screw information is con- 
veniently compiled in one place, 
thereby eliminating the tedious in- 
convenience of searching for this in- 
formation in widely separated tables. 

The 100 page catalog is printed in 
two colors, and profusely illustrated 
with halftones, sketches and diagrams. 
The plastic binding permits pages to 
lie flat when the catalog is opened, 
and for easy reference the index is 
printed on the inside of the front 
cover.—Continental Screw Co., New 
Bedford, Mass. 


ALLOYS AND FLUXEFS—“Buyers 









































SHINYLAND , 


MILLED STUDS 


Distributors find it pays to stock Shinyland studs 
because of the large and increasing demand for 
this quality product. 


Shinylands of the usual Ferry Cap high quality are £ imply < pecify 
furnished to regular milled stud standards with this 
additional feature — the land between threads a et : NYL AN DS 


shiny, bright, mirror-finish. 
y ght, mirror-finis with land between threads, 


Shinylands are sold in standard catalog sizes in shiny, bright, mirror-finish 
attractively labeled packages and in bulk: sizes, 
%” dia. and under. 


How’s your stock of Shinylands? 


The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD ’ * CLEVELAND 13, GHIO 


CAP AND SET SCREWS + CONNECTING ROD BOLTS + MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS + HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS * VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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wow Guide to the Complete Line of All- 
- eN State Alloys and Fluxes for Welding, 
on Brazing, ‘Soldering, Cutting, Tin- 
ning” tells everything a buyer needs 
to know to select the particular alloys 
and fluxes that best meet his needs. 
The material is organized and cross 
referenced. 
The formula, as outlined in the 
booklet, is: “Having a certain kind of 
g metal to work on, you find it in the 
first column, which points out the All- 
G Oo L D & a State products recommended to you. 
In the next column your choice is 
e/ narrowed by whether you are going to 
use torch, arc or soldering iron. From 
this point on, guided by working tem- 


f : peratures, strength and comments re- 
sells fast. The colorful blue package 1s easily lated to your specific problem, you can 


A top quality Acid Core Solder that really 


seen and recocuized. Chemical analysis of readily select the rod that meets your 

: -h requgements most exactly.—AllLState 
solder prominently displayed. Listed by Welding Alloys Co., Inc., White 
Underwriters’ Laboratories, Inc. Plains, N. Y. 


Federated Gardiner brand solders come in 





all sizes and compositions. 


Stock them and you'll sell them. NEW LINES 


aerial Weéiels | taken on by 
” VO a a DISTRIBUTORS 


AMERICAN SMELTING AND REFINING COMPANY 
WHITING, INDIANA (CHICAGO) 

ae . . New distributors announced for grip- 

per wire slings of The Cambridge 


Wire Cloth Co.: 


e Manufacturers Supply Co. 
Grand Rapids, Mich 
e@ James McGraw, Inc 
Richmond, Va 
e The Langley Co 
Cambridge, Mass 
e The Engineered Equip Co. 
Chicago, III. 
e Virkler & Son, A. H 
Phila., Pa. 
e Green-Penny Co 
Los Angeles, Calif 
e Charles A. Templeton, Inc. 
Waterbury, Conn. 
e Industrial Machinery, Inc. 
New Orleans, La 
e Materials Handling Equip. Inc. 
L-R FLEXIBLE COUPLINGS Cedar Rapids, Iowa 
e Central Rubber & Supply Co. 
They effectively correct misalignment of equipment without Indianapolis, Ind 
vibration, surge, or backlash. Free-floating load cushions are ¢ Ferdon Equipment Co 
suspended between strong metal jaws. Cushions for every Hillsdale, N. J. 


; : Harris Pump & Supply Co. has been 
Cay —t0 to 2500 H.P. No shut-downs for changing. No appointed distributors for The Wel- 
lubrication. 


don Tool Co., handling end mills, 
end mill holders, form tools, cams 
and special tools 








| 
Get Complete Lovejoy Catalog and Quick-Finding | 
Selector Charts. 


| Bethlehem Supply Co. has been 
LOVEJOY 383 4):182 COUPLING CO. named distributors of Tube-Turn 


t welding fittings and flanges. 
5079 W. Lake Street Chicago 44, Illinois . ‘ : ; 
Also mfrs. of Lovejoy Universal Joints and Lovejoy Variable Speed Transmissions | The Volland Electric Equipment Co., 
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Every MFD' Gets 


100" /ROTEC 


7 


MFD Salesman 


Arricte II of the Morse Code 

(above) guarantees no “‘short-circuiting” 

of any MFD*. And that’s just one of the many sheets 

of armor plate with which Morse protects its distrib- 

utors . . . right down the line to world-recognized 

quality, complete line, unmatched engineering service, 
and the “best possible deliveries.” 


Stop, look, and listen to them all! And when all is 
said and done, you'll see it’s Morse that does the most 
for distributors. 


Ask any MFD* Salesman (the busiest man in town). 


“MFD—-, morse- 


Franchised Distributor 
(Under the Morse Code) 


MORSE TWIST DRILL & MACHINE CO. 
NEW BEDFORD, MASS. 


(Division of Van Norman Co.) 
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Discover How “ 


More than one skeptical jobber has seen the light — for 


99 


e20- Seat. 


HOSE CLAMPS 


Inc. of Buffalo, N. Y., has been 
named a dealer for Allis-Chalmers 
motors, controls and transformers 
in Erie and Niagara counties in 
New York state. 


Bethlehem Supply Co. of California 
have been named distributors of 
Tube-Turn welding fittings and 
flanges. 


The R. E. Burmeister Electric Co., 
Minneapolis, Minn., has been 
named a dealer for Allis-Chalmers 
transformers in Minnesota, North 
Dakota, in South Dakota east of the 
Missouri River and in western Wis- 
consin bounded on the east by and 
including La Crosse, Trempealeau, 
Eau Claire, Chippewa, Rusk, Saw- 
yer, Washburn, and Burnett coun- 
ties. 


Morgans, Inc., of Savannah, Ga., has 
been named distributor to marine 
paints for International Paint Co. 


Balzer Machinery Co. of Portland, 
Ore. has been named a distributor 


for merchandize products of the 
conveyor and process equipment di- 
vision of the Chain Belt Co. of 
Milwaukee. Products of the divi- 
sion include belt conveyor idlers, 


here is a superior hose clamp whose four basic sizes fit 
practically all ordinary requirements — an engineered hose 
clamp which appeals to the reason and pocketbook ot the 
customer with these advantages — 


WORM 


Z DRIVE 
Aero-Seals are self-locking and vibra- 
tion-proof, have extra long take-up 
and are available in both slotted and 
wing-nut type of worm-drive. 


EASY TO 
INSTALL 


You can install an 
Aero-Seal with one 
hand if you want to 
— and fast! They're self-feeding once 
the clamp-end engages with the 
worm. No loose parts to drop. 


« UNIFORM 
CLAMPING 


+ + 


True tangential take-up and curved 
saddle form provide absolutely uni- 
form clamping action around 360°, 
leak-proof, ideal for thin-walled tubes 


USE AGAIN 
and AGAIN 


Nine lives is noth- 

ing for Aero-Seals. 

They're ready to go 
back to work after plenty of hose 
changes. Also available in. stainless 
steel for marine use. 


Put an Aero-Seal in a customer's hands and he’ll 
buy it — it’s a precision job of engineering applied 
to a simple, everyday problem. No ordinary hose 
clamp can match its advantages. 





FREE SAMPLE: 


NAME 


Please send free sample by | 
return mail without obligation. 





COMPANY 





ADDRESS 





BREEZE CORPORATIONS, INC. 


33 South Sixth Street, Newark 7, N. J 


INDUSTRIAL DISTRIBUTION 
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conveyor accessories, trippers and 
flat sprav nozzles. 


Union Industrial Corp., Carlsbad, 
N. M., has been named a dealer for 
Allis-Chalmers motors, controls, 
pumps and Texrope equipment in 
Eddy. Lea and Chaves counties in 
New Mexico. 


Bitco, Inc., of Wallace, Idaho has 
been named a distributor for mer- 
chandise products of the chain and 
transmission, Baldwin Duckworth 
and the conveyor and process equip- 
ment divisions of Chain Belt Co. of 
Milwaukee. 


The Miami Armature Works, Miami, 
Okla., has been named a certified 
service shop for Allis-Chalmers mo- 
tors and controls in six northeastern 
Oklahoma and in two southeastern 
Kansas counties. 


Following are distributors recently ap- 
pointed to handle Rust-Oleum rust 
preventives: 

e Thompson Gordon, Ltd. 
Hamilton, Can. 

e Gould Equipment Co. 
Portland, Me. 

e Berg Supply Co. 
Willmar, Minn. 

e The Congdon & Carpenter Co. 
Providence, R. I. 

e L. L. Ensworth & Son, Inc. 
Hartford, Conn. 





ARMSTRONG 
AZ 


ARMSTRONG TOOL HOLDERS 


ARE AN INDUSTRIAL DISTRIBUTORS 
SUCCESS STORY 


Few, if any, industrial products have ever at- 
tained the wide distribution of ARMSTRONG 
TOOL HOLDERS which are used by over 96% 
of the Machine Shops and Tool Rooms; are the 
standard tools the world over, wherever metal is 
machined. This tremendous selling accomplish- 
ment is a tribute to the capabilities of the na- 
tion’s Industrial Distributors and their salesmen, 
for ARMSTRONG TOOL HOLDERS have always 
been sold through Industrial Distributors. 

ARMSTRONG TOOL HOLDERS and TOOLS 
provide a continuous source of sales and profits 
to those distributors who go after this ever-pres- 
ent business—who capitalize on this universal 
preference of ARMSTRONG Quality and cata- 
log, stock and sell ARMSTRONG Lines “Across- 
the-Board.” 














ARMSTRONG BROS. TOOL CO. 


“THE TOOL HOLDER PEOPLE” 
5205 W. ARMSTRONG AVE. CHICAGO 30, ILL. 
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FROM THE 


ww FILES 


25 YEARS AGO 
A report of the textile division of 
the American Society of Mechanical 
Engineers pointed out that the cost 
of power is the third largest item of 
P manufacturing expense, and that 
among recent features in power devel- 
“ALLIGATOR” “CARSON”-“NEWTON” opment at mills was “an extended 
SWISS PATTERN AMERICAN PATTERNS application of the individual motor 

drive.” 

TOR YOUR FILE ORDERS “Work Your Catalogue Harder’, an 
editorial, suggested the catalogue was 
Carson Newton Distributors can be sure that they have a part of the sales organization as much 


the right file for any job their trade may have, that it will as any individual salesman, and ought 


give satisfaction and bring repeat business. to be made to “earn its keep. 
Manufacturers’ applications for as- 
Today our plant is at top speed serving AMERICA. sociate membership in the National 
Perhaps we can serve you. Supply & Machinery Distributor’s As- 
sociation, under the Ackles Plan, were 
being received in sufficient numbers to 
promise ultimate success for the plan. 
James McGraw, Inc. of Richmond, 
Va., used full page space in the roto- 
ravure section of the Richmond 
CARSON-NEWTON co. BELLEVILLE, N. J. Sunday newspaper to call public atten- 
- ss : tion to its Sixty Year history. 


Perhaps you've never pushed shim stock. The “Story of a Belt that Ran Nearly 

‘@) Q DB) E R S customer will order it himself, you say. Fifty Years”, by Louis W. Arny, sec- 
But, maybe he doesn’t know you handle this retary of the Leather Belting Ex- 

F '@) R T H f outstanding line of shim stock. REMIND him! And | change, narrated how a Rhode Island 
osk for the order! cotton mill had kept a belt in service 


POD] CHREM T's A NICE PROFITABLE LINE, TOO “i¢, November, 1876. For the tech- 








YOU CAN‘T BUY OR_SELL A BETTER FILE 


nically-minded it was a 30-ft. driver, a 
42-in. width, and cost, in 1876, 
$1,317.03. (Wonder what that three 
cents was for?’’). 
Beals, McCarthy & Rogers had just 
purchased the mill supply business of 
Walbridge & Co. 
Sees Sons aecakeka Publicity-conscious Clark Hardware 
in dispensi rat ure sturdy, tet Co. of Jamestown, N. Y., decided that 
advertising and sales promotion was a 
sufficiently important asset of business 
to warrant greater attention; therefore 
appointed Floyd A. Davison its adver- 
tising and display manager. 





r 10 YEARS AGO 
conomy 


Carton 

of 4 pepeter E. W. Johnson of Weed & Co. had 
slipped on a piece of ice in Buffalo 

and was abed for a long stay. 
C. J. Fuller of Fuller Supply, Grand 
Rapids, Mich. was telling all and 
sundry about his visit to Gettysburg, 
where his father had been wounded 
by Confederate fire. Seems his descrip- 
tion of that action was so vivid, the 
LAMINATED SHIM COMPANY, Inc. guide was able to lead him to the 
SHIM STOCK ARBOR SPACERS exact spot where Fuller senior’s wound 


had been inflicted. 
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CONTEST NEWS 


WINER, ANNOUNCES 


noe . 
a eel Worth” Incentey en, SKE 
Mode! 


com Dave McA 
aig quad coon 0 0 TE 
Menage, 04 


«Fr 
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' ~ = 


‘ + rowrnin’ : : 
re B) bigge leony carton oar ” | em ts 


haat 


endl 


selling .Samensssseee 
po Gente? parect CUSTOMERS =H on 


scsP’s educational program—‘‘'The More You Know, 

The More You’re Worth” —is going over with a bang. 

Distributor salesmen all over the country ‘‘are going back 

to school” — freshening up their knowledge of bearings and 

bearing problems—learning to be better salesmen by 
crchaninashi being able to help their customers more. _Each month 
metollurey some SisF Distributor salesman wins his choice 
cilnienee saatied from twelve separate incentive awards — each worth 
doitate teu approximately $150.00. As Mel a 

"1S PREFERRED itormity says: “A guy’s crazy if he doesn’t try for one.” 

Csaadacpgyteedestel ee service There’s no time limit for entries —every distributor 
. field service is urged to get after his men to hop on 
board. They’ll profit—and he'll 
profit by their better service to customers. 


SKF INDUSTRIES, INC., PHILADELPHIA 32, PA. 
— manufacturers of sxr and 
HESS-BRIGHT bearings. 7206 


BALL AND ROLLER BEARINGS 


integrity 


a 
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’ IM... CHAIN 


osaet- BATS 
BIG DIVIDENDS! 


There is a vast market in your territory 
for TM Alloy Steel Chain. Foundries, 
railroad shops, quarries, oil well drilling 
rigs, steel mills, and all types of metal 
working plants are sure-fire prospects 
for this superior chain. Sell it wherever tough, dependable 
chain is required. It pays big dividends in more satisfied 
customers—more repeat business—more profits for you. 
TM Alloy Steel Chain is stronger, safer and lasts five to 
fifteen times longer than wrought iron chain. It is highly 
resistant to shock, grain-growth and work-hardness 
at all temperatures—never requires annealing. 


Slings made to any desired length from 4” to 134” stock. 
Furnished with hooks, rings, pear or oval-shaped end 
links as specified. Send coupon today for complete 
details and specifications, 


S. G. TAYLOR CHAIN COMPANY 
HAMMOND, INDIANA 


S. G. TAYLOR CHAIN COMPANY 
Dept. 6, Hammond, Indiana 


Rush details on TM Alloy Steel Chain. | AY LO R Ma ) F 
Name - . 
A yREAT NAA N 
Address e od 
SINCE 1873 


City Zone Stare 
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One of the more brightly written 
stories in the issue was by J. C. Doug- 
las, sales manager, H. Channon Co., 
Chicago, Ill., and titled “Ever Try A 
Product Safari?” The sub-deck read: 
When order-grabbing became a big 
game hunt at H. Channon Co., Chi- 
cago, salesmen beat the bushes, shot 
the works and those who bagged the 
limit collected general bounties of 
green “skins”. 

After five short years, three success- 
ful product shows and a heads-up sales 

rogram, the Sterling Products Co. 
Coondh in Moline, Ill. was ruled a 
success by the Chicago headquarters. 

Consistent sales promotion and re- 
doubled selling effort was winning 
back the lost “backyard sales” of Cre- 
rar, Adams & Co., Chicago. 

Braving a blustery sleet storm, 
about 500 Muskegon, Mich., purchas- 
ing agents and plant men turned out 
to help dedicate Lakeshore Machinery 
& Supply Co.’s spacious new head- 
quarters at 400 W. Laketon Ave. 

Busted in 1933 at the age of 66, 
C. J. Fuller ignored the odds against 
him and became head of his own sup- 
ply house at the age of 74 (in 1941). 

The Chicago Power Transmission 
Council heard a report on how the 
Ordnance Department buys, in a meet- 
ing at the Machinery Club. The first 
hand report was given by Lieut.-Col. 
Barrett Rogers. 


D-A-T-E-§ 
TO REMEMBER 


Feb. 7-10—Indiana Industrial Show, 
Manufacturer's Bldg., State Fair 
Grounds, Indianapolis. 

Mar. 11-17—International Industrial 
Exposition, Houston, Texas. 

Mar. 13-15 Midwest Hotel Show, 
Hotel Sherman, Chicago. 

Mar. 15-19—National Metal Show, 
Detroit. 

Mar. 19-23—Western Metal Congress 
& Exposition, Oakland, Calif. 

Apr. 8-12—100th Semi-Annual Con- 
vention of the American Hardware 
Manufacturers Association and the 
60th Annual Convention of the 
Southern Wholesale Hardware As- 
sociation, held jointly in Palm 
Beach, Fla. 

Apr. 17-20—20th National Packaging 
Exposition, Atlantic City. 

Apr. 30-May 4—wNational Materials 
Handling Exposition, International 
Amphitheatre, Chicago. 

May 14-17—American Mining Con- 
gress—Coal Mining Convention & 





IT’S IMPORTANT 


To SAVE MAN HOURS 
REDUCE PRODUCTION COSTS 
INCREASE PLANT EFFICIENCY 


That’s Why It Will Pay You to Investigate 


AIR COMPRESSORS 
AIR-OPERATED 
CYLINDERS & HOISTS 


Curtis Model F Air 
Compressors are 
available as either 
electric or gasoline 
motor-driven units 
(electric motor-driven 
portable or stationary). 
Up to 10 H.P. 


Curtis Vertical Air Hoists 
Provide Low-Cost Lifting 
or Lowering of Material 
or Machines. 


Model C Water-Cooled 
Compressors, up to 50 H.P. Fully 
Enclosed — Dust and Dirt Proof — 
Carbon-free Valves. Timken 
Bearings. 





Curtis Horizontal Air Cylinders for 
almost any Pushing, Pulling or 
Hoisting Operation. 


ee eee 


CURTIS PNEUMATIC MACHINERY DIVISION 
of Curtis Manufacturing Company 
Throughout the world, Curtis { 1908 Kienlen Ave., St. Louis 20, Mo. 
equipment has stood the test of 1 am interested in items checked below: 
time, because it is precision 
made from top quality raw 
materials with 97 years of 
“know how.” C] AIR CYLINDERS 
Stroke? [_] Capacity? (1 
(_] AIR COMPRESSORS 
Capacity? [_] Pressure? (1 
Current? [J 
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[] AIR HOISTS 
Stroke? [-] Capacity? (1) 








——MILLS 
SALES 








Boost your Profit Curve 
with Buda Jacks 


When you stock and sell the: com- 
plete line of Buda Ratchet, Screw and 
Hydraulic Jacks, you can count on an 
increasing year after year business 
and a better than average profit on 

all models. 
Buda Jacks are well known in every 
industry for their reliability, stamina 
and record of lower 


SUPPLY CO.—— 
CHART 


id 








Hydraulic 
Wigh Lift Jacks 


25 TO 50 TONS 


lifting cost. Their reputation and the 
satisfaction of users everywhere makes 
your selling job easier. Write today 


l Exposition, Public Auditorium, 

Cleveland. 

May 30-Sept. 9—World Transporta- 
| tion Fair, Santa Anita Park, Arcadia, 
| Cal. 
| June 3-6—National Association of Pur- 

chasing Agents ‘Inform-A-Show,” 
} New York. 
Sept. 8-23—2nd International Trade 
| Fair, Chicago. 

Oct. 9-11—Electrical Progress Show, 

Convention Hall, Philadelphia. 
| Oct. 21-24—National Institute of 
Governmental Purchasing, Shore- 
ham Hotel, Washington, D. C. 
Oct. 22-24 — National Electronics 
Conference, Edgewater Beach Ho- 
tel, Chicago. 
Nov. 5-9—All-Industry Refrigeration 
& Air Conditioning Exposition, Chi- 


cago. 





OBITUARIES 


C. F. Bennett, 
Director of Stanley Co. 





Clarence F. Bennett, a director of 
the Stanley Company, died on De- 
cember 25 in New Britain, Conn. A 


| native of New Milford, Conn., Mr. 


Bennett entered the employ of the 
Stanley works in 1891. In 1912, he 
was named a director. 

He was elected president on 


| February 14, 1923, and was named 
| chairman of the board in 1941. He 


retired as chairman in 1947, but re- 
mained a director. 

Mr. Bennett also was a director of 
the New Britain Trust Co., the North 
& Judd Manufacturing Co., and the 


| Hartford County Manufacturers Asso- 


for complete details on the Buda line | ciation. 
—the profitable line to sell. The Buda 


Company, Harvey, Illinois. | Louis E. Crandall, 


Former Hardware Head 





Louis E. Crandall, retired business 
| executive and former regional director 
of the War Production Board, died of 
a heart malady December 25 in St. 

| Louis. He was 77. 
A native of Barry, Ill., Mr. Crandall 
graduated from Northwestern 


Was 
me | University in 1897. He was president 
a of the Simmons Hardware Co. in St. 
ae: L Louis until its merger with the Shigh 
THT | Hardware Co. 
Standerd 
Speed 
Jocks— 


Standard 
Speed Jacks. 
15 TO 75 TONS 








He was appointed regional director 
of the War Production Board’s Kansas 
City region in 1944, after serving as 
deputy director for several years. The 
agency was dissolved in 1945. 


Ball Bearing 
Journal 





Jocks— Jocks — 
5S te 15 tons 15 te 50 tons 15 te 75 tons 
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“MARVEL” as 


Always HAD the edge 





MARVEL High-Speed-Edge Blades assure Faster, more Accu- 
rate cutting with proven Economy and complete Safety. Only 
the MARVEL is a composite blade with a high speed steel cut- 
ting edge electrically welded to an exceptionally tough, strong 
alloy steel body. 


The High-Speed-Edge does the cutting while the alloy back, 
with hardened eyes, carries the load. Blade tensions up to 
300% higher than those possible with ordinary blades are 
recommended. This greater tension is confined to the cutting 
or leading edge by the location of pin holes (exclusive MARVEL 
design feature) and cannot be overcome by work resistance. 
Heavier feeds and greater speeds are practical without “run 
out.” 





With greater accuracy, higher production and lower costs per ; High-Speed-Steel cut- 

cut, come the extra dividend of Safety, for MARVEL High- ting edge. 

Speed-Edge Hack Saw Blades are Positively Unbreakable— 

they will not shatter. Tough _ unbreakable 
alloy steel body with 

MARVEL High-Speed-Edge Hack Saw Blades cost no more hardened eyes. 

than 7 oe ne ef Holes Saws 

not only have the “edge” but the tough alloy steel bodies which 

give them the extra strength needed for deep work on drill ep welded ” 

presses and lathes. MARVEL Band Saw Blades come welded mane © Seet- cutting, 

to size ready for use, packaged in individual boxes . . . these long lasting composite 

three lines of superior metal-cutting saws constitute the very blade that is positively 

finest blade service you can offer your customers. unbreakable. 


ARMSTRONG-BLUM MFG. COMPANY 


“THE HACK SAW PEOPLE” 
5700 BLOOMINGDALE AVENUE CHICAGO 39, ILLINOIS 
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On reaching our 75th birth- 
day, we're deeply grateful to all who have 
purchased our products and to all who have 


helped us sell them. 


iG 
The fact that our business Sj 
has reached this virile birthday is proof that 


these products have satisfied the users. 


> ..-4 In these difficult times every 
" 7 
one of us is beset by many 


problems. To a youngster like we, it simply 


means that we have to call on all our resources 


and all our ingenuity. 


Our objective remains—as eur 
always—to make the best a 
product in the field; to sell it at a fair price; 
to make a reasonable profit for ourselves and 


to help all our Distributors do likewise; to 


deal fairly and squarely at all times. 


JACKSON MANUFACTURING CO. 


HARRISBURG ¢ PENNSYLVANIA 
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Wilbur P. Ward 


Wilbur P. Ward, 
Erskine-Healy, Inc. 


Wilbur P. Ward, 62, vice president 
of Erskine-Healy, Inc., Rochester, 
N. Y., died December 14. Mr. Ward 
was considered one of the best in- 
formed men in the country in the field 
of industrial supplies. 

Mr. Ward, a native of Auburn, 
N. Y. came to Rochester about 40 
years ago. He was first employed in 
the Weaver Hardware Co., and later 
was with Homer Strong & Co. In 
1933 he joined Erskine-Healy, Inc., as 
manager of the firm’s industrial supply 
department. Twelve years ago he was 
elected vice president. 


G. A. Daeuble, Jr., 
Henry Vogt Machine Co. 


G. A. Daeuble, Jr., 60, vice presi- 
dent of Henry Vogt Machine Co. and 
manager of valve and fitting sales, died 
in Louisville on November 26. 

The week before his death Mr. 
Daeuble returned from a business trip 
to the west coast. For many years he 
served on committees of the American 
Petroleum Institute, and was active in 
the Valve Manufacturers Association 
and the Manufacturers Standards 
Society. 


William Humphreys Marshall, 
Stratton-Baldwin Co. 


William Humphreys Marshall, vice- 
president and sales manager of Strat- 
ton-Baldwin Co., Inc., New Orleans, 
died on Dec. 29th of a heart attack 
while on a hunting trip. 

A native of Anniston, Ala., Mr. 
Marshall was sales representative of 
the firm in Shreveport from 1917 
until 1927, when the joined the New 
Orleans staff. 





87% saving in time, 75% saving in space 
reported for G-E infrared lamps 
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QUICKER BAKING. The Phil R. Hinkley Company of 

Cleveland reduced baking time 87 per cent by using 
General Electric infrared lamps in the two ovens shown 
here. G-E infrared gives your customers quick heat at low 
cost—can save them time and money in a wide range of 
finishing, dehydrating, and drying applications. 


INFRARED 
LAMPS 





LESS SPACE. Infrared ovens are compact, require less 

floor space and are easy to install overhead and out of 
the way. Many manufacturers report savings in space up 
to 75%. If your customers need room to expand, or have 
crowded finishing areas, General Electric infrared lamps 
can save them space... and money. 


CLOSER CONTROL, TOO! For a tricky process that de- 
mands just the right amount of heat, General Electric 
infrared lamps may be the answer. It’s clean heat that can 
be automatically controlled within narrow limits. G-E 
infrared assures the dependable heating necessary to 
maintain product uniformity... hold rejects—and costs— 
to a minimum. 
General Electric makes a complete line of infrared 
lamps—125 to 1000 watts, both clear and reflector types. 
Be sure to recommend them to your customers. 


FREE BOOKLETS ON INFRARED 


““Bake-Dry-Heat with G-E 
Infrared Lamps.” Gives ad- 
vantages of infrared heating. 


“Industrial Infrared Lamps’. 
Where and how to use them. 


For free copies, write General 
Electric, Div. 166-1D-2, Nela 
Park, Cleveland 12, Ohio. 


GENERAL @@ ELECTRIC 
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IT PAYS OFF IN 
ANY EMERGENCY 


WSS 


A Llibs\\\WSONS 


wo 87 oo, . 


NO SUDDEN DARKNESS 
You Always Know 
if Fuel is Low 


4} 


made IN USA 


R. E. DIETZ COMPANY * SYRACUSE 1, N. Y. 


Lighting the World for 111 Years 











THREAD 
RESTORERS 


.+.and watch the sales ring UP! 


Just a few turns of a Buckingham Thread Restorer fixes up 
battered, distorted, rusted conditions on any male threads — 
SAE, ASME, pipe, or tapered. Models easily adjustable to 
wide range of root diameters. Require no change of dies. 

This exclusive type tool is creating substantial sales. More, 
Buckingham Thread Restorers are consistently advertised to 
a big list of industries. So, hitch onto Buckingham demand. 
Attractive discount! Get extra profits now! Order today or 
write for complete 
details and sales 
proposition 





6103 .. 1” root diam. $ 6.50 
6203 . 1” root diam 8.50 
6104 1 2%," root diam. 12.00 
6106 > Sif 4” root diam. 27.50 
6204— 1 2%" root diam. 21.00 











BUCKINGHAM MANUFACTURING CO., INC. 
69-71 Travis Street Binghamton, N. Y. 
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OTHER 
QUICK-MOVING 
ITEMS 


“Protecto” Grips 
Tubular dielectric 
plastic grips, for slip- 
ping snugly onto pli- 
ers handles. Provide 
insulation and sure 
grip. Display card 
makes them self- 
sellers. 


Tool Pouches 
Different types with 
variety of pockets. 
Supported by belt. 
Heavy leather, stitched 
and riveted. Thousands 
of workmen and hob- 
byists want them. 


WRITE 
for Literature! 





Henry A. Stuhrmann 


Henry A. Stuhrmann, 
Tracy Co. President 


Henry A. Stuhrmann, president of 
Frank Tracy, Inc. of New York City, 
distributors of mechanical-power-trans- 
mission equipment, died on Jan. 4 of 
a heart attack. 

Stricken in his office at 202 Centre 
Street, Mr. Stuhrmann was rushed by 
ambulance to the Hoboken hospital in 
New Jersey 

He had been with the downtown 
machinery firm for the last forty 
vears, and had served as president since 
1932. 

His widow, a son and a sister 
him. 


survive 


Harry V. Snyder, 
Raybestos-Manhattan, Inc. 


Harry V. Snyder, factory manager 
of Manhattan Rubber Division, Ray- 
bestos-Manhattan, Inc., Passaic, N. J., 
died suddenly December 2 at the age 
of 56. 

Mr. Snyder joined Manhattan in 
1909, and for over 25 years he was 
manager of the company’s roll cover- 
ing and tank lining departments. He 
became assistant factory manager in 
1942 and factory manager in 1944. 

During the early part of World 
War IT, Mr. Snyder was in charge of 
materials procurement. His work is 
credited with being instrumental in 
winning for Manhattan four Army- 
Navy “E” awards. 


Arthur W. Dale, 
Gardner-Denver Co. 


Arthur W. Dale, 53, general man- 
ager of sales of the mining division 
of Gardner-Denver Co., died suddenly 
on Dec. 18th in his office at the com- 
pany’s plant in Quincy, III 

Mr. Dale had been associated with 
the company since 1916 
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They Give American Cyanamid 
a Much Longer Run for Its Money 


ALOYCO 
423 V-PORT 
GLOBE VALVE 


The photograph above shows a 
few of the ALOYCO valves that han- 
dle the large daily output of sul- 
furic acid at American Cyanamid 
Company’s Warners plant at Lin- 


den, New Jersey. Though such 
valves themselves represent a 
small item of total plant invest- 
ment, entire plant operation de- 
pends upon them. 


Continuous Use for Nearly 2 Years 


These ALOYCO valves have been in 
uninterrupted service 24 hours a 
day—without the slightest mainte- 
nance—since the unit went on 
stream April 8, 1949. 

Such performance explains why 
this American Cyanamid plant has 
for years standardized on ALOYCO 


ALLOY STEEL PRODUCTS COMPANY, INC. 


valves for corrosive service. 


If your customers deal with 
corrosives or must guard ev- 
erywhere against product con- 
tamination, recommend aLoyco 
valves—and Alloy Steel Prod- 
ucts Company. Our engineers 
will welcome the opportunity 
to work with you. 


1306 WEST ELIZABETH AVENUE, LINDEN, NEW JERSEY 
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To get top resistance to stress 
and stretching, we've made 
body and nut of high-test, air- 
refined malleable iron. 


you 
DARTS are your 


Earl W. Johnson 


Earl W. Johnson, 


Special oscillating Weed & Co. in Buffalo 


grinders give these - : 
non - corroding a Earl W. Johnson, sales manager for 


bronse seats'a true ; Weed & Co., Buffalo, N. Y. distribu- 

watt csearec ‘ tors of industrial supplies, died of a 

heart ailment on Dec. 31st following 

an illness of about a year. He was 66. 

Extra width of Born in Potsdam, N. Y., Mr. John- 

ceaptahe aie son went to Buffalo about 40 vears 

No danger of * ois anne ago and had been associated with 
deforming or ; sive wrenching Weed & Co. for 35 years. 


stripping with F ae His wife survives him. 
full, clean-cut 
threads like, 


these ate : John H. Howarth, Sr., 
Georgia Supply Co. 


John Henry Howarth, Sr., vice 
president of the Georgia Supply Co., 
Savannah, died on November 22. 
Mr. Howarth joined the company 
in 1919 as a shipping clerk, and be- 
came manager of the Jacksonville, 
Fla., branch in 1926. He returned to 
Savannah in 1933 as a vice president 
Sa tte of the company. He served as a lieu- 
heavy nut so tenant of the Chatham Artillery in 


in'll easily shrug World War I. 
off careless 
wrenching 





“An organized sales talk doesn’t 
mean a canned sales talk in any sense. 
It merely means that your talk be 
carefully worked out beforehand, so 
that you know what you're going to 
say, what point you are going to stress, 
in what order you are going to present 
your argument.” 

“The Handbook of Selling” 
by Charles B. Roth 





Uf : 


No wonder Darts mean 
steadier profits for the 
dealer who handles 
them 


KJ ly 





zs 


UNION COMPANY 
PROVIDENCE 5, RHODE ISLAND 


THE FAIRBANKS CO. — Distributors 
Boston Mew York + Pittsburgh 
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Here are lO points pipe customers appreciate — 
get them all with NATIONAL Steel PIPE 


ional Pipe has 
ene strength 
ant ductility %° 
necessary to mee 
ae demands © 
close and exacting 
fabrication. 


Uniform; 

— in —— 

NATION-wipEg Pe 
’ joints 

ACCEPTANCE | - National 


welded or Pe ar 


TASES LEAR EE 


A £TOSS section of 
industrial or build. 
ing °pplications 
will show a pre- 
dominant Use of 
— ve Pipe... 

‘ 

in the worker? 


eS RMRESI 


mpROVvED Gs 
CONSTANTLY UNPROVE 
rs, Na- 
- over etipe has con- 
‘i improved to 
ost difficult re- 


tional St 
stantly bee 
meet the ™ 
quirements. 





THOROUGHLY TESTED 
ge o 


sta 
Each and er carefully 








é hed prody, 
: y ‘ ct, 
‘ol ae has 5 oy 
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NATIONAL TUBE COMPANY, PITTSBURGH, PA. 
COLUMBIA STEEL COMPANY, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS . UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


NATIONAL Steel PIPE 
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ELEXIBLE SHAFT MACHINES 
are PRIME 


—_ AVORITES | 





Quality Tested Here are 


Since 1922 } EXCELLENT 
REASONS 
why FOREDOM is 


A GOOD LINE FOR YOU TO FEATURE 


1. FIVE QUICKLY INTERCHANGEABLE HANDPIECE TYPES provide EXTRAORDINARY 

VERSATILITY. 2. WIDELY USED in ALL 3 DEPARTMENTS—Production, Tooling and 
Maintenance. 3. REPEAT BUSINESS on ACCESSORIES. 4. BACKED by POWERFUL NATIONAL 
ADVERTISING. 5. PRICED TO MOVE FAST. Your larger customers can afford to SPOT THEM 
LIBERALLY ABOUT THE PLANT for emergency and every-day needs. 


Write for Full Details Today to Dept. F-2238 





ED WEAVER (Carrier Corp.) is 
greeted at Yale & Towne show by 
H. G. Schoppe. Charles Walker (Yale 
& Towne and J. H. Merritt (Carrier) 
look on 


4» fe 4» fm 4» fe ty tor tr, hr tr, tr, tr 


Distributor Aids 
| In Yale & Towne Show 


FO R E D 0 m E L E ( T R I f ( 0. Baldwin-Hall Co., Syracuse, N. Y., 


assisted in the three-day materials han- 
27 Park Place, New York re n. y. | dling show staged by The Yale & 
Towne Mfg. Co., Philadelphia Divi- 
sion, in Syracuse recently. Purchasing 
men, plant superintendents and engi- 
neers attended. 

E. J. Andress, industrial supply 
manager of Baldwin-Hall which han- 
dles hoists, cooperated with Horace 
G. Schoppe, assistant to sales promo- 
tion manager, and H. R. Bungay, dis- 
LET THE trict manager, both of Yale & Towne, 
with invitations. 

BLUE The program included a special dis- 
| play and operating exhibit of the man- 

& f ufacturer’s latest developments in 

materials handling equipment from 


} is lif tr ‘ks. Tl e sl s we 
YELLOW moan daily each ‘aaa = 
evening. 
MARKER 
BE YOUR Morse Twist Drill Names 


Midwest Sales Manager 


GUIDE Morse Twist Drill & Machine Co., 


a a division of Van Norman Co., an- 
$6 denetes ond temas nounced recently the appointment of 
see anthem tim elie F. C. Helms, Jr., as midwest branch 
it ails ae manager. Mr. Helms will make his 

headquarters in Chicago. He succeeds 
Charles F. Myers, who was appointed 


THE EDWIN H. FITLER co. sales manager with his office in New 
| Bedford, Mass. 

PHILADELPHIA, PA Also announced was the appoint- 

ag ment of Norman S. Fagerson as Morse 


representative in the Chicago area, 
Sold by Dealers Everywhere to succeed M. P. Lansing, who now 


represents Morse in Texas. 
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New ‘18,000,000 hospital 
protects hot water supply 
with KaM Insulation! 


Modern 1000-bed Veterans Hospital, Buffalo, New York, has 
hot water system insulations of K&M “FEATHERWE'GHT”s 
85% Magnesia, K&M DUPLEX Pipe Covering, and K&M 


Achact, CS. +, 





Here are the facts about these Keasbey & Ma’'tison prod- 
ucts—fact< you can use as sales points for your customers: 


Battery of hot water generators supplying hospital. 
Plumbing Insulation Contractor: E. J. Eddy, inc., Buffalo. 


Nature made bsteslos... 
Keasbey & Mattison 
has made it serve mankind since 1873. 


KEASBEY & MATTISON 


COMPANY « AMBLER - PENNSYLVANIA 


Wy 
: nt “a 


Aerial view of new Veterans Hospital, Buffalo, New York. 
Marbury-Fitzgerald Airphoto 


THE HOT WATER GENERATOR TANKS, 
“Featherweight”? 85% Magnesia Blocks pro- 
vided the basic insulation, over which Amblerex 
No. 2 Asbestos Cement and K&M Finishing Cement 
were applied to a total thickness to economically and 
effectively minimize heat losses on these large surfaces. 


“Featherweight” 85° Magnesia insulation has been 
widely accepted and used for more than 60 years to 
insulate heated surfaces with temperatures up to 
600° F. Time will not decrease its insulating value 
for it is not subject to deterioration. It is supplied 
in block form for flat, curved and irregular surfaces 
and in sections and sets of segments for standard 
pipe sizes. There’s a strong sales story in “‘Feather- 
weight” 85% Magnesia. 


Hot water pipes in this system are insulated with 
K&M DUPLEX Pipe Insulation. DUPLEX is con- 
structed of a continuous layer of specially creped 
felt, which forms countless dead air pockets. An 
inner liner of waterproofed felt, makes it equally 
adaptable for both hot and cold water pipes in a 
temperature range from 40° F. to 212° F, 


K&M Amblerex No. 2 Asbestos Cement is a highly 
efficient insulating cement for application to surfaces 
with temperatures up to 1000° F. K&M Asbestos 
Finishing Cement is a high quality insulating 
cement designed to meet general competition. 


These Keasbey & Mattison insulations— “Featherweight” 
85% Magnesia, DUPLEX Pipe Covering, and Amblerex 
and Finishing Cement—give you a quality insulation line 
you can sell for profit, as well as for customer satisfaction. 
Write us for complete information on any of these :»roducts. 
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consumer accepted 


FAI REGAN KS products 


VALVES 


The solid foundation for the 
reputation of Fairbanks 
Valves—sound engineering, 
rugged construction, proven 
service —means more valve 
sales. A complete line of 
bronze and iron body valves. 


TRUCKS 


Quality pays. Fairbanks’ line of two wheel and 
FE) platform hand trucks sell themselves. A type for 
every service. 


CASTERS & WHEELS 


New Lock-Weld Pressed << eS 
Steel Casters—single and ro 

double ball race—outstand- 

ing advancement — out- 

standing sellers. Matched 

rigid casters. Complete line 

of semi-steel casters. Every 

type of wheel. 


THE F airbanks |. 


wew YORK 3,N-¥ 


EY* 
AFAYE aan 
+ Boston 10 


3931 


Rome, Ge 


York 3° pittsburgh 25 
New T° 


DART « pic unions - VALVES - TRUCKS - CASTERS 
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Frank T. Craven 


Roebling’s Wire Division 
Has New Sales Executives 


Stuart E. Yeaton, general product 
manager of the Electrical Wire Di- 
vision of John A. Roebling’s Sons Co., 
recently announced the appointment 
of new sales executives. 

Frank T. Craven, a member of the 
electrical staff since 1936, was ap- 
pointed assistant manager of sales. He 
was first employed as a salesman in 
the Philadelphia district office. 

Roy H. Hainsworth became eastern 
regional manager, with headquarters 
in Trenton, N. J. He joined the 
Roebling sales force in 1947, and has 
served in both the Denver and 
Chicago districts 


Roy H. Hainsworth 


Costigan Named Manager 


John IF. Costigan has been named 
assistant works manager of Allis- 
Chalmers Norwood (Ohio) Works, 
where he has been an assistant to the 
general works manager of the general 
machinery division’s manufacturing 
department. 











Republic 


Upson’s full 


line offers a complete 


selection for all standard J 


bolt and nut needs. Uni- 

formity and unvarying quality 

mark these products—make them 
everyway right for fast fastening, for 
lasting fastening. Why not make Republic 
Upson your source of supply? 


REPUBLIC STEEL CORPORATION 


Bolt and Nut Division 
CLEVELAND, OH!1IO + GADSDEN, ALABAMA 
Export Department: Chrysler Building, New York 17, N.Y. 
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PATENT 
APPLIED 
FOR 





REPLACE 42 SIZES 
thinner - lighter 
stronger 


Here are two new wrenches that sell on sight—for they 
save time, tools, material and money. Every plant needs 
them. Another Owatonna exclusive which makes an 
excellent door opener as well as a nice unit sale. 


Two OTC Slim Twins with an extra jaw replaces 42 sizes 
from 1%" to 4%". They are THIN, get at the work easily— 
STRONG, drop-forged from high alloy steel—LIGHT, easy 
to carry and use—COST LESS than fixed wrenches of 
same size—will not slip their size in operation. 


Suggest the OTC Slim Twins at every call. You'll be glad 
you did. Write for details. 


ANOTHER EXAMPLE OF ENGINEERING 
THAT MAKES OTC TOOLS OUTSTANDING 


OWATONNA 


TOOL COMPANY 


373 CEDAR STREET 
OWATONNA, MINN. 
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HELEN BARONIAN, secretary to 
Arthur Lane, purchasing agent at Bar- 
ker Chadsey Co., Providence, types up 
an order to a manufacturer for an 
emergency item. 





Capewell Mfg. Co. 
Acquires New Facilities 


The Capewell Mfg. Co. of Hartford, 
Conn. has acquired the facilities of the 
Armstrong Mfg. Co. of Bridgeport, 
Conn. Now a division of Capewell, 
Amnstrong, doing business in Bridge- 
port for over 80 years, manufactures 
\rmstrong-Bridgeport _pipe-threading, 
cutting and reaming tools and pipe 
Vises. 

Production and distribution of the 
line will continue without interrup- 
tion. 

During the summer of 1950, Cape- 
well added the line and facilities of 
V-Mac Industries, Inc. of Guilford, 
Conn., makers of hand pipe tools and 
portable power pipe threading ma- 
chines. 


Richardson Succeeds 


| Tabor at Brown & Sharpe 


Herbert Richardson who has been 


| connected with the Philadelphia office 


of the Brown & Sharpe Mfg. Co., has 
been appointed Hartford representa- 
tive. He succeeds Julian G. Tabor 


| who retired Dec. 1, after 45 years of 


active service. 
Mr. Tabor entered the employ of 


| the company as a machinst’s appren- 


tice. He later completed a draftsmen’s 
apprenticeship and served in various 


| capacities in the shop and sales de- 


partment before assuming his duties 
in Hartford in 1920. 


| St. Louis Made Manager 


James A. St. Louis has been pro- 
moted to the position of manager of 
the Cuyahoga Lamp Works at Nela 
Park, Cleveland, succeeding Percy J. 
Johnson, G. E. executive who died 
on Nov. 1 last. 
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GEORGE K. 
D & TIOGA STREETS 


> J 


\ 


FLAT WASHERS 


HOSE 


GARRETT COMPANY, 
PHILADELPHIA 54, 
_ MANUFACTURERS OF 


BG B 


CLAMPS 


PROTECTION AGAINST 
WEAR AND STRETCH 
Garrett Spring Lock 
Washers have extra 
power zone to com- 
pensate for stretch 
of bolt . . . wear 
of assembly. 


PROVIDES AMPLE 
BEARING SURFACE 
Garrett Spring Lock 
Washers act as 
thrust washers... 
furnish bearing sur- 
face necessary in 

tight assembly. 


SPRINGS RETAINING 


y 7/OF GARRETT SPRING LOCK WASHERS 


Assure Satisfaction . . . Build Repeat Sales 


The washer’s live spring action— power zone—determines the life of 
your customer’s assemblies. Garrett’s exclusive Controlled Tension 
built in to every spring lock washer assures greater spring tension of 
the correct pressure on every bolt and nut for longer holding power. 


Add these scientifically designed spring lock washers to your line 
and you’ll add customer satisfaction . . . and worthwhile sales 
builders. Diamond G Spring Lock Washers with the “‘Blue Guard”’ 
Finish have been torture-tested to provide the maximum Controlled 
Power Zone. 


SMALL PARTS FOR EVERY SALE... Whatever your needs in 
spring lock washers, there’s a Diamond G to answer it—high carbon 
steel, bronze, aluminum, stainless steel and monel metal spring 
lock washers or plated with cadmium, nickel, brass, copper or other 
finishes. Write today for complete catalog. 


INC. 


uarret 
CD) Do OF PENNSYRVAMIA) 


RINGS STAMPINGS 
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he complete le 
NATIONAL SANDERS 


MODEL 400 
Orbital Action Air Sander 


Polish Sanding . . . Model 500 


MATIONAL AIR SANDER, INC. 


é 


192 


National has a complete line of 
portable sanders... air or electric 
driven with either straight-line 

or orbital action. When you 

sell the National line you have the 
right sander to recommend to your 
customers whether they are work- 
ing with metal, plastic, wood, 
leather, stone, or other materials. 
Below are illustrated various models 
in operation on different kinds 
of materials and types of work. Sell 
the only complete sander line. 
See how you can fit into National’s 
selective distribution system. 

Write for details today. 





Rubbing With Felt . . . Model 300 


2822 Auburn St., Rockford, Ill, 


w 
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MRS. SARA DELONG is secretary 
at Cummins Machinery Co., Atlanta, 
Ga, and handles telephone orders and 
customer appointments 





Stephens-Adamson Mfg. Co. 
Marks Its Fiftieth Year 


Nineteen-fifty-one will mark the 
fiftieth year of production of materials 
handling equipment put out by the 
Stephens-Adamson Mfg. Co. at their 
Aurora, Il. plant. The company began 
operations in a single 80 by 120 ft. 
building in June of 1901, and today 
occupied a 13-acre site with 230,000 
sq. ft. of plant space. 

Branch plants are located at Los 
Angeles, Calif.; and Belleville, Ontario, 
Can.; with sales offices in principal 
cities in the United States and through- 
out the world. 

Through the past fifty years, the 
company has made many contributions 
to progress in the materials handling 
field. In 1907, for instance, it equipped 
the first commercially successful self- 
unloading bulk freight boat on the 
Great Lakes. That same ship still is in 
service today, along with a large fleet 
of others similarly equipped by S-A. 

Other of its industnal machinery 
accomplishments include a_ bucket 
elevator rated (in 1910) at 1,000 tons 
per hour that has been handling a 
millions tons a year; a pivoted bucket 
conveyor with an automatic turnover 
bucket; a 4 and 4 mile belt conveyor 
installation carrying load underground 
from mine to barge loading dock (in- 
stalled in 1922 and still in operation); 
a manganese steel feeder conceived in 
1924 and since installed in 90 per- 
cent of all western metal mines; the 
centrifugal box car loader, introduced 
in 1927; and several more conveyor 
and processing tools that have acceler- 
ated production around the country. 

In 1938, S-A began producing its 
own bearings and in 1946 the firm 
built a modern plant to house its bear- 
ing manufacturing facilities. 





SYNVTZTRON —NEW 


8'/2° Blade 2"he Cut 


ELECTRIC SAW 





FEATURING 





Tiilelel ds em Alelachetelal (ss $89.50 
Dual V-Belt Drive Metal Case, $8.00 Adtl. 


A 19 Ib., 114 H.P. Heavy-Duty Saw 


—for hard work and severe service 
Not a lightweight, light-duty saw 


ego) eles, | FAST CUTTING UNDERWRITER 


Steel G Aluminum 
Stampings 6,000 R.P. M. Blade Speed APPROVED 


Depth of cut Angle Cuts 


Adjustable from 34” =—from 90° to 45° 
to 2-11/16” for bevel cuts 


Write for distributor proposition 
SYNTRON COMPANY (‘Homer city Po 
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23A Series —Double Ball 3A Series—Single Ball 1A Series —Stationary 
Race Swivel Caster Race Swivel Caster Caster 


Uneven Floors .. . Narrow 
Aisles... Sharp Turns... 


Heavy Loads... Long Hauls Billings & Spencer Appoints 
ae Rough Handling a Philadelphia Representative 


Ludwig W. Ritschel 


h ’ lhe Billings & Spencer Co. recently 
theres a announced the appointment of Lud- 
14A Series —Tongue wig W. Ritschel as their representa- 
Caine Sever . . tive in the Philadelphia territory. Mr. 
a Ritschel brings to he new position 

more than 20 years of similar experi- 

CASTER ence with the E. J. McAleer & Sons 

Co. which was formerly located in 


designed especially for Philadelphia. His association with this 


firm has given him a wide acquain- 

i tance among distributors in the area. 

your service needs. In his new post, Mr. Ritschel will 
represent the Billings & Spencer Co. 
in the greater part of Pennsylvania, all 


| of Delaware as well as portions of 
of Bond Industrial Truck Casters. | southern New Jersey and Maryland. 


Send for catalog K-38 illustrating 
and describing the complete line 


BOND FOUNDRY & MACHINE CO. 
Spring Action Swivel 308 PENN ST., MANHEIM, PENNA Salesman Retires 


Caster After 58 Years 


Every type of transportation, from 
a trolley to an airplane, figured in the 
58-year sales career of L. J. (Lee) 
Weber, who has the longest sales serv 
ice record in the 12]-year history of 
the George Worthington Co. 

Mr. Weber, now 72, recalls that 
during his 48 years of traveling be- 
tween Cleveland and Toledo, he used 
busses, streetcars, interurbans, planes, 
even boats to call upon customers on 
Lake Erie islands. 

Born on a farm near Cleveland, Mr. 
Weber took a job with Worthington 
» it the age of 15. He received his sales 

training by working 10 years in the 
store before being assi gned a territory. 

Mr. Weber’s len oth of service with 
the firm is exc ceded only by that of 
W. D. Taylor, former president, who 
served for 61 years, prior to his death 
in 1931. 

The board of directors and several 
veteran employes at Worthington re- 
cently honored Mr. Weber's long 

40-AH-VG—V-Grooved  1640A—Structural Steel 40A Series — Double Ball Race areer as a salesman with a banquet 
Wheel Swivel Caster Caster with Wheel Brake Structural Steel Swivel Caster it the Hotel Statler 


36A Series —Double Ball 41A Series —Structural Dual Wheel Swivel Caster 
Race Swivel Caster Steel Stationary Caster 


8 EE ee 
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This Catalog Helps You Buy... 
Helps You Sell Roller Chain! 


NEW ATLAS CATALOG HAS PAGES OF 
USEFUL CHAIN DRIVE INFORMATION! 


Here’s rea/ help . . . just the information you 

need for selling roller chain. 
The new Atlas ‘Catalog is packed with authoritative tips 
and suggestions on how chain should be installed, main- 
tained, operated. It tells you how to assist customers in selecting 
roller chain. It contains sales features and complete specifications 





for all types of Atlas roller chain and extended pitch conveyor chain. 
That’s not all! There are length conversion tables, horsepower 
rating charts, and quick-reference price lists. 
For a copy of the new Atlas Catalog plus the full story on the big- 
ger sales volume made possible by being an Atlas Chain distributor, 
write: 


ATLAS CHAIN & MANUFACTURING COMPANY 


KENSINGTON AND CASTOR AVENUES 
PHILADELPHIA 24, PENNSYLVANIA 











Foot Control Leaves 
Both Hands Free To Work 


Fast Action! Fast Selling! Immediate Delivery! 


Every production or assembly job where there is a repetition of operation, needs this 
fast-action SPEEDY AIR VISE! Operated by air and controlled by foot, it leaves both 
hands free for more rapid insertion and removal of work. Speeds up drilling, tapping, 
milling and assembly. Reduces costs, lost motion and fatigue. Husky, compact, 
precision-built; exerts a grip of 15 times air line pressure! Tried once—re- 

ordered in quantity. With Foot Control Valve, Air Hose and Fittings, only... . $29.90 

Territories Open for Distributors and Factory Representatives 
W. R. BROWN CORP. 5727 W. ARMITAGE AVE. CHICAGO, ILL. 
SPEEDY AIR VISES + AIR REGULATORS « AIR FILTERS * PORTABLE COMPRESSORS + PAINT SPRAYERS 


AMERICA'S MOST TALKED-ABOUT VISE .. . AT A PRICE! 
SIGHT-FEED 


4 WwW j FT OIL CUPS 
1 


2 Swift Glass Body Oil Cups are a high 
quality product in polished brass finish. 
The glasses are tough, crystal clear 
Pyrex, unaffected by heat and resistant 
to straining. The glass bowls are all es- 
tablished standard sizes, readily avail- 
able from mill supply stocks. 


The Fig. 50 Sight-Feed Oil Cups are 
intended for gravity feed oiling of bear- 
ings and other points where there is no 
back pressure. Lids are equipped with 
spring loaded slide openings to keep 
dust qnd dirt from the bowl. Capacities 
from % oz. to 32 oz. 


The Fig. 49 Gas Engine Lubricator is 
made for gravity feeding of oil against 
pressure as on gas engines, blowers, 
vacuum pumps and low-pressure air 
pumps. Capacities from 1 oz. to 18 oz. 


WRITE FOR LATEST BULLETIN 
24 HOME STREET 


LUBRICATOR CO., INC., 
ELMIRA, N. Y. 
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SALES PROBLEMS are discussed by 
A. K. Lyons, salesman for Penn Gen- 
eral Supply Co., Pittsburgh, and E. P. 
Joyce, manufacturer’s representative. 





3-M and Carborundum 
Drop Merger Plan 


Plans for a merger of the Minne- 
sota Mining & Mfg. Co. and the Car- 
borundum Co., Niagara Falls, N. Y., 
have been abandened, according to 
W. L. McKnight, chairman of Minne- 
sota Mining. 

Mr. McKnight explained that the 
plan is being abandoned because the 
proposed merger might violate the 
federal anti-trust laws as broadened 
by a bill now before President Tru- 
man which forbids the purchase of 
the physical assets of one company by 
another if the result would be to les- 
sen competition “substantially.” The 
Clayton Act, as amended by the Rob- 
inson-Patman Act, forbids purchase of 
stock by another company if this les- 
sens competition “substantially,” and 
the proposed law extends this ban to 
physical assets. 

Both companies make abrasive ma- 
terials. Minnesota Mining, in addi- 
tion, makes “Scotch” tape and other 
products. 

The Carborundum Co. recently es- 
tablished a marketing department un- 
der the direction of Frederick T. 
Keeler, designed to strengthen and 
co-ordinate the functions of market- 
ing. The new department brings to- 
gether all related staff functions of 
marketing including market research, 
advertising, sales promotion and pub- 
lic relations. A staff organization of 
the sales division, the department will 
service all domestic and Canadian mar- 
keting operations of the company. 

Mr. Keeler has been with the com- 
pany since 1943 and was director of 
commercial research prior to his ap- 
pointment as director of marketing. 
Before joining Carborundum, he was 
associated with Crowell-Collier Pub- 
lishing Co. 











OUR TELLING 
HELPS YOUR SELLING 


Every month in a big list of leading publi- 
cations, you see full page advertisements 


like this... 


WE TELL ... TO HELP YOU SELL. 


e LINE UP AND 
PROFIT BY OUR 

© SIX POINT 
DISTRIBUTION 
PLAN 


. Full Line 


. Super-quality 
. Economical, 
competitive prices 


. Protection 
. Good profits 
. Selling helps 


WRITE TODAY 
FOR AVAILABLE TERRITORY 


THEY'RE TERRIFIC! 
UNITED STATES 
ELECTRICAL 
SNAGGING GRINDERS 


Whenever quality grinding is 
needed . . . there’s your market 
for these superlative 
SNAGGING GRINDERS... 
designed and built by U.S. ... 
America’s pioneers in electrical 
tools. 


For every grinding 
purpose you can sell 
UNITED STATES 
ELECTRICAL 
GRINDERS with 


PROFIT to yourself 
and 
SATISFAC TION 
to your customers. 
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artial List of 


) 
WHAT WE MAKE 


TO HELP YOU DO A FINE JOB IN MA- 
TERIAL HANDLING, PROCESSING AND 
REDUCING OPERATIONS 


We build a complete line but can show 
only a few units here. Look them over 
... likely you need one or more now. 
Whether complete systems, individual 
units or Replacement Parts... we will 
be glad to help you speed production 
—cut costs. May we hear from you? 


Troughing and Return Idlers 
for belts from 14” to 60” 


Scraper Flight Con- 
veyors—also steel 


or wood Apron 
types. yy 


Vertical and 
Inclined 
Bucket Ele- 
vators— 
spaced or 
continuous 
buckets. 


Spiral Conveyors, 
Flights, Troughs, 
End Bearings, etc. 


Pq 


Ra 


Chains, Sprockets and 
Attachments. 


A wide range 
of electric vi- 
brating Feed- 
ers, Conveyors, 
Packers, 
Screens, 
Check Valves, 


is etc. 


Ke 4 


Crushers, Pulverizers, 
Shredders and Grind- 
ers. 


« SEFFREY@ 


MANUFACTURING CO. 
930 N. Fourth St., Columbus 16, Ohio 


New York 7 
Philadelphia 3 
Pittsburgh 22 


Electric Vibrating 
Barrel Packers and 
Packing Tables with 
decks to provide 
conveying action. 


Baltimore 2 Cleveland 15 
Beckley, W.Va. Denver2 
Birmingham 3 Detroit 13 
Boston 16 Harlan, Ky. St. Louis 1 
Buffalo 2 Houston 2 Salt Lake City 1 
Chicago 1 Jacksonville 2 Scranton 3 
Cincinnati 2 Milwaukee 2 

Jeffrey Mfg. Co. Ltd., Montreal, Canada 
Jeffrey-Galion (Pty.) Ltd., Johannesburg, S.A. 
The Ohio Malleable Iron Co., Columbus, Ohio 
British Jeffrey-Diamond Ltd., Wakefield, Eng. 
The Galion Iron Works & Mfg. Co., Galion, Ohio 
The Kilbourne & Jacobs Mfg. Co., Columbus, 0. 
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| Mfg. Co. 


NELS WESTGAARD handles orders 
on the inside for Webster-Robinson 
Machinery Co., ‘Tacoma, Wash. 





Le Valley-McLeod 
Holds Lincoln Clinic 


An industrial clinic featuring the 
newest in lubricating systems and 
grinding and polishing — techniques 
brought representatives of industrial 
plants in Schenectady and several area 
communities to the new Le Valley 
McLeod warehouse on Van Guysling 
Ave. 


Visitors viewed displays and work- 


| ing models set up by the Lincoln Eng. 


Co. and the Minnesota Mining & 
The clinic was open from 
9 am. to 5 p.m. on two successive 
days, and invitations were sent out to 
heads of departments, method engi 
neers, and others in supervisory capaci- 
ties in area industries, though the 
display was open to all interested per 
sons 

Representatives of the three spon- 
soring firms included trained factory 
representatives and method engineers, 
who were on hand at all times to ex- 
plain the various exhibits and give 
demonstrations. 

Douglas M. Williams, vice-presi 
dent of LeValley-McLeod Inc. and 
manager of the Schenectady branch, 
directed arrangements for the clinic 
Gilbert D. Nolan, in charge of indus 
trial sales for the firm, was in charge 
of operations for the event 


Atlas Appoints 
Chicago Representative 


The Atlas Chain and Manufactur- 
ing Co. has appointed D. A. Paisley as 
technical sales representative for the 
Chicago Area. Mr. Paisley is fully 
qualified for his new responsibilities, 
as a graduate engineer with many years 
of industrial experience. 

He will make his headquarters in 
the Atlas Chain’s Chicago office at 
570 Randolph St. 


SUPPLY ASSURED 
QUALITY GUARANTEED 


You can still give your saw 
blade sales the green light, be- 
cause you can depend on prompt 
BLADE BRAND deliveries out of 
stock. And, you can still count on 
a better discount with BLADE 
BRAND guaranteed quality cir- 
cular saw blades. 

Remember, BLADE BRAND 
saws are precision made of 
highest quality chrome nickel 
steel to assure tough edge-hold- 
ing qualities and longer trouble- 
free service for your customers. 

Look ahead and assure your- 
self of this dependable supply 
and better discount. Send for 
prices and catalog on the com- 
plete BLADE BRAND line, includ- 
ing new metal and plastic saws. 


STYLES 
Rip, Cut-Off 
Combination & 
Hollow-Ground 


SIZES 
4 to 16 inches 
inclusive 


909 W. 3rd AVE. 
COLUMBUS 12, OHIO 





MOPS 


made with DuPont 


CELLULOSE 
SPONGE YARN 


clean cleaner 





ECONOMICAL...EASY TO USE...SAVE TIME AND EFFORT 


Your customers are sure to appreciate this neater, cleaner 
way to wash and damp-mop floors. Mops made with 
Du Pont cellulose sponge yarn absorb more water than 
ordinary mops—leave no lint, don’t scratch. Three 
years of testing in railroad stations and public buildings 
show they generally last longer than string mops... 
an outstanding sales point with maintenance-minded 
customers. And they’re easy to clean—dirt and grease 
wash out in running water. Won’t sour. Won’t snarl or 
tangle. 

For the names of manufacturers of mops made with 
Du Pont cellulose sponge yarn, write E. I. du Pont de 
Nemours & Co. (Inc.), Cellulose Sponge Sales Section, 
Wilmington 98, Delaware. 


OU PONT 


REG. U.S. PaT. OFF 
BETTER THINGS FOR BETTER LIVING 
. « » THROUGH CHEMISTRY 
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CAMPBELL 


CHAIN 4 


takes the strain... 


The job that calls for chain deserves only the best. 


Campbell rigidly inspects every link of every chain... to 
make sure the chain you sell your customers measures up 
to the high standards of strength and quality traditional 
with Campbell for almost half a century. 

Send your next chain order to Campbell. Production at 
Campbell is linked to your requirements asa distributor — 
you get prompt, courteous service and fast delivery. 


Campbell Chain is advertised 
consistently to your customers 
in BUSINESS WEEK and 
PURCHASING 


CAMPBELL CHAIN Gonpeny 


Main Office—York, Pa. 
Factories— York, Pa. and West Burlington, lowa 


CAMPBELL 
CHAIN 


For Every Need: 
INDUSTRIAL + MARINE + AUTOMOTIVE + FARM 
SPECIAL PURPOSES 
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John Carroll 


American Hoist & Derrick 
Opens New Program 


A new line of wire rope blocks bear- 
ing the trade mark American Crosby 
Blocks and a completely new merch- 
andising program for industrial dis- 
tributors has been announced by John 
Carroll, general sales manager of 
American Hoist & Derrick Co. 

The line will be teamed up in every 
possible way with Crosby Clips, in ad- 
vertising and distribution. The ad- 
vantages for distributors, according to 
Mr. Carroll, will be seen in ready con- 
sumer acceptance for the name 
Crosby, and in many economies result- 
ing from combined purchases of wire 
rope blocks and clips. 


M.E.W.A. Convention 
Stresses Business Problems 


That the automotive wholesaler is 
facing a repetition of the difficult 
problems that beset him during the 
war and postwar years was stressed by 
talks and discussions held during the 
recent Motor & Equipment Whole- 
salers Association convention in 
Chicago. 

M.E.W.A.’s president, James C. 
Parker, stressed inflation as the num- 
ber one problem facing all businesses 
today. He pointed out that prices 
still continue to go up, and that 
stringent allocation, price and wage 
controls are inevitable if the infla- 
tionary tide is to be stemmed. He 
cautioned the more than 1,800 job- 
bers and manufacturers assembled 
against a “wishful, wistful thinking” 
that “everything is going to be all 
right.” 

Mr. Parker deplored the fact that 
some manufacturers seemingly are un- 
aware of the problems confronting 





SELLING SATISFACTION 


WITH VEELOS BRINGS 


e Here’s a true success story with only 

C0 ‘J @ ad two characters—a distributor's salesman 
and Veelos—the adjustable v-belt! 

Before the salesman sold this plant on 

es Veelos, their stockroom was cluttered 

Sl CSS with a large assortment of different sizes 

of endless v-belts. Now the picture is 


different. Only 4 reels of Veelos (as 





shown) take care of 75 v-belt drives. 
When the change-over is completed, 
every one of the 200 drives in the plant 
will be Veelos equipped. 

This distributor’s salesman knows that 
Veelos saves money for his customers... 


@ on v-belt inventorv—on control of 
inventory and on storing v-belts. 


@ when belts are replaced by reducing 
machine downtime. 


@ because it gives full, vibrationless 
power delivery—uniform tension is 
easily maintained on all belts. 


Selling Veelos is selling satisfaction 
and gaining profit. Profit on the original 
sale and profit on the replacement busi- 
ness that comes “naturally”. Then toa, 
the unit sale is larger because the cug+ 

Bailes Vestax wikia tomer buys a full reel every time—not 
stock—1 reel of A; 1 just a belt now and then. 


lof B; 2 Is of C. o- ; am 
cacti ceili Why not “get in the act”... sell 


satisfaction ... sell Veelos! 


Veelos is made in all standard widths: 
00, 0, A, B, C, D and E—double V in the A 
and B widths. Available in three types 
regular, oil-proof and static conducting. 
These drives have been operating for 10 months 


with Veelos—and still going strong. Endless belt life 


was 3 monte. Veslos intalistion time was | man- : MANHEIM MANUFACTURING & BELTING COMPANY 
hour; endless belt instailation time was 30 man- 4 

hours. This is one of 12 identical Veelos-driven MANHEIM, PA. 
machines in this plant. 





Installation time for Veelos was | man-hour—for 
endless v-belts it was 24 man-hours. These belts 
have been operating 32 years. This plant has three 
other Veelos-driven machines exactly like this one. 





ADJUSTABLE TO ANY LENGTH e ADAPTABLE TO ANY DRIVE THE LINK 
Made in all standard sizes, fits all standard grooves. Packaged 


on reels in 100-foot lengths. Sales engineers in principal 
cities. Veelos is known as VEELINK outside the United States. 
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their jobbers, or unwilling to take the 
steps necessary to safeguard their job- 


“a e "9 bers against conditions largely under 
THE OF TOOLS the control of the manufacturers. 
Frank G. Stewart, former N.E.W.A. 


president and member of the special 


' Ss ! M P 0 R T A N T ee (8 | committee representing automotive 


| wholesalers in Washington, gave an 
I N S £ R Vv i Cc E A M D Ss A L E S | eye witness account of developments 
| in government circles, especially in 
regard to efforts of the committee to 
safeguard the jobber’s manpower. The 
committee is striving to obtain a favor- 
able ruling permitting jobbers to re- 
tain those classifications of employees 
who are irreplaceable. 

Mr. Stewart said that all the govern 
ment leaders the committee contacted 
expressed their appreciation of the 
need for wholesalers in the distribu- 
tion scheme. 

Other speakers at the convention 
included Dr. William Montgomery 
McGovern, professor of political econ- 
omy at Northwestern University, 
Harry M. Bowser, director of sales 
education of Thos. A. Edison, Inc., 
John K. Langum, vice president of the 
Chicago Federal Reserve Bank, J. 
Howard Reed, M.E.W.A.’s manage- 
ment and legislative counsel and 
special Washington representative, 
and B. W. Ruark, M.E.W.A. general 
manager. 


Detroit Ball Bearing 
Celebrates 34th Year 


The Detroit Ball Bearing Co. of 

Michigan currently is celebrating its 

34th Anniversary with the opening of 

another new branch office and ware 

house building in Kalamazoo, Mich. 

Che firm, with main offices in De 

troit, has branches in 10 industrial 

— cities of Michigan and northwestern 

HE widespread recognition enjoyed Ohio. Stocks are maintained in each 

by GORHAM Cutting Tools has not been accidental branch according to the nature of 
. .. it has come through our constantly producing local usage. 

superior tools. These tools are helping plants every- 

where to save production dollars. The demand for 

GORHAM High Speed Steel Tool Bits is increasing 

constantly and this makes your cutting tool sales 

most profitable. Whether your customer's need is 

specialized or just regular, GORHAM High Speed 

Steel Tool Bits will meet any and all requirements... 

find out what selling them can mean fo you in profits. 








©@GORHAM STANDARD 


for the Commercial Field 


@GORHAM M-40-B © GORHAM GORMET 


for Heavy Cuts in Hard Material for More Abrasive Materials 


GORHAM TOOL COMPANY NO PIPE ORDER goes out at M. L. 


, Denver, without a second 
14400 WOODROW WILSON AVENUE, DETROIT 3, MICH. measurement check by Ferd Cain, left, 


and Lazell Petty 
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THE 
WELCOME 
MAT’S OUT 


Morse-Rockford 
Pullmore Clutches 


Morse-Rockford 
Over-Center 
Friction Clutches 


DSC Flexible 
Couplings 


Silent Chain Drives 


Right in your neighborhood, 
too! 


For in almost every industry, 
designers, manufacturers, and 
buyers of machinery know that 
the Morse line of power trans- 
mission products gives them 
superior quality and perform- 


ance, 


Consider the Morse line’s fame 
as the finest and one of the most 
complete available. Think of its 
unique construction and_per- 
formance features that give you 
stronger selling points and give 
your customers better buying 
reasons. Then write us today for 
complete information. 


Mi TEs Sel 


| MORSE 


MECHANICAL 
| 7OWER TRANSMISSION 
i PRODUCTS 


Nase wan demas waann 


Morflex Radial Drive Shafts 


Morflex Drive Shafts 


} 
of 


BW 








DRC Flexible 
Couplings 


Roller Chain Drives 


Write: 
MORSE CHAIN COMPANY 
Dept. 118 
7601 CENTRAL AVE. 
DETROIT 8, MICHIGAN 





Morflex 
Couplings 
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Morflex Radial Couplings 








BARNES FAMOUS HACK SAW 


BLADES 


You Sell MORE of the BEST 


5 


when you Sell 


Gf 
~~ 


HACK SAWS 


THERE'S A BARNES BLADE FOR EVERY PURPOSE 


POWER BLADES... 


BLADES... 


Barnes Hand Hack Saws include 6 different types of blades—for 
use on any metal cutting operation. All Barnes H.S. Steel Blades are 
individually Rockwell Tested—thus providing the uniform high quality 
that makes Barnes Blades famous for their dependability. The 
Barnes’ line of hack saws includes 2 high speed steel blades and 4 
standard Tungsten steel blades. 


4-114 “44.4 “A 


1.6. FAR RMES GG, ie. 


1299 TERMINAL AVE. ° DETROIT 14, MICH. 


a a | 
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B. J. Seifried 


Seifried, Putnam 
Join Gierston Tool 


B. J. Seifried and H. E. Putnam 
have joined the staff of the Gierston 
Tool Co., Elmira, N. Y. Mr. Seifried 
joined the company on Jan. 1 as a 
salesman. Mr. Putnam started Dec. 
15 as purchasing agent and office 
manager. 

Both Mr. Seifried and Mr. Putnam 
were formerly with the R. C. Neal 
Co., in the Elmira branch. 


soggaas 


H. E. Putnam 


St. Louis Distributor 
Announces Name Change 


The corporate name of Teuscher 
Pulley and Belting Co., 801 North 
Second St., St. Louis, was recently 
changed to Te-Co., Inc. Since its or- 
ganization in 1899, the company has 
gradually expanded its line to include 
a wide variety of power transmission 
equipment, material handling equip- 
ment, and industrial hose. Thus it 
seemed desirable to remove the im- 
plication that the line is limited to 
pullevs and belts. Te-Co has been 
the brand name of Teuscher’s rubber 
belting since 1924. 





) 4 heen 2H 


Selling PERFORMANCE that is BUILT IN 


The most successful salesmen are those who 
sell performance . . . not just products. 

Earl Traynor, industrial salesman for Thomas 
H. Bradley, Inc., of Watertown, N. Y., distrib- 
utor of hardware and industrial supplies, makes 
it a practice to sell fasteners that will stand up 
under the most difficult operating conditions. 

Because he translates the values built into 
RB&W fasteners into terms of longer, trouble- 
free operation for the customer, he is able to 
maintain volume business on quality-priced 
merchandise—and, with the help of the de- 
pendable RB&W fasteners themselves, keeps 
his customers satisfied. 


The values that Earl Traynor tells his custom- 
ers about are built into RB&W fasteners by 
men like John Waring. 

John operates a bolt-maker in RB&W’s Port 
Chester plant. Automatic cold-heading, which 
RB&W originated, accounts for the superior 
strength, greater accuracy, almost perfect uni- 
formity and improved appearance of RB&W 
bolts. 

Here, and in other manufacturing steps, 
R B&W builds into its bolts and other fasteners 
the maximum soundness that enables them to 


perform as well, on the job, as Earl Traynor 
says they will. 


t 
R Ww RUSSELL, BURDS/\LL & WARD BOLT AND NUT COMPANY 


Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, Calif. 
Additional sales offices at: Philadelphia, Detroit, Chicago, Chattanooga, Dallas, 
The Complete Oakland. Sales agents at: Portland, Seattle. 
Quality Line 106 Years Making Strong the Distributors That Make America Strong 


i ae cet a en 
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7178 ARE 
"Pees? 


Dealers and distributors deserve a sane, 
sensible factory sales policy. Peoria Mal- 
leable Castings Co. knows this and protects 
your profits on Peoria Chain. Complete line 
of every size malleable iron chain. Write 
today for catalog or order immediately if 
your stocks are low. 





Paul R. Briggs 





Stanley Electric Tools 
Names Briggs Sales Head 





Paul R. Briggs has been appointed 
district sales manager for metropoli- 
tan New York, New Jersey, Pennsyl- 
vania with the exception of the Pitts- 
burgh area, District of Columbia, 
Delaware, Maryland, Virginia and 
West Virginia, for the Stanley Elec- 
tric Tools Division, The Stanley 
Works, New Britain, Conn. 

A native of Connecticut, Mr. Briggs 
has been a salesman for Stanley Elec- 
tric Tools for 13 years traveling in the 


: ‘ eastern territory. He is a member of 
7 | | the Keystoners. 

He will have his headquarters at 100 

Lafayette St., New York City. 

CLASS 
' | Somers, Fitler & Todd 
\ | Presents Service Buttons 
400 CLASS 


A 
PINTLE CHAIN x Service buttons representing 220 
years of service were presented to 12 


. ‘ +s ' employees of Somers, Fitler & Todd 
neeiaeiaiie 5 Co., Pittsburgh, on December 22. 
PINTLE CHAIN ROOF-TOP 4 Forty year buttons were presented 
TRANSFER CHAIN 4 to E. L. Alberter, vice president in 
: Charge of sales, and to Carl E. 
2 | Seibert. 

ROLLER TOP 4 Thirty year buttons were presented 
TRANSFER CHAIN % 4 to Harrison LaGard, David Oswald, 
= and Harry F. Werner. The presenta- 
5 tions were made by William T. Todd, 

— Jr., president. 


ELEVATOR 
} ' BUCKETS C CLASS 


Ny “COMBINATION” | Emerson Appointed 
1 ae BEA | | Harry L. Emerson has been ap- 
: ; — a 4 charge of 
manufact t kford Clutch 
PEORIA MALLEABLE CASTINGS CO. Division of the Borg: Wamer Corp. 
FT. OF ALEXANDER ST., PEORIA, ILLINOIS and will also continue as works man- 


CHAIN MAKERS 40) ;2 OVER 30 YEARS | ager, a position he has occupied for 


| eight years. 


4 
| 
) 


th 


ed Gad i aux 
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NEWS FROM UTICA 


Pioneering and improvements it will pay you to know about 


PLIERS WITH BUILT-IN 


Cross section 


LUBRICATION .. 


The finest pliers—the 
LUBRING line—have a ring 
of oil-impregnated porous 
iron floating in the joint. 
The ring slowly feeds lu- 
brication and assures 
smooth action, long life. 
Standard equipment for 


several top utilities. 


WRENCHES THAT LAST TEN 








TIMES AS LONG.. 


Adjustable wrenches with 
electronically hardened 
jaw surfaces. Resist burr- 
ing and nicking. Last up 
to 10 times as long. Their 
thin pattern was designed 
to reach the hard-to-get-at 
places—with plenty of 
strength! 


NEW SAFETY AND COMFORT 
IN SPECIAL HANDLES 


Heavy rubber vulcanized 
handles for insulation — 
slip-on plastic handles 
that are non-burning, non- 
explosive—dipped plastic 
handles for comfort—han- 
dle springs for ease in use. 
For almost all UTICA 


tools. 


Ne 











80 TOOLS ..151 SIZES. 
THE RIGHT TOOL FOR YOUR NEED 


You get exactly what you 
want from UTICA! A full 
line of pliers and adjust- 
able wrenches, Every tool 
checked in every step of 
manufacture, and tested. 
For long-run economy in 


your production line. 


Utica Drop Forge & Tool Corporation, Utica 4, N. Y. 


BETTER PLIERS FOR EVERY PURPOSE 
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Samuel W. Gibb 


Yale & Towne Names 
Agent for Southwest 
Samuel W. Gibb & Co. Los Angeles 


has been appointed exclusive sales rep- 
resentative for the industrial truck line 
ee ¢? eS of Yale material handling equipment 
in a territory comprising southern 


California and the southwestern states. 


Mr. Gibb formerly served as gen- 
e e eS eral sales manager of Yale & Towne’s 
Philadelphia Division, aad has been 


prominently associated with the ma- 


| terial handling industry for 30 years. 
METAL 3 Among the many executive posts he 
CUTTING held with Yale & Towne, he was dis- 


trict manager of material handling 
You'll do better when you sell Johnson Band Saws . . . Their many advantages sales in California 
keep them out in front . . . They offer extra value, extra capacity, top quality ; . : 
and low cost. Numerous trade magazines tell their story to industrial users 
everywhere. 
Model J, pictured, cuts 10” rounds, 18” flats . . . Also Model B, with or with- 
out casters, cuts 5 rounds, 10” flats. Hardware Trade Association 
Decide now to step up your volume, your profits, by concentrating on Johnson . 
Saws. Take advantage of their great and growing demand. | Elects New Officers 
Wille fer Gute Paley At a recent meeting of The Hard- 
SELECTED DEALERS SELL JOHNSONS. ware Trade Association of New York, 
ARE YOU ONE? . canker aan sien 
the following officers were elected 
si ss . > Jos. C. Walker (Buffalo Bolt Co.), 
- president; Jas. Bosted, H. W. Mills & 
Co., Inc., Patterson, N. J., first vice 
president; Robert Mueller (Minnesota 
Mining & Mfg. Co.), second vice 
president; David Stagg, Patterson 
Bros., New York, third vice president; 
Arnold Martin (Henry Disston & 
Sons, Inc.), secretary-treasurer; John 
Ryan, Joseph C. Ryan & Sons, Inc., 
Yonkers, N. Y., chairman of the board 
of directors; Ray Schmidt (Stanley 
Tools), chairman of the executive 
committee; and Herbert Dienst, A. P. 
Dienst Co., New York, Kirk Hobart, 
Allen Mfg. Co.), Andrew Diehm, 
Franklin Hardware Co., New York, 
M. T. Townley (Gilbert & Bennett 


OBO UE GRU Cee | Mi. Co), OA: Lonchantin, J. K 


ALBION. MICHIGAN and W. S. Speir (Lufkin Rule Co 
, 


members of the board of directors. 
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A big addition to the still neW MARSH PLANT 
25% more service-for-you space — 


Three basic groups of Marsh Gauges are illus- 
trated: the “Standard,” “Quality,” and Mas- 
tergauge groups. While there is considerable 
difference in design and construction (and 
therefore in price) each series contains the best 
gauges of their kind. Write for a new Marsh 
Catalog covering your specific needs. 


This advertisement is reaching your customers 
in a large group of business publications 


It seems almost yesterday (actu- 
ally 1948) that we announced 
the completion of our new mod- 
ern plant at Skokie, Ill., close-in 
suburb of Chicago. And now we 
are announcing the completion 
of a large addition to this s¢éll 
new plant! 

Such swift expansion is no 
mere happenstance. Long before 
we built our Skokie plant we 
had planned it down to the last 
detail to give new scope to the 
production principles that have 
enabled Marsh products to set 
their own standards . . . for qual- 


ity .. . for downright value. 
How well we accomplished 
our objectives—how much we 
exceeded even our own expecta- 
tions—is convincingly attested 
by the need for this big addition 
to keep pace with the ever- 
accelerating demand for Marsh 
instruments, heating specialties, 
and refrigeration equipment. 
This increased manufacturing 
space will provide facilities to 
maintain Marsh quality stand- 
ards while giving you Marsh 
products at a faster pace. It is 
25% more service-for-you space. 


MARSH INSTRUMENT CO. 


Sales affiliate of Jas. P. Marsh Corporation 
DEPT. C, SKOKIE, ILL. 
Export Dept., 155 E. 44th St., New York, N. Y. 
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The SHELDON Line 
is lst for Industrial 
Distributors — 


PrP ee eee 


TSS6B 
1114" Swing 


... eastest to sell and 


more profita ble because: 


1. They are better machine tools of the right 
sizes and types for volume sales—more 
quality per dollar; more actual tool per 
dollar. 


. They come fully assembled—ready to un- 
crate and operate. 


. The Sheldon Catalog—large full color il- 
lustrations tied to individual sales features 
and specifications. The Sheldon Price List 
is complete—is arranged for fast and accu- 
rate reading and so worded that anyone 
can easily make a “professional quotation.” 


TUI248P 
13-4” Swing 


. Sheldon gives better factory co-operation 
and effective sales helps and supports you 
with continuous advertising. 

_ Sie Keep pushing SHELDON Tools, they are 
, clean profitable units to sell. 


SHELDON 


CHICAGO 
SHELDON MACHINE CO., INC., 4232 N. Knox Ave., Chicago 41, Ill, 
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L. A. Watts 


Wickwire Spencer Appoints 


Assistant Sales Manager 


L. A. Watts was recently appointed 
assistant general sales manager of the 
Wickwire Spencer Steel Division of 
The Colorado Fuel and Iron Corp. 
Mr. Watts joined the then Wickwire 
Spencer Steel Co. as a chemist in 1938. 

He is being succeeded in his former 
job by Robert M. Wagner, who 
joined the then Wickwire Spencer 
Steel Co. in 1931. 


Three Representatives 
Named by Allis-Chalmers 


Three new sales representatives have 
been named to Allis-Chalmers general 
machinery division district offices. 
They are Thomas C. Smith, Milwau- 
kee; E. E. Strickland, Jr., New York; 
and Elwood C. Gerber, Pittsburgh. 

Mr. Smith was employed by the 
Sangamo Electric Co., and the Line 
Material Co. before joining Allis- 
Chalmers in 1950. 

Mr. Strickland is a mechanical en- 
gineering graduate of the University of 
Maryland. He joined Allis-Chalmers 
in 1949. 

Mr. Gerber has been with Allis- 
Chalmers since 1946. He has been 
doing application and sales work on 
electrical products for steel mills in 
the company’s motor-generator and 
control sections. 


Larsen Assists Ingersoll 
At Borg-Warner Corp. 


Paul J. Larsen, former director of 
the Office of Civil Defense of the 
NSRB, has been appointed assistant 
to Roy C. Ingersoll, president of Borg- 
Warner Corp. 

Mr. Larsen resigned his post as 
National Civil see director on 
completion of the plan approved re- 
cently by Congress. 





What Makes Selling FEDERATED SOLDER Profitable? 


REPEAT SALES! * 


VOLUME SALES! 





ie users buy Federated® Acid Core and Solid Wire Solders because they 


know from reputation and from national advertising that Federated produces only 
the finest quality products. And they return to buy time and again because the 
performance of Federated Solders is tops. 


For display purposes, Acid Core Solder is packed in a bright blue and white package: 
Solid Wire in neat black and grey. The analysis of the solder is prominently displayed 
on each carton. Available in all commercial sizes and compositions. Listed by 
Underwriters’ Laboratories Inc. 


AMERICAN SMELTING AND REFINING COMPANY « 120 BROADWAY, NEW YORK 5, N. Y. 
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Regardless of Size 


oO 
re hazor 
le. Full int 


BREAK-PROOF 
SHOCK-PROOF 


Screw Driver 


For Every 
Tudustrial Need 


@ The CW 924 extreme heavy duty 
screw driver with double grip 
handle and 24” blade is just one of 
the many special drivers carried in 
stock by Vaco to help meet every 
industrial screw driver need. Re- 
gardless of type, size or quantity, 
Vaco can supply you. Regular, 
Phillips, Reed and Prince, 
Clutch Head, Offset, Klipxon 
and other bit styles are availa- 
ble by the hundreds with wood 
or famous Vaco S B Ambery! 
plastic handles. All are preci- 
sion built... made to highest 
quality standards. Next time 
you order, try Vaco...and 
get all your drivers from 

one dependable source. 


OOK you find practically everything you 
to know about scr irivers of all types. It’s literally 
| tures and drawings 
The handiest, most 
t source of infor 
ver produced for 
screw driver buyers. Write 


your reterence Copy, fodday 


. Ontario St. Chicago 11, Ill. 
In Canada 
Vaco Lynn Products Co. Lid 
1212 Notre Dame St. W., Montreal 3, Quebec 
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LEARNING KNOWHOW - from 
manufacturers’) men Dick Cumber 
land and Jack Lyman is Clyde Lan 
ham of Wimberly & Thomas Hard 
ware Co., Birmingham, Ala 





Cambridge Wire Cloth 
Appoints Three Officers 


Lhe Cambridge Wire Cloth Com 
pany, Cambridge, Md., has announced 
the appointment of the following new 
officers: Irwin F. Pink, executive vice 
president; Edward N. Evans, vice 
president and general manager; and 
Nina F. Pink, secretarv and treasurer. 

Mr. Pink joined the company in 
1920. He was elected secretary and 
treasurer in 1938, vice president and 
general manager in 1942, and held the 
latter position until his recent appoint- 
ment. 

Mr. Evans has been with the com- 
pany since 1937. In 1940 he was made 
sales manager for the company’s line 
of woven wire conveyor belts, indus- 
trial wire cloth, woven wire slings and 
special metal fabrications. He _ has 
been secretary and treasurer since 
1942. 

Miss Pink joined the company in 
1930 and was made office manager 
in 1940. She became comptroller in 
1944 and held that position until her 
recent appointment. 


New Representatives 
Named By Black Mfg. Co. 


Two new representatives recently 
named by The Black Mfg. Co. are 
Jerry Kasimatis and Bill Rogers. Each 
of them is an equipment specialist. 

Mr. Kasimatis will represent the 
company in the Chicago area with 
headquarters at 1515 Howard Street, 
Chicago 26. 

Mr. Rogers will cover eastern Penn- 
sylvania and West Virginia, with 
headquarters at 647 Bower Hill Road, 
Pittsburgh 16. 





Dick power transmission and conveying equipment 
is accepted for its greater efficiency . . . longer life... 
and rugged ability to absorb repeated peak operat- 
ing demands. 


Industry has learned by experience that the Dick 
line has earned its approval and acceptance because 
of its outstanding overall economical performance. 





ZS 
SZ 


Welded steel construc- 
tion. Light in weight yet 
extremely strong. 
They're easy to install. 
Available in a wide 
range of sizes for all gen- 
eral conveyor services. 


DICK ROPE V-BELT DRIVES 


V-Belt and sheaves operate with 
engineered efficiency. Give maxi- 
mum service with minimum stretch 
. Resilience maintained. 

Sheaves carefully 

balanced and ac- 

curately ma- 

chined to mini- 

mize belt wear. 


COMPANY, INC. 


CHICAGO, ILL. 


SAN FRANCISCO, CALIF. 


Scientifically designed 
—electrically welded 
construction. Light in 
weight. Easy to install. 
Maintain exact shape 
under all loads. 


DICK’S BALATA BELTING 


Constructed of hard surface, closely woven duck. 
Thoroughly impregnated with Balata Gum. Free 
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from stretch and 
shrinkage — and 
moisture resistant. 
High in power 
transmission effi- 
ciency. All “Dick- 
belts'’ guar- 
anteed. 


PASSAIC, N. J. 


SEATTLE, WASH. 








As America girds for the ‘Battle of 
Production, industrial facilities as 
sume greater importance must 
be better protected against loss, 
carelessness and even sabotage 
Tool cribs, material bins, paint 
booths, employee lockers, factory 
doors and gates must be locked— 
SECURELY. You do your customers a 
favor when you remind them of 
these security measures and rec 


GREATER PRODUCTION AT LOWER COST! ommend 


Just one big happy family—to help you secure a greater share of the Master 
tool business in your area. Let the W-S family of Carbide Reamers ; Vy f , 
go to work for you. The W-S line of Carbide Reamers is the most ie 


Built Like a Bonk Vault Door! 
Laminated steel case for powerful 





complete line available today. You can offer a wide variety of sizes, 


a good selection of styles, straight or taper shanks, of special heat protection, world’s strongest con 


struction pin tumbler security 
a ae de ° pe Precision brass cylinders for 
Make the W-S line your “profit line”’. ong life and easy action 
MASTER LOCK COMPANY 
, Milwaukee 45, Wis. 
Pree! New Reaming Instruction Chart Deter- Special service 
mines feeds, speeds and stock removal for ream- TS on 
. : ae eyed an 
ing steel, ferrous, non-ferrous and non-metallic ify; TST Revedsnliine 
materials. Write today: Wendt-Sonis Company, “Cypl) 

17, 


Hannibal, Missouri. ae ey, 
— 


treated alloy steel. You are assured of quick delivery. 








3 / 
Soa! 


wenoT\” sonis 


CARBIDE CUTTING TOOLS 


BORING TOOLS © CENTERS © COUNTERBORES © SPOTFACERS © CUT-OFF TOOLS = 
DRILLS © END MILLS © FLY CUTTERS © TOOL BITS © MILLING CUTTERS © REAMERS v 
ROLLER TURNING TOOLS «© SPECIAL BITS \ World's Leading Padlock Manufacturers J 
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DICTATION is taken by Miss Marie 
Greene from Claude E. Wells, presi- 
dent of Ellfeldt Machinery & Supply 
Co., Kansas City, Missouri. 





100 Manufacturers 
To Display At Products Show 


More than 100 leading manufactur- 
ers and industrial distributors will dis- 
play their 1951 lines at the 17th An- 
nual Products Show, sponsored by the 
Purchasing Agents Association of Chi- 
cago, at the Hotel Sherman on Feb. 
20, 21 and 22. 

The Purchasing Agents Association 
of Chicago, with over 850 members, 
represents firms with a combined pur- 
chasing power of more than $5 billion 
per year and is the largest unit in the 
National Association of Purchasing 
Agents. 

Speaker of the evening will be 
George A. Renard, executive secretary- 
treasurer of the N. A. P. A., who will 
talk on “From One P. A. to Another.” 

A highlight of the show will be the 
banquet to be held on the final night, 
Thurs., Feb. 22 at 7 p.m. in the Sher- 
man’s Grand Ballroom. 

Officers of the Purchasing Agents 
Association are: President, Walter 
Armstrong, American National Bank 
& Trust Co. of Chicago; First Vice 
President, Robert A. Doyle, Glidden 
Co.; Second Vice President, William 
D. Jackson, Container Corp. of 
America; National Director, Arthur F. 
Dallia, Justrite Mfg. Co.; Treasurer, 
Harry H. Wise, Cenol Co., Inc.; and 
Secretary, L. R. Seen, Borg & Beck. 


San Diego Distributor 
Plans New Building 


Ihe San Diego Pipe & Supply Co., 
San Diego, will start work soon on a 
3,000 sq. ft. office and display room 
and a 10,000 sq. ft. warehouse, .ac- 
cording to Manager George Wixen. 

The new building will be located 
at Washington Street and Pacific 
Highway in San Diego. The com- 
pany’s present location is 3837 43rd 





PILLOW 
BLOCKS 


MRC STANDARD SERIES 


BALL BEARINGS 


STOCK AND SELL LIFE-LUBE BEARINGS FOR 
CUSTOMER ACCEPTANCE AND GOODWILL 


BEARING—Standard 200 Series with wide inner ring, deep ball race 
groove, close curvature type providing maximum load-carrying ca 
pacity; no sacrifice of radial space for shaft adapter sleeve. This 
bearing is manufactured by the Marlin-Rockwell Corporation. 


COLLAR—The proven eccentric self-locking collar is unexcelled 
To lock the bearing to the shaft, simply engage the collar with the 
eccentric and tighten set screw. The locking action becomes tighter 
with shaft rotation. 


SEALS—A special feature of the MRC boll bearing used in the 
WOOD'S LIFE-LUBE Pillow Block is the synthetic rubber seal bonded 
to a steel core. This is a highly efficient seal excluding foreign 
matter and retaining the lubricant permanently. 


SELF-ALIGNING—The housing is machined with a spherical seat 
corresponding to the spherical surface of the outside diameter of the 
bearing. The seal, being an integral part of the bearing assembly, 
allows unrestricted alignment in any direction. 


PERMANENT LUBRICATION—WOOD'S LIFE-LUBE Pillow Blocks, 
equipped with MRC Ball Bearings, are permanently lubricated with 
an approved high quality lubricant. This insures a saving in time 
and lubricant eliminating any relubrication maintenance cost. Also 
longer bearing life is realized because many bearings are ruined 
by dirt introduced at the time of relubrication. 


WRITE FOR BULLETIN 194 


T. B. WOOD'S SONS COMPANY 


CHAMBERSBURG, PA. 





Street Branches: Boston, Mass., Newark, N. J., Dallas, Tex., Cleveland, O. 
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E. J. GOTSTEIN, manager of the 
industrial supplies department of The 
Ridge Co., South Bend, Ind., writes 
up order 





No “Life of Riley” 
For Factory Representatives 


Factory representatives have no easy 

ilustrated is the popular time on the job, despite some of the 

Wells No. 8 with wet humorous cartoons about them that 

cutting system. depict them lolling in a Hollywood 

style canopied bed with eight man- 

HORIZONTAL band sawing is the modern, cost- servants in the background ready to 
cutting way to handle cut-off jobs . . . and Wells do their bidding. 

R. E. Slayter is one of the mis- 

: . Sear ‘ styled tribe; he’s factory representative 

cutting band saw machines. Simplicity of design for Morgan Vise Co.—an articulate 


Saws are the leaders among horizontal metal 


means fewer moving parts and easy operation. f. r. in the bargain. Recently he 
penned a report to company president 
. - : age George Morgan on an actual call he 
cutting costs, a Wells Saw pays for itself quickly and will give you made, selling vises to public school 


years and years of dependable, satisfactory service. workshops that contains some of the 
brightest serio-commic comments on 


BIG JOBS or LITTLE Jobs . . . There's a “WELLSAW” to meet the trials of the f. r.’s job we've ever 


read 
your Metal Cutting Requirements. Check the table below and write for Thought you might like to look 


complete descriptive information or a job demonstration. over our shoulder now while we read 
them again: 


Ruggedly built to increase productivity and reduce 








MODEL a9 A No. 5 


No. 8 is ' 
a in <— Dear George (Mr. Slayter beings): 


| Capacity in inches: Rounds 32 5 


Rectangular| 3x6 5x 10 8x 16 Calling on these smaller schools is 
— quite a different proposition from 


ees calling in the cities. You are accus- 
Motor Size 1/6 HP, Ya HP, V2 HP, Ya HP. tomed to finding the buyer in an office 
| Floor Space, in inches 16/2 x 38 21 x 50 24x 72 32 x 18 and it’s infrequently you find it neces- 
Wet cutting system No Yes Yes Yes sary to go out into the school itself. 
Just in case, George, you have not 
had the actual experience of calling 
on a small town school, thought you’d 


be interested in a report giving some 
The Pioneers of Horizontal idea of how it goes. : 
lhere are two delightful advantages. 


METAL CUTTING One has no trouble locating the 
school and it is easy to park. That 

KB A N D s A W 5 concludes the advantages. 

WELLS MANUFACTURING CORPORATION All roads approaching this town are 

202 WASHINGTON AVE, THREERIVERS, MICH. gravel and I had to literally plow along 











Blade speeds, ft. per min. |54, 100, 190 | 60,90, 130 | 60,90, 130 | 50, 100, 150 



































Automatic stock projection available for Nos. 8 ond 12. 
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Some “Moral Insurance” here might have avoided a serious accident 


Workmen’s compensation is a fine thing—but it can’t replace a mangled arm. 
pe & P & 


Safety laws prevent many accidents—but they can’t cover every hazard of 
an individual plant, 


Accident prevention which goes beyond the law is an unwritten responsi- 
bility of every employer. It is his “Moral Insurance” for his employees 
welfare. 

The premiums for “Moral Insurance” are not high. They do not have to 
be paid for in fancy safety gadgets. Their cost is simply the institution of 
common sense safety regulations covering all local hazards—enforced by 
employee committees with the full support of management, 


Yes—“plant safety” is a mutual job. 


DON’T FORGET—THE LIFE YOU SAVE MAY BE YOUR OWN 


Published in the public interest by: 


McGRAW-HILL PUBLICATIONS 
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New 
“Slant” 


SELLING 





Labor shortages are developing. More 
men are being called from their jobs. 
Replacing strong men on work where 
there is much lifting would be diffi- 


cult—in many places impossible. 


Here, then, is your chance to sell 
‘Budgit’ electric hoists so that older 
men and women con take the places 
of strong men. With effortless lifting, 
the work made easy, replacements 


are available. ~ 


gestion just for solving the labor 





your sug- 


supply problem. And when you point 
out that production will actually in- 
crease and costs go down, sales are 
inevitable. 


Show how easy to install — hang up, 
plug in and use! That current costs 
gre too small to matter! That a ‘Bud- 
git’ pays for itself quickly and many 
times over in its long, trouble-free 
life! 


The times are making your market. 
Take full advantage of this new sell- 
ing idea and watch your sales grow. 


How is your supply of Bulletin 


No. 391? If low, write for more. 


ig) BUDGIT 


Mii 
Hoist 
OLSTS 
MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, "Budgit’ and ‘Load 
Lifter’ Hoists and other lifting specialties, Makers 
of ‘Ashcroft’ Gauges, ‘Hancock’ Vaives, ‘Consol 
idated’ Safety and Relief Valves, ‘American’ 
Industrial and ‘Microsen’ Electrical Instruments. 
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through two lanes of snow through a 
sca Of soft mud in between. Picture 
me, if you please, slowly creeping into 
the town, peering out through the 
small clean spot on my windshield 
left by the wiper, the car totally cov- 
ered from bumper to bumper with 
soft yellow-brown mud. 

The sloping front walk was a posi- 
tive hazard. The kids had been us- 
ing it as a slide. Contributing to the 
interest, were some half dozen teen- 
aged apes engaged earnestly in a snow 
ball battle. 

Having run this gauntlet, I burst 
with relief into the building only to 
find myself up to my hips in Kinder- 
garten Kids. Waded through this 
squirming mass to the superintendent’s 
door, only to find it locked. Knocked 
lightly. No result. Tried again. Same 
result. Then hammered. Suddenly 
the door was yanked open and there 
stood the local big-wig of education 
glaring out in the hope of catching 
the Mama’s Little Darling who was 
prankishly pounding on his door. Af- 
ter confused apologies on his part, he 
informed me they were going to build 
a new shop, soon as they got the 
money, but they would use the old 
manual training benches, simply _re- 
placing the worn out vises. He then 
courteously directed me to the Manual 
l'raining Instructor. 


Combat Training Helpful! 


At this point my dignity was intact 


"and I little suspected the ordeal ahead. 


\s I stepped back into the hall, I 
landed up to my chest in Grade 
Schoolers on their way out. Bucking 
this tide was worse than the Times 
Square Subway’ in New York during 
the rush hour. Finally I escaped, con- 
tributing this success to my consid- 
erable overweight, whereupon I 
worked my way down a flight of stairs 
only to encounter an even madder 
scramble. This time I was up to my 
eves in Junior High Schoolers. 

After much frantic _ signalling, 
finally got one of these whirling derv- 
ishes to stand still long enough to 
find out that the door to the Manual 
raining Department was at the far 
end of the Gymnasium. 

Now, George, right here is where 
you take your life in your hands. The 
going gets really tough. In fact I 
darned near perished. Found myself 
completely over my head in basket 
ball players! 

\"inally staggered through the door 
totally disheveled and with morale 
at lowest ebb. Must have presented 
a woeful sight as every one of the two 
score kids stopped whatever it is they 
do in Manual Training to stare at me 
in open-mouthed astonishment. With 
considerable effort I pulled the shreds 
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a CATAL og , 


your guides 

to complete 

power transmission 
nt 


A complete line from a single source 
--. easier to sell... greater depend- 
ability... enables you to give better 
and quicker service to your customer. 
Three reasons that add up to more 
profit for you. Medart’s outstanding 
advertising campaign in leading trade 
journals means a greater Medart 
market for you! 


No. 56-V 
V-Belts ond 
V-Sheoves 


All other Power 
Transmission 
Equipment 


Not just catalogs... but informative, help- 
ful power tr ission equip t guides. 
Minimize complicated engineering com- 
putations ... excellent for your reference 
files. Write for yours today! 





* EDART 





of my dignity about me and asked 
for Mr. Loutzenhise. One of the 
bigger kids came sauntering over. His 
snappy crew haircut had had about 
six months to go to seed. His blue 
jeans were the dirtiest and most be- 
patched in the place. As he neared, 
I was disconcerted to discern that 
what I had at first thought was dirt 
on his face was, in fact, a three day 
growth of beard. This masterpiece of 
misplaced farmer was my man. I con- 
cluded that the beard was to keep up 
the esprit de corps. 

Went into my act with firm hand- 
shake and smiling greeting intending 
to melt the resistance of this rural 
paragon, however, was disconcerted by 
the prize assortment of baboons con- 
stituting the class, rallying round for 
all the world like a foot ball team 
going into a signal huddle. 

Frantically clutching my hat, pa- 
pers, brief case, etc. asked if there 
wasn’t some place where we could 
have a few words in private. He led 
me to the far end of the room and up 
over a large pile of assorted lawn 
mowers, rakes, hose, shovels, dis- 
carded band instruments, foot ball 
side line benches, side line marking 
equipment, etc. etc. remarking that 
the roof of the storage shed had blown 
off so therefore the stuff in here. As 
I gingerly toed aside a broken pop 
bottle with my new rubbers, asked 
him why a gasoline snow plow was 
among the equipment stored—recall- 
ing the walks in front of the building 
—and also in a desire to build good- 
will. He commented ‘Oh, that thing. 
Won’t work. When you crank it, all 
it does is spin the wheels. The plow 
part ain’t got power enough to push 
a pixey off a toadstool.’ 

At this point I nearly got discour- 
aged. Then I recalled the master- 
pieces of salesmanship I had been 
studying in the Saturday Evening 
Post about one Botts and his trials 
selling caterpillar tractors—also thought 
of you—so I took a firm grip on my 
resolve and persevered. Told him what 
the superintendant had said. Replied 
he 

‘Yeah. That's right.’ 

‘Then I take it’—this is me, hope- 
fully retting new vises now! 

‘Well, I guess I shoulda done it at 
that. But I gotta git the approval of 
the President of the Board and I’ve 
been puttin’ off seein’ him. He runs 
a grocery and if I went in there ask- 
ing him about’ buyin’ somthin’, he’d 
nail me. You see, I owe him a gro- 
cery bill.’ 

Quid est dederandum. 
id infinitum ad absurdum. 

Very best regards, 


“vou are 


Et cetera 
Finis 
Bill 


PS: The grocer was deer hunting. 


The COMPLETE line... 


Blue Devil Socket Screw Products 


Flat Head Socket Cap Screws 
Socket Stripper Bolts 
Socket Screw Keys 


Socket Cap Screws 
Socket Set Screws 
Socket Pipe Plugs 


Precision made by specialists in socket screw manufacture 
in a plant devoted exclusively to the manufacture of 
Blue Devil Socket Screw Products. 


Sold through authorized | 
Industrial Supply Distributors 


SAFETY SOCKET SCREW COMPANY 


6500 AVONDALE AVE. ¢ CHICAGO 31, ILLINOIS 
New York Office —11 Park Place West Coast Warehouse—2022 E. 7th St., Los Angeles 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1951 








STOCK “DE-STA-CO”’ 


It’S EASY TO seu Kebor Spacers and Shims T p 


Get extra, profit-building busi- : { . 
ness from every shopin your territory! aint | ¥ m | e S ' | 
Tell them how “De-Sta-Co” all-steel F Ney a. 
Arbor Spacers save setup time on © : Y Gi ex | 
milling machines, slitters, gang-saws N i 
. . « Sell them two sets for eacch =~@& x 4 i MACH IN ES 
machine in the shop! : ’ e 

For 20 arbor sizes (%" to 4") OF ‘i - a 
... 19 graduated thicknesses (.001” FF : KA 
to .125”) .. Complete sets—or in |i a = your BEST BUY 
bulk. We suggest stocking “De- i = 
Sta-Co” Ready-Packaged sets in , because they 
the five most popular arbor sizes, . i 
%’, 1, 1%", 1%", 2°. They're ’ 4 2 serve your customers 
easy to stock, packed in individual, | . | 
heat-sealed, clear polyethylene en- ; ne ba { “4 BETTER! 
velopes for rust-proof stocking. Each J 
set plainly identified by arbor size. All “De-Sta-Co” Arbor Spacers have standard 
keyway. Special arbor spacers, thicknesses over .125”, available in popular sizes 

and thicknesses machined from solid bar stock, hardened 
and ground, with standard keyways. 

“De-Sta-Co” all-steel Shims furnished in same sizes (in 
sets or in bulk), stamped and coined to close tolerances, 
without keyway. Preferred by machinists for over 

ARBOR SPACERS SHIMS thirty-five years for shimming gears and bearings . . . 
Keywayed NotKeywayed asked for by name, “De-Sta-Co”. 
“DE-STA-CO" QUANTITY DISCOUNT PLAN gives you extra These two STOW Variable 


D E TR ) | T profits for handling this fast-selling, easily stocked line. Write : 
today for “De-Sta-Co" Arbor Spacer and Shim Stock Price List. Speed Machines permit 


STAMPING choice of ane meets 
... are specially igned to 
COMPANY 332 MIDLAND , on al a provide the highest efficiency 
aii aa al wherever applied. Many other 

models available. 





CE theete tO! 43 


43-SPEED JIFFY 
$J-38 


; Re 
ce ae 








The line that 
backs up your 
sales effort... 


STOW FLEXIBLE SHAFTS 
are the result of specialized know!- 
edge and 76 years of experience. 
Reliab] ftici they're famous 
. for long-wearing, trouble-free per- 
The extra heavy weight and the even distribution of that weight formance. 
makes MORGAN Vises practically unbreakable. Tough production 
jobs require this important equipment. You can set up a Profitable 
Sales Program by putting MORGAN Vises on 
your sales staff. We give you the advantage 





I. Machinists’ bench Write for Free Copy! 
of our more than 56 years of experience in combination pipe Don't delay—write to- 
making and selling vises. MORGAN Vises are | + woodworking pe Any copy 
sold only thru authorized distributors and we |. shoot metal 
urge users to buy thru their local distributor. | workers 

| 

| 

| 

| 

| 





@ All Handles and Side Locks now Nickle-Plated quick action 


—Rust-Proof. garage vise 








solid nut continu- MANUFACTURING CO. 
MORGAN VISE COMPANY oe STOW 9 Shans h.. Began ® 9 


108-112 N. JEFFERSON ST. 
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25-125 
erratic threaded holes 
per tap 


22,000 


clean class 3 threaded 
holes per tap 


Arthur V. Wiebel 


Wiebel President Of 
Tenn. Coal Iron & Railroad 


Robert Gregg, president of Tennes- | 
see Coal Iron & Railroad Co., Birming- | 
ham, since 1933, recently retired. He 
was succeeded by Arthur V. Wiebel, | 
formerly vice president in charge of 
operations. T.C.I. is a supplier for 
industrial supply firms. 

John Pugsley, comptroller, was 
named executive vice president, a 
newly created position. J. M. Spear- 
man, manager of manufacturing oper- 
ations, succeeded Mr. Wiebel, and 
Hartwell A. Greene, assistant comp- 
troller, succeeded Mr. Pugsley. 


PART: 18-8 stainless steel hex nut with punched hole 


PROBLEM: Tapping with a 10-24 tap, a leading nut manufacturer 
experienced difficulty holding size and was troubled with 
excessive tap breakage. 


Then They Called in the HY-PRO Sales Engineer 


HY-PRO SOLUTION: His recommendation was a standard Hy-Pro 
10-24 machine screw tap with one of the exclusive Hy-Pro 
surface treatments for wear and lubrication. Speed and 
cutting oil were adopted from extensive tables in Hy-Pro 
catalog. Production with Hy-Pro taps now averages 22,000 
burr-free Class 3 threaded holes at 62 nuts per minute. 





Edward Promotes Mahlman 
To Sales Office Manager 


William G. Mahlman has been pro- 
moted to sales office manager of Ed- 
ward Valves, Inc. For three years he 
has been supervisor of order analysis 
for both Edward and Nordstrom 


Above is a typical example of how the Hy-Pro Sales Engineer can 
help increase threaded-hole production. His expert engineering counse 
backed by the most up-to-date tap production methods combine to 
solve tapping problems rapidly and profitably. 


All Hy-Pro Taps are ground from tough uniform quality high- 


valves. He succeeds Herbert J. Rowe, | 


who has been called back to the U. S. 
Marine Corps. 

Mr. Mahlman attended the Car- 
negie Institute of Technology in Pitts- 


burgh. For twelve years after, he was | 


employed in sales activity in the 
Nordstrom Valve Division of Rock- 


well Mfg. Co. of Pittsburgh. He came | 


to Edward in 1947. He will serve 
Edward valve users in all Edward ter- 
ritories 


Manning, Maxwell, Moore 
Elects Personnel Director 


Colby M. Chester III has been elec- 


ted vice president and director of per- 
sonnel of Manning, Maxwell & Moore, 
Inc. 

Charles A. Moore III was elected 
treasurer of the company and John 
A. Flynn controller. 


speed steel and given one of the Hy-Pro exclusive 
surface treatments. 


Each tap is completely inspected by the lat- 
est electronic quality control equipment, your 
assurance that there will be no dimensional vari- 
ance in Hy-Pro Taps of a stated size. 


These precision manufacturing methods 
plus the ability of the Hy-Pro Sales Engineer to 
prescribe the correct tap for your particular job 
means sustained accuracy on your production line 
resulting in higher productivity from your tap- 
ping machines. 





& Let Hy-Pro solve your tapping problem- 








call a Hy-Pro Sales Engineer today. 





_Order from your distributor. 


NEW BEDFORD, MASSACHUSETTS 


VT Eereeeg 


RRBBLLBBOBED 


A SUBSIDIARY OF CONTINENTAL SCREW COMPANY 
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HOT FORGED from solid 
RECTANGULAR STEEL 
BARS to give you SURE- 
FIRE PIPING DE- 
PENDABILITY that means 
profitable repeat business 
for you! 


to meet your needs! 


PERFECT SEAL 
even with pipe no? 
in alignment! 


Standard & Double 
Extra Heavy 
UNIONS 

Available with 
screwed or socket 


weld ends. 3000- 
Ib. sizes Vy” to 3”; 


EXTENDED HAND WHEEL 


eeeeeoevoe ee ee eee eeeeeeee 


Where it is desirable to 
have the hand wheel at a 
distance from the hoist 
itself—for handling hot 


: 


ee eee 


materials or large and 
bulky loads—it is possi- 
ble to readily convert the 
standard Chester Spur 
Geared Hoist to this type. 


6000-Ib. sizes /g” 
to 2”. 


ORIFICE 
UNIONS 


With screwed or 
socket weld ends. 
3000-Ib. and 6000- 
Ib. service. 


MALE & FEMALE 
UNIONS 


With steel-to-steel, 
bronze-to-steel, stain- 
less steel-to-steel or 
orifice seats. 3000-lb 
service only. 


FULL STAINLESS & 
FULL ALLOY 
STEEL UNIONS 


With screwed or 
socket weld ends. 
3000-lb. and 8000-Ib. 
service. 


LOW HEAD ROOM HOIST 


For existing structures 

with low head room, or 

for reducing costs of new 
construction by permit- 

ting lower ceilings, this 

: low head room trolley 
A? hoist may solve the prob- 
hi lem. Fast service availa- 
4 ble on these and other 


Yi ‘ types, in sizes from 1! 


to 24 tons. 


Write for complete catalog giving in- 
formation on hoist capacities, prices, 
reach, chain pull, test loads, etc. 


CATAW ISSA Ends Guesswork 


in Union Requirements! 


write for 
CATALOG II 


shou ing the 
complete 
ee ed Catawissa line 
CATAWISSA VALVE AND 


FITTINGS COMPANY 
300 Mill St. - CATAWISSA, PA, 


CHESTER HOIST DIVISION 


THE NATIONAL SCREW & MFG. CO., LISBON, OHIO 
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SALES TIPS on the features of an 
ibrasive wheel apparently have con- 
vinced the customer of R. W. Cole's 
points on why it’s a necessary tie-in 
buy. Mr. Cole works for Pye-Barker 
Supply Co., Atlanta, Ga 





Southern Wholesalers 
Meet April 9-12 


The Southern Wholesale Hardware 
Association holds its 60th annual con- 
vention during the week of April 8 
with the American Hardware Manufac- 
turers Association at Palm Beach, Fla. 
The opening convention session will 
be held on Monday evening, with ad- 
journment on Thursday, April 12. 
The meeting marks the 100th semi- 
annual convention of the manufactur- 
ers’ group. 

Hotel headquarters of both associa- 
tions will be at the Palm Beach Bilt- 
more, where all convention activities 
will be concentrated. 

Registration at the convention will 
begin at 10:00 a.m. Sunday, April 8, 
and continue until 4:00 p.m. This 
will be for members of both associa- 
tions and manufacturers agents in- 
cluded in the advance registration only. 


Terre Haute Metals Group 
Hears Herman L. Smith 


Herman L. Smith, executive techni- 

il engineer of Federated Metals Di- 
vision, American Smelting & Refining 
Co., delivered a speech on “Bearing 
Metals—Their Properties and Uses” 
before the Terre Haute Chapter of the 
American Society for Metals, recently, 
at the Student Union Building of In- 
diana State Teachers College. 

Mr. Smith discussed the properties 
of the six ee bearing alloys 
which cover completely the range of 
services required by present-day in- 
dustry. He gave details to prove the 
fact that standardization of these six 
alloys reduces maintenance and stock- 
ing problems in the shop and result in 
more efficient machine operation. 


Here are views showing 
some of the facilities, 
personnel and equip- 
ment for producing Put- 
nam Hi-Speed End Mills. 


TO PRODUC 


CUOhEND MILL 


PUTNAM'S primary interest has always been the manufacture of 
end mills. Every plant expansion . . . every addition to personnel 
... and every installation of new equipment has principally been 
for the purpose of producing befter end mills in more widely 
varied types and sizes. Today, it is an accepted fact that Putnam 
has unexcelled facilities and the experienced organization re- 
quired to produce the finest end mills. 


Mill Supply Distributors now handling the Putnam line are 
reaping the benefits of a long and ever-growing trade preference 
for these better end mills—reflected in constantly increasing vol- 
ume of sales and substantial profits. For full information on 
Putnam End Mills—the country’s largest and most complete line 
—write us today! 


2981 CHARLEVOIX AVENUE 


~ 


DETROIT 7, MICHIGAN 





4 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1951 








INSURE PRODUCTION WOW — New Features 
with WaZcaukee TOOLS MORE SALES! 


Long famous for their surplus power and high torque, ‘Milwaukee-built”’ 
motors are standard equipment in all Milwaukee portable electric tools . . . 
in addition to modern design and ball-bearing construction. You'll be 
amazed at their service-free, continuous performance in production and 
maintenance work. 


Milwaukee HOLE-SHOOTER (Pistol drill) . . . widely 
used in aircraft, automotive and other metalworking plants. 
Speeds—650, 1000, 2000, 3500 and 5000 R.P.M 
Capacities—%4", 5/16”, %e”. Wt. 3% 

to 41%, Ibs. AIR-COOLED 


EXCLUSIVE SPLIT-BODY DESIGN. LOW & L L 


Permits inspecting, cleaning and ad- 


justing all electrical parts under full- 
HEAVY-DUTY PRODUCTION DRILLS er RE Lo 
Notable for reserve power, for electronically bal- 


anced and highly insulated armatures, for air-cool- REVERSIBLE RATCHET 
ing systems that circulate four times as much air as 7 ‘ 1 
is customary, and for their fatigue-relieving weight “a” to % Easier, Safer, Faster to Use! 
balance, Milwaukee heavy duty $E£200. $Q,400 

‘ , , ‘ to 
drills are built for day-after-day 58 94 
heavy drilling and reaming. t a 5 
For the ¥%4” drill pictured, as well 
as >” and 5%” models, the heavy- ; meee 








duty Jacobs Chuck is standard, 
and a Morse Taper Socket is op- 


ee 


New Snap Ring 
holds socket more securely. (Roughly tested in pipe 


tional. i line work for over a year.) Removed easily with 
narrow screw driver or any pointed object. 


All Steel Cap 


MAINTENANCE MAN'S FAVORITE... Inteod of cast. Collar prem fited and swoged to 


form one-piece integral unit with larger all steel 
3-SPEED %” RIGHT-ANGLE DRILL > bearing for much longer wear. Cap locked into 
head by internal projection and screw. (Even with 
screw lost and cap swung 90° parts cannot fall out.) 


High Tensile Alloy Handle 
New Tough Synthetic Finish 


Enlarged Hole for Lanyard 
NATIONALLY ADVERTISED 


Send for Catalog #60 
$-412 complete with and new schedule of 


Right-Angle Drive America’s only 3-speed Right Angle Drill. Suitable speeds for drilling distributor discounts. 
$69°° in wood, metal, masonry, concrete and tile... 300, 450 and 675 R.P.M. 
Uses wood bits up to 3” — also carbide-tipped drills. Wonder-tool for 


SEND FOR FREE CATALOG | Lowell 


Get our FREE 48-page catalog now, with complete information on Milwaukee portable 


electric drills, screw shooters, nut setters, saws, hammers, sanders, polishers, portable WRENCH CO 


and bench grinders 


MILWAUKEE ELECTRIC TOOL CORPORATION 


5340 W. STATE STREET ®© MILWAUKEE 8, WISCONSIN 


WORCESTER, MASS 
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Lincoln Electric Lists 
District Office Changes 


James W. Brooks, has assumed sales 
and engineering responsibilities for 
The Lincoln Electric Co. in the In- 
dianapolis district. He has been trans- 
ferred from the company’s Boston dis 
trict. 

Thomas L. Dempsey has been 
added to the staft of the Lincoln Elec 
tric Cleveland sales organization as a 
special field engineer. In addition to 
duties as sales engineer he has a spe 
cial assignment of giving engineering 
service to manufacturers in the Cleve 
land area who are redesigning ma 
chinery for welded steel fabrication. 

John F. Kotchian is now serving in 
dustrial accounts for the company as a 
welding engineer in the company’s 
Chicago district. He has been trans 
ferred from the Cleveland district 
where he has had, in addition to his 
regular duties, the special assignment 
of developing the application of weld- 
ing for maintenance in service organ 
izations 


Hanley Named President 
Of Allegheny Ludlum 


Election of Edward J. Hanley as 
president and Clark W. King as execu 
tive vice president of Allegheny Lud 
lum Steel Corp. was announced re- 
cently by H. G. Batcheller, chairman 
of the board. Mr. Hanley, previously 
serving as executive vice president, 
succeeded Mr. E. B. Cleborne, who 
has resigned. Mr. King formerly vice 
president and treasurer, succeeded Mr. 
Hanley and retains the position of 
treasurer. Mr. Cleborne will continue 
to serve the company as a director and 
vice president. 





MRS. E. TRUMBLE, Troy Belting & 
Supply Co., Inc., Troy, N. Y., checks 


over purchase orders 


Shownirg 


an IMPORTANT name 


in todays economy. . 


FHP BELT STEEL CABLE GRIPBELT 


GRIPBELT 
SUPER GRIPBELT 


DOUBLE V GRIPBELT GRIPLINK 


FHP CAST IRON 
BUSH TYPE 


DIE CAST 


The 
Distributors’ Line 


Truly 
the Complete 
V-Drive Line 


PRESSED STEEL 


MULTIPLE GROOVE 


CAST IRON 


FOR 
FULL PARTICULARS 


BROWNING MANUFACTURING CO. 
1951 BROWNING DRIVE 
MAYSVILLE, KENTUCKY 
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Time Savers and 
Money Makers.. 


Selling BADGER Car Movers is 
always profitable because you 
can supply the right type — 
light, medium, heavy — for any 
job of spotting or shifting 
freight cars on side tracks. 
BADGERS are safe to handle 
— easy to use — need no main- 
tenance. This is vital equip- 
ment right now for shippers 
and receivers of freight. We 
suggest you investigate the 
sales possibilities now. 

@ We can make immediate 
deliveries on your orders. 


ADVANCE CAR MOVER CO. APPLETON, WISCONSIN §& 


ADVANCE | Slip-proof 
Safety SPURS are an- 
other profitable — 
Ne they fit all makes o 
mearench Car Movers — better 
ak wee stock them. 
Cc 














For Safety's Sake . . . SELL 


DAYTON 








Sizes 3 feet to 16 feet in height (meas- 
ured from ground to platform). Standard 
rubber safety shoes at no extra cost. 


SAFETY LADDERS 
SN 


Maintenance men everywhere rely on 
Dayton Safety Ladders for maximum 
safety and convenience. Daytons are 
constructed of tested airplane spruce 
and reinforced with rigid steel sup- 
ports to give great strength and light- 
ness of weight. 


Handrails of steel] guard the large 
roomy platform for added safety. 
Half of platform can be raised to 
form an extra step, when needed. 
These famous ladders can be set up 
instantly, are easy to carry and fold 
compactly for storing. Automatic 
locking feature insures safety while 
ladder is in use. 


A FEW CHOICE TERRITORIES ARE STILL 
OPEN. 

WRITE TODAY FOR COMPLETE INFORMA- 
TION ON OUR FAMOUS LINE OF LADDERS 
AND LADDER SHOES! 


DAYTON SAFETY LADDER CO. 


2339 GILBERT AVE. 


CINCINNATI, OHIO 


In Canada—Safety Supply Company—Toronto 


STRONG, C 
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Better, Faster Service 
with this 
Complete Mac-it Line! 


Because many standard types 
of Mac-its are available 
throughout the country for 
quick delivery, and because 
specials can be engineered to 
your own specifications, you'll 
find it pays to investigate 
Mac-its first. 

Mac-it’s 35 years’ experi- 
ence in the manufacture of 
heat-treated, alloy steel screws 
is your assurance of precision, 
uniformity and strength. Sold 
through leading industrial 
distributors from coast to 
coast and in Canada. Write 
for new Mac-it catalog today! 


Other Mac-it products include: 

* Socket Head Cap Screws 

* Hollow Pipe Plugs 

* Stripper Bolts 

* Hollow Set Screws 

© Socket Screw Keys 

* Square Head Set Screws 

Hexagon Head Cap Screws 
+++ and many cthers 


Mo 


ARLISLE & HAMMOND COMPANY 


leveland 13, Ohio 


APAN 





DISCUSSION between Sam Lane and 
Harold Womack of Battey Machinery 
Co., Rome, Ga. concerns new belt 
dressing and its proper usage 





Quaker Rubber Corp. 
Plans Expansion 


\ $1.5 million expansion of plant 
and manufacturing facilities for 
Quaker Rubber Corp., Phila., a divi 
sion of H. K. Porter Co., Inc., re 
cently was announced by T. M. 
Evans, president. 

he expansion will increase the fin 
ished rubber products capacity of the 
plant by 30 percent. Approximately 
70 percent of the expenditure is ear- 
marked for new equipment, with the 
remainder going into new buildings. 

Centered around a new compound- 
ing and mixing building, the program 
includes a new administration build- 
ing, a new $300,000 72-in. double- 
deck, conveyor belt press. 


Cleveland Cap Screw Co. 
Lists California Outlets 


San Francisco and Los Angeles 
offices of the Round California Chain 
Co. are now acting as sales representa- 
tives for The Cleveland Cap Screw 
Co. The San Francisco office, under 
A. H. Luchs, general manager, serves 
northern California, while the Los 
Angeles office, under J. D. Cavan, 
covers southern California, Arizona 
and New Mexico. 


Sales Directors Named 
By Brown & Sharpe 


(he Brown & Sharpe Mfg. Co. re- 
cently announced the appointraents 
of Earl P. Leeds and James Meehan 
as sales directors. Both Mr. Leeds and 
Mr. Meehan have been connected 
with the company at its home offices 
in Providence. 


THE BELMONT PACKING 
AND RUBBER CO. 


Butler and Sepviva Streets 
Philadelphia 37, Pa. 


There's a Belmont Packing 


for every service 
Rings + Spirals - Coils + Reels 
| 
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curt YOouwR 
OWN GASKETS 


A portable tool for cutting 
1%" dia. to 19” dia. circular 
gaskets from all kinds of soft 
sheet packings. Rigid and 
simple to operate. Larger 
sizes only require cutter bar 
replacement. ans 


Steam - Water - Oil - Gas + Air 


Spools + Sheets + Gaskets ¢ Acids + Alkalies » Ammonia 








GREATER PROFITS 
CLIPPER 


‘Nationally Advertised 
Firm Resale Price Policy 
Highest Uniform Quality 


Sold ONLY 
Through Authorized Distributors 


CLIPPER BELT LACER COMPANY, GRAND RAPIDS 2, MICHIGAN, U.S.A. _ 
= _ - 





Stainless Steel 
= BOLTS @®&. 
SCREWS S@ 
| NUTS : 
"WASHERS ~@ 
A Complete Line . 
Available trom Stock SK 
STAINLESS STEEL 
BOLTS SCREWS NUTS 


Machine Machine Hexagon Outdoor water service the 
Carriage Cap Square year around without dan- 
— —— wine: ger of freezing or burst- 
WASHERS yh ing pipes. Shut-off valve 
All Types RIVETS is below frost line. All 


Mu 


brass and copper. They 
will last a lifetime. ALSO 
All Types oO WALL TYPES. Write for 


All Types FITTINGS © 


bulletin 403. 


Available also in Monel, Alumi 
num, Everdur, Naval Bronze and 


Alloy Steels 


repared to fill your 7 2 
or “Specials”. Send your a 


Tero stepey | 





CHICAGO 


SAW 
QUALITY 


Keeps Building 
Wider Usage 


CROSS CUT TYPE—STYLE L 


The important thing about 
saws is that there must 
never be a variance in the 
quality. That is why CHI- 
CAGO SAWS are in favor 
wherever used. That is 
why distributors find it 
profitable to handle CHI- 
CAGO SAWS. 


Proper tension—toughness 
—balance are some of the 
features that make up 
CHICAGO SAW quality. 
Then there is the precision 
heat treatment, so impor- 
tant in achieving top qual- 
ity, that is so successfully 
done by CHICAGO SAW 
specialists. 


Full particulars sent upon 
request. 


Stainless PRODUCTS, INC. CHICAGO SAW WORKS, Inc. 


SCREW & BOLT CORP. FORT WAYNE, 


135 Church St New York 7, N.Y 


CO 7-0675 aa 


ia) 
! 
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5042 S. WENTWORTH AVE. 
CHICAGO 9, ILLINOIS 








Commerce Secretary Sawyer 
Gives Year-End Review 


In a year-end review of the eco- 
nomic situation during 1950, Secretary 
of Commerce Charles Sawyer reports 
that total output—or gross national 
product—produced in 1950 approxi 
mated $280 billion, about 9 percent 
above 1949. 

While higher prices accounted for 
about one-fifth of the rise in dollar 
value, the physical volume of output 
was substantially higher than any year 
other than the two peak war years. 

In the first half of the vear, the rise 
in volume accounted for all the in 
crease in the value of the national 
product, whereas in the second half 
the extensive price advance accounted 
for half of the total increase. 

During the first half of the vear, eco 
nomic activity was in a phase of 
cyclical expansion which had begun in 
the latter part of 1949 and promised 
to continue. In the second half, how 
ever, the pace of activity was sharply 
accelerated by the impetus of the 
stepped-up defense program which fol- 
lowed the Korean aggression—with an 
accompanying sharp rise in prices. 

In keeping with this pattern of ex- 
pansion, business investment showed a 
marked change during the course of 
the year. 


Inventories 


Unlike 1949, when business inven- 
tories were drawn down in business 
recession of that year, inventories 
were increased in 1950 in each 
quarter except the third when the 
post-Korean buying wave cleared deal- 
ers’ shelves and produced a temporary 
decline in stocks of some types of mer- 
chandise. 

Business expenditures on new plant 
and equipment were substantially 
lower during the first half of 1950 
than a year earlier, but were markedly 
higher in the second half. 

For the year as a whole, these ex- 
penditures were about the same as in 
1949—S18 billion. 


Construction 


Residential construction was boom- 
ing throughout most of the year just 
ended, with purchases of new houses 
facilitated by easy credit terms on the 
greater availability of units in the 
lower-price brackets. New non-farm 
dwelling units started in 1950 were 
40 percent above 1949. The peak rate 
in starts was reached in the summer 
months, after which some siackening 
occurred—due in part to new govern- 
ment regulations providing for more 
stringent mortagage terms. 

Consumers in 1950 purchased a 
record volume of such important dur- 


INDUSTRIAL 


“BEARCAT” ELECTRIC 


HOISTS — capacities 4m fi ; cs 
as — oe s} gid PEERLESS HOISTS 


V4 to 80 ton capaci- 


-- - speods from 12 to ties. Bulletin P-11. 


50 feet per minute. 
Bulletin P-53. 


PEERLESS “PACKET” SPUR 


ngton GEARED HOIST — 1/2, 1 and 
H arr 2 ton capacities. Bulletin P-5. 


FOR PRACTICALLY EVERY 
HOISTING REQUIREMENT 


Harrington Hoists, Trolleys and Cranes—for practically every hoisting 
requirement—have consumer acceptance and goodwill . . . sell fast and 
stay sold. More than 75 years’ experience in the design and manufacture 
of hoisting equipment assures good, long-lasting products. Follow many 
satisfied, profit-making distributors—stock and sell our complete line of 
hand and electric hoists. Write for franchise information and literature 


today. 


NV 


TROLLEYS— 
i Model D_ 1-Beam 





Trolley illustrated 
i This and other 
TROLLEY HOISTS DIFFERENTIAL “CUMALONG” LE- Harrington Trolleys 
— for close head- HOISTS — Bulletin VER PULLERS — are described in 
room. Bulletin P-35 P-31. Bulletin P-27 Bulletin P-65 


tHe HARRINGTON company 


PHILADELPHIA 30, PENNSYLVANIA 


Makers of Hoists since 1876 
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| Metal Working Plants — Power ’ 

' Plants — Aviation Plants — THERE S$ PLENTY OF 
: Paper Mills — Road and Build- 

: ing Contractors — Mines — Tex- 

: tile Mills — Public Buildings — GOOD BUSINESS - 
| Dairies — Hotels — Schools — 

| Garages — Railroads — oe 

: Plants — Warehouses — Air- ! THESE MARKETS - 

| ports — etc. 


cASITAL Ie 


STRESS - ” 
Industrial BRUSHES AND BROOMS oe | anni iow 
You can do a bang-up sales 
job in the industrial market 
about you. Each brush and 
broom in the CAPITAL LINE 
has proved time and time 1938 ibs 
again that it is made right for long time, dependable 1000 185. 
service. Sales go right along every season of the year. 
Write for complete details. We urge users to buy thru 
their local distributor. 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS 7, IND. if you use 


CHAIN 


PRENTISS (aeons 


“BULLDOG” VISES re sgn aie OMG tag iasae te tee 
Ul ae 




















that can be lifted safely. Factors such as 
this make it important to engineer chain 
for each specific application. 

That's the benefit of specifying McKay 
Chain for use in your plant, for this ‘‘engji- 
neered”’ line gives you the exact type, size 
and grade for every working need. Too, 
McKay's diversified line insures you the 
widest selection of iron, steel and alloy 
chains and fittings to do any job for which 
chains are used. 


Send for the 


MEKAY 
SLING-CHAIN KIT 


It gives sling-chain specifi- 
cations and shows how to /* 
specify chains. Included is 

a chart for recording work- 
ing data on chains used in 
your shop 


MACHINISTS © TOP SWIVEL JAW © COMBINATION PIPE Ye ID 


—S 


HINGE PIPE © WOOD WORKERS e UTILITY THE Wiad NG COMPANY 


The Sales Policy is 100% through Distributors Pot mane eneeee 
PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. PITTSBURGH 22, PA. 
OF THE CHARLES PARKER CO. 
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ables as passenger cars, television sets, 
refrigerators and furniture. The sharp 
rise in expenditures for such goods, 
along with a more moderate increase in 
purchases of services and nondurables, 
brought total personal consumption 
expenditures in 1950 to about $190 
billion, some 7 percent above 1949. 


Government Buying 


Expenditures by the government, 
which in the first half of 1950 were 
being contracted, began to expand in 
the second half of the year as large 
new government programs were insti- 
tuted. The prospect of heavy govern- 
ment spending dominated business 
prospects generally in this period, and 
led to rising demands by consumers 
and producers, even though defense 
procurement did not actually show a 
substantial rise until the closing 
months of the year. 

The growing pressure of demand 
during the year, together with increas- 
ing costs, brought a sharp increase in 
prices. 

Earlier, in the first half, the gradual 
upward price movement was _asso- 
ciated with the steady increase in busi- 
ness activity. After June, however, 
prices spurted up very sharply. The 
most pronounced early price advances 
were in raw materials, including agri- 
cultural products, but then spread 
broadly to include finished products. 


Wholesale Prices 


Wholesale prices in 1950 averaged 
4 percent above 1949. At the close of 
the year, however, wholesale prices 
were up 14 percent from the beginning 
of the year. 

A sharp rise in industrial prices also 
brought their average to a record high 
in 1950. Farm and food prices rose 
even more rapidly, although they did 
not regain their previous peaks of 1948 
when the impact of unusual world de- 
mand was met from U. S. supplies. 

Retail prices usually lag behind the 
wholesale quotations, so that in the 
closing months of the year prices to 
consumers were still increasing, reflect- 
ing the earlier rises at the wholesale 
level. The consumers’ price index, 
which for the year as a whole was only 
a little more than one percent above 
the 1949 average, the result of averag- 
ing the slow downdrift into 1950 and 
the recent marked rise. 


Production 


In the first half of 1950, production 
bettered all previous peacetime efforts, 
with the expansioa most marked in 
the durables goods field. A steady flow 
of supplies for the steel industry made 
possible the high utilization of expand- 
ing capacity in this industry; as a re- 
sult, steel output pushed upward 


RULES 


FOR ACCURATE 
MEASUREMENTS 


Accuracy — that’s the thing that workers want... and get 
in every Stanley Rule. Easy-to-read Stanley Rules save 
time, speed work. Simply constructed they work better, 
last longer. And there’s a Stanley Rule for every industrial 
need — a complete line of styles, sizes and markings. Sales- 
making national advertising helps bring in more business 
... tells prospects to see you, their industrial distributor, for 
Stanley Rules. Stock up... and profit. 





STANLEY NO. 346 PULL-PUSH RULE 


D-shaped case for easy inside measurements, 
two-tone chrome finish. Rust-resistant spring steel 
blade — nickel-plated or white enamel face. 
Large, easy-to-read, coal-black Gothic numerals. 
Replaceable blade. 6, 8 or 10 ft. lengths. 





STANLEY NO. 106 ZIG-ZAG RULE 


Selected Rock Maple sticks — tough and flexi- 
ble. Large, coal-black Gothic numerals. Gradu- 
ated in 16ths on all edges. New protective 
plastic finish on all sticks — 4 times longer 
wearing. Solid nickel silver joints — rustproof. 
“Ball socket” action keeps rule rigid. 





STANLEY NO. 227 EXTENSION RULE 


All the features of Stanley Zig-Zag Rules plus 
a 6” solid brass extension for inside meas- 
urements. Extra thick sticks. 


STANLEY TOOLS 
New Britain, Conn. 


THE TOOL BOX OF THE WORLD 


[ STANLEY ] 


Reg. U.S. Pat. Off. 








HARDWARE + TOOLS - ELECTRIC TOOLS + STEEL STRAPPING + STEEL 
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WIPINnG 
CLOTHS 


© STERILE « SOFT * DURABLE 


EVERYONE OF YOUR CUSTOMERS IS A PROSPECT FOR 
THESE INDUSTRIAL WIPING CLOTHS ... 


SANATEX San Forene Processed Wiping Cloths are carefully 
selected, washed, and sterilized. . . they are free of hard cuffs, 
collars, and seams. The SANATEX Packaged Line of Wiping 
Cloths is sealed in sanitary. g proof, dustproof 

cartons attractively labeled and stating exact de- 

scription of contents. You can build a fine, profitable 

business supplying the right wiping cloth for indi- 

vidual jobs. Get all information now 

on this money-making line which gives 

you repeat business over and over again. 





individual Labels to Jobbers read— 
“SANATEX Wiping Cloths expressly 
packed and prepared for. . . your name— 
your address” 


SANATEX CORP. 


2321 N. Wolcott Avenue 
Chicago 14, Illinois 


repi 











Wealth cannot 7 


buy a better 
chain block 














Rust - proof 

: Magic Type 
zine alloy. 7 
featuring 
GRC’s  supe- 


rior recessed- 


GRC gives you 
better 


WIN wing finger- 
grip. All fin- 


ishes, all pop- 


Standard Type 
rill Sleeve 


thread 


tS a Made to | c Oo DL if 


sell profitably COLLET EQUIPMENT 


COLLIS Taper Products are made by men 
skilled in this particular type of manufacture 
Our more than 40 years of experience in the 
manufacture of small tools is at your service 


bigger a at lower 
prices. 


to help solve your customers’ reaming, drilling, 
or tapping problems. We can give immediate 
delivery 


ee 


Drill Drift 


THE COLLIS CO. “vows” 


DISTRIBUTORS: 


" Write Today for 
Samples and 
Catalog Sheets. 
G R C informa- 
tive catalog sheets 
shows clear prices 

clear discounts. 


GRIES REPRODUCER CORP. 











110 Willow Ave., New York 54 © MOtt Haven 9-2476 
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Rich people can buy 
better food, cigars 
and wine than you or 
1. Often Management 
of huge firms can pur- 
chase better equip- 
ment than smaller 
business men. But no 
man, no Management, 
can possibly buy better chain blocks 
than the ‘Budgit’, for it simply does 
not exist. 
What do you want in a chain block 
hoist? 
LIGHT-WEIGHT! (So one man can 
easily lift, carry, hang up and operate 
the hoist with the least effort.) 
DEPENDABILITY! (No chain block in 
the world could have survived the 
terrible punishment we gave the 
‘Budgit’ when we invited our yard 
crew to put it through the worst tests 
they could think of. They thought of 
them all — and lots more.) 
EASE OF OPERATION! (No other chain 
block lifts so easy or so fast. De- 
sign, engineering, simplicity, materi- 
als — all contribute to this amazing 
quality of ‘Budgit’ chain blocks.) 
ENDURANCE AND SAFETY! (This is a 
tough light weight! Basically strong 
yet with multiple strength from me- 
chanical features beyond rugged 
construction.) 
ECONOMY! (Here is the crux — that 
means the guts of the ‘Budgit’ chain 
block story. Price, years of trouble- 
free service, one-man handling, 
safety for man, hoist and load — this 
is the most economical chain block in 
existence when you consider all the 
factors.) 
1f you want to know all the rea- 


sons for the statements we make 
above, write for Bulletin No. 398. 


ii BUDGIT 
Mm ‘ Chain Blocks 


MANNING,MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, ‘Budgit' and ‘Load 

Lifter’ Hoists and other lifting specialties. Makers 

of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Consol- 

idated’ Safety and Relief Valves, ‘American® 

Industrial and ‘Microsen’ Electrical Instruments. 





throughout the year and provided the 


basis for record output of most con- | ® 
sumer durable goods. 
rhe effect of the Korean hostilities 
was to accelerate the pace of advance 
towards full-scale operations. Increased 


utilization of manpower resources was 
obtained both by increasing the num- 


eo _ 
ber of workers and by extending the aid for lant maintenance men 
work week 


Civilian employment averaged 60 
million workers in 1950 as compared 
with 58.7 million in 1949. 

At the end of 1950, the economy 
was faced with two major problems— 
(1) expanding the use of resources so 
as to strengthen the economy and 
expedite the military program, and 
(2) halting the inflationary advance. 
4 number of important steps have 
been taken, and will be taken, to meet 


these problems PRESSURE BY-PASS 


—. . P TRAVEL OF RAM 
B. F. Goodrich To Build 


$2.5 Million Plant FACTORY TESTED 
. : . ; At 1% TIMES 

he B. F. Goodrich Co, will build RATED CAPACITY 
a $2.5 million plant for the manufac 
ture of industrial rubber products on a 
12-acre tract near Marion, Ohio. , 

The new plant, which will have a) MALLEABLE 1RON 
more than 125,000 sq. ft. of floor ee, t¢ HANDLE SOCKET Fee 
space, will employ about 300 with a 
vearly payroll in excess of $1,000,000 
when in full operation 


~ 


PRECISION 
. ~ t NED 
L. S. Starret Co. Names MACHT ut 
. . THROUGHO 
Minnesota Representative a 
: INITE PIS 
Ihe L. S. Starrett Co. recently an- TEN TIMES 


nounced the appointment of Robert : ; GREATER WEAR 
J. Hause as sales representative in 

Minnesota and adjacent territory, with 

headquarters in Minneapolis. Mr. 

Hause was formerly located in the 

Chicago branch of The L. S. Starrett 

Co. 
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HEIN-WERNER HYDRAULIC JACKS 


M 
X| «e+e make pushing and lifting jobs easier 

















These easy-operating, super-powerful jacks 

can be used to move, lift or push machinery, 

equipment, stock bins. Also can be used for 

pulling gears and pinions, bending pipe and 
w/// pressing bushings. 


: emer 
Con MUS Made in models of 11, 3, 5, 8, 12, 20, 
f Ay 30, 50 and 100 tons capacity ... Hein-Werner 
nYDRAULIC Sp also makes “Push and Pull"’ Hydraulic Jacks 
of 4, 10, and 20 tons capacity . . . Write for 


“As assistant buyer, you must learn details. 
how we decide who we're going to buy 


our merchandise from.” HEIN-WERNER CORPORATION - WAUKESHA: WIS. 
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LEAD-BASE FOR SHOCK-LOADS 


Recent controls over tin-base alloys 
make it to your ad ge to 
Defender Bearing Metal as a substitute 
for tin-base babbitt. Defender provides 
equal, and often superior performance 
in place of tin bearing alloys in auto- 
motive connecting rods, gyratory rock- 
crushers, compressors, tipple cam 
straps, and the like. Write for our spe- 
cific recommendations for your appli- 
cations, or see your nearest Magnolia 
Distributor. 





SOLD THROUGH IND Al TRIB 


MAGNOLIA METAL ‘COMPANY 


4 WEST JERSEY STREET ELIZABETH 4, N. J 








a 


\ 


wit 


Woe | 


\@ 


\\\MN 


CARES 


about the manhours lost when fasteners aren’t 
accurately made. That’s why 


ee 


has acquired such a reputation for making the finest in: 
CaP a SET @ SOUPLING MILLED 


SCREWS SCREWS BOLTS sTuDS 
Build up customer confidence and profitable repeat sales 
by stocking the Ottemiller line of “milled from the bar” 
screw machine products. 
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Shenman 


BRASS FITTINGS 
FOR INDUSTRY 


Hose Couplings 


For water, steam, oil and air. Also hose 
nipples, bushings, and other fittings. 


Long-Grip® Clincher 
Couplings and Menders 


“Staggered Fingers” and other features 
make them best for repairing or connect- 
ing either plastic or rubber hose. 


Gold Label® 
Hose Nozzles 


Designed for hard, con- 
tinuous service. The pat- 
ented non-rising sleeve 
in the Gold Label elimi- 
nates the up and down 
movement and wear on 
the packing. Adds extra 
years of service. 


Brass Hose 
Clamps 
Full range of water, 
gir and steam hose 
sizes. Rust Proof 

clear through. 


Fusible Plugs 


High grade brass, filled 
with pure tin. Outside 
and inside styles, in long 
and short pattern. 


H. B. Sherman Mfg. Co. 


BATTLE CREEK, MICHIGAN 











c WITT 


_an extraordinary CAN 
‘for extraordinary service! 


Norman F. Smith 


Norman F. Smith 
Elected Osborn President 


Norman F. Smith, who has been 
vice president and general manager 
of The Osborn Mfg. Co., Cleveland, 
since 1938, was elected president of 
the company by the board of directors 
at the annual meeting. 

Franklin G. Smith, founder and 
president of. Osborn. since .1892, was 
elected chairman of the board. 

Mr. Smith is a veteran of Osborn, 
with 25 years of service behind him. 
He started work as a laborer in the 
woodworking department on graduat- 
ing from Dartmouth in 1925. 

In 1927 he became assistant man- 
ager of the Rubico Brush Mfrs., Inc., © 
of New York City, then a newly ac- 
quired division of Osborn engaged in 
the manufacture of quality paint and 
varnish brushes. He became treasurer : 
of Rubico in 1930. He was called back Wherever you see crushed or 
to Cleveland in 1935 to become treas- battered CANS you can be cer- 
urer of Osbom. tain of one thing—they are not 

It was during his service as vice WITT CANS. Even after years pene eaues stam. 


resident and general manager that = 
; WITT AN provides basic ruggedness, further 
Re aggressively promoted the com- of hard service the WI Cc strengthened by 


pany’s engineering and product de- stands out straight and sturdy. STRUCTURAL STEEL BANDS 
velopment program. Mr. Smith also A “before and after” compari- which protect top and bottom of CAN, 
was responsible for introducing a new son of WITT CANS with other oR as ee eee See 

selling approach based on the belief brands justifies WITT’s quality prenglihanescesy Cl ssuteaaaiataans 


that a knowledge of industry’s prob- ; “ pethapiron 
a gu e—‘“WITT DIP ZING, 
lems would result in a more effective ee re r eee 


osen diedk CANS outlast ordinary CANS @ hand process, insures heaviest possible 
a to 5 times.” rust proofing, after fabrication. 
PINCH-PROOF HANDLES 


° ° -, and sturdy ONE-PIECE TOP completes the 
Whiton Machine Co. Names STRAIGHT SIDES want euithacameanien 


Turbine Sales Manager provide rugged 7 QUALITY ASSURING GUARANTEE— 
Z ; | strength, reater re- . Pa WITT CANS outlast ordinary CANS 3 to 5 
The Whiton Machine Co. recently singh 


. sistance to rough han- a le times. 
announced the appointment of Evan dling, longer wear . 
Price as turbine sales manager. Form- 


erly in charge of turbine sales for The 

Kissick Co. of New York, Mr. Price 

has an exterisive technical and prac- * 

tical background of turbine sales ex- CVs 


perience in the power plant and oil 
pray x Bons s yragtg a sn THE WITT CORNICE COMPANY, Cincinnati 14, Ohio, 
is headquarters in the New London See 
offices of The Whiton Machine Co. “Originators of the Corrugated Can” 


7 ove 
(SE alae 


i. 


it tates none Mae | 5 
a nee ce ee 




















INDUSTRIAL DISTRIBUTION © FEBRUARY, 1951 











IT MAKES NO DIFFERENCE... 


Regardless of whether the liquids you handle are highly volatile or extremely viscose, 
Viking pumps them all . . . efficiently and consistently. It is only necessary that you 
instruct us as to what type of liquid you are pumping. 
The VIKING ROTARY “GEAR WITHIN A 
GEAR” PUMP handles ALL clean liquids, re- 
gardless of viscosity . . . and what's more, you'll 
find it a thrifty, willing worker with low power 
requirements and efficient operation. 


Write 


VIKING]|)  &,"= 


AN HONORED NA 
IN DUMPING 51SMM 


Pp SS J 
Viki Pump Company 
i ite (@f-Yolo] al nell fam lohze) 








WEINBERG & McKEE 
Compiled Cataloys- 


HAVE THESE MODERN FEATURES/ 
SCREWS 


| =]: arr’ 
Clee! nd Since 1854 the Qual- 


Co. | 
le ~ ity... Accuracy... and 
Action illustrations demonstrate the use 2 niformity of All CLARK 
— roducts has n 
yP surpassed. Close ; - , 
century of leadership 
explains why users al- 
ways ask for them by 
‘ i ; name 4%, “a _ 
: a Advertised Lines are tied up Fasten. Fa . ay 
"1 manufacturers advertising b Longer. “a 
of their trade-marks, or 


CuanxBaosBort 


MILLDALE , CONN 


WEINBERG & MOREE, Inc. 


600 West Jackson Bivd., Chicago 6, til. | 
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CHARLES W. JINNETTE, Norton 
Company's regional manager of busi- 
ness planning and development, retired 
December 31, 1950 after 50 years and 
six months of active service with the 
company 





Corning Glass Works 
100 Years Old in °52 


Che Corning Glass Works com- 
memorates its hundredth anniversary 
this year—and the firm wears its age 
well. 

It was founded in Somerville, Mass., 
in 1851 as the Union Glass Co. by 
Amory Houghton, great-grandfather 
of the present chairman of the board. 
The enterprise moved to Brooklyn in 
1864 and, four years later, was trans- 
ferred to Corning by canal boat. 

Today, not including its subsidiaries 
and afhliated companies, Corning 
Glass Works employs over 8,000 resi- 
dents in the Corning area and over 
4,000 in other cities including Central 
Falls, R. I.; Wellsboro, Pa.; Bradford, 
Pa.; Charleroi, Pa.; Muskogee, Okla.; 
Albion, Mich.; Parkersburg, West Va. 
and Leaside, Ontario, Can. 


New Sales Representative 
Named By Butterfield 


Edward J. Lilly recently was ap- 
pointed sales engineer for the Butter- 
field Division, Union Twist Drill Co. 

Formerly he was associated with 
the Simonds Abrasive Co. 

Mr. Lilly will represent the Butter- 
field Division in the Philadelphia and 
Baltimore areas, with headquarters in 
Philadelphia. 


Howland Heads New Office 


John R. Howland has been named 
to head a newly created corporation 
office of product research for Stewart- 
Warner Corp., Chicago, Ill., an agency 
to develop new products and encour- 
age inventors within and outside the 
company. 


hreadwell Tools 
do many jobs 





they can do your tough ones 


Threadwell Distributors are getting more 


business from their customers through the 
solution of cutting tool and 
gaging problems by Thread- 
well Field Engineers. Are 
you taking advantage of 


sf 


their service? 


CES 2 


THREAOWELL TAP & DIE COMPANY 


s @ Dies ® Drills © Countert 


£ 
ry, 


Greenfield 


ores @ Keywoy Brooches ® Screw tes @ Goges ® Pipe! 


Massachusett 
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374,220 PIECES PER GRIND 
LEYS = 


with WILLEY'’S 
SOLID CARBIDE REAMER 



































On this typical valve guide bushing, 
one man reamed 10,000 pieces per day, 
manually. Over 374,220 pieces were 
reamed per grind, with the reamer re- 
volving at 1200 R.P.M. 


Actual production reports demon- 
strate the superior quality of WILLEY’S 
METAL. 


WRITE for CATALOG 


WILLEY’S CARBIDE TOOL CO. HACK SAW BLADES 


SOLE MAKERS OF WILLEY'’S METAL f di 1 
1342 W. : : If you want outstanding results 
342 Vernor Highway Detroit 1, Michigan on stubborn cutting jobs, specify 
Whale Brand Hy-Flex and Mo- 
Hy Blades. Each blade is scien- 

















tifically heat treated to add 
toughness and assure long serv- 





























: ice. The popular Hy-Flex Blade, 
; | shown above, meets today’s de- 
’ mand for a medium priced blade 
which is extremely flexible and 
| durable. 
— 


: 


Whale Brand 
HACK SAW FRAMES 


The finest available. Heavy duty 
nickel-plated frame with master 
grip deluxe checkered Tenite 
handles. Rigid frame quickly 
. — ‘ . . s adjustable. Blade may be faced 

Wilton Combination Bench and Pipe Vises enjoy unusual patronage by vise experts because 

of their improved design, extra strength and depth. Their attractive eye appeal quickly in four directions. 

turns reluctant buyers into actual sales. 


WILTON TOOL MFG. CO., 925-D Wrightwood Ave., Chicago 14 


© MFG. CO., BRIDGEPORT, CONN., U.S.A. 
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Leo F. Brown 


U. S. Expansion Bolt 
Names Brown District Head 


Leo F. Brown has been named dis- 
trict sales manager for the U. S. Ex- 
pansion Bolt Co., York, Pa. He will 
make his headquarters at Chicago, III. 

Mr. Brown’s territory includes IIli- 
nois, Iowa, Wisconsin, Nebraska, 
Minnesota, and North and South 
Dakota. 

He will maintain district headquar- 
ters and stock point for the firm’s prod- 
ucts at 61 West Kinzie St., Chicago 
10, Il. 

Mr. Brown has been associated with 
the hardware and mill supply indus- 
try in the territory for quite a number 
of years and is well-experienced to 
service all accounts distributing ma- 
sonry anchoring devices and _ allied 
products manufactured by U. S. E. 


Society To Participate In 
Materials Handling Program 


Sixteen chapters of the American 
Material Handling Society will par- 
ticipate directly in the program 
planned for the Materials Handling 
Conference in April and May. This 
conference will be held concurrently 
with the National Materials Handling 
Exposition at the International Am- 
phitheatre, Chicago, April 30 to 
May 4, inclusive. The society’s mem- 
bership is composed principally of 
users of materials handling equipment. 

The society is sponsoring the con- 
ference and the Material Handling 
Institute is sponsoring the exposition. 

General chairman of the conference 
will be A.K. Strong, marine division, 
Columbian Rope Co., New York. 
Serving with him on the executive 
committee will be Donald W. Pen- 
nock, factory engineer, Carrier Corp., 
Syracuse, N. Y., who is society presi- 
dent, and Irving M. Footlik, materials 
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WESTON 


ALL-METAL THERMOMETERS 


An accurate temperature record requires more than just 
instrument accuracy. It requires instrument readability as 
well. That’s why WESTON Thermometers are so widely 
used for critical applications. A quick glance at their bold, 
open scales gives you the exact reading...no question or 
doubt about it. Combined with the long-time accuracy and the 
ruggedness for which they are famous, this feature of read- 
ability can be worth dollars to you. Why not send for complete 
literature today. Weston Electrical Instrument Corporation, 
602 Frelinghuysen Avenue, Newark 5, New Jersey... Manu- 
facturers of Weston and Tagliabue Instruments. 
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WHEN YOUR CUSTOMER 
FOR THE BEST 


o 


HALLOWELL Solid Steel Collars, functionally proportioned 
throughout precision-machined so faces run_ perfectly 
true are beautifully polished all over yet they cost 
less than common cast iron collars 3” bore and smaller are 
made from Solid Bar Stock. To make sure the collar won't shift 
on the shoft, they are fitted with the famous UNBRAKO 
Knurled Point Self-Locking Socket Set Screw—the set screw 
that won't shake loose when once tightened HALLOWELL, 

a “buy word” in shaft collars available in a full 
range of sizes for 

IMMEDIATE DELIVERY 


Write for name and address of your nearest HALLOWELL and 
UNBRAKO Industrial Distributors 


OVER 48 YEARS IN BUSINESS 





SPS STANDARD PRESSED STEEL CO. owe eee 


JENKINTOWN a PENNSYLVANIA CHANNELLOCK 


Wade only by CHAMPION DeARMENT 








THREE BASIC 
ASSEMBLIES PROVIDE qutumen ch « conqaey lnnum in sence 
3 


4 of a century for its highest quality pro- 
VERSA TILITY ducts. The outstanding features of Channel- 
+ lock pliers such as Longer Wearing, No Wear 
on the Joint Bolt, Closely Spaced Adjustments 
and Greater Strength make them the most 


desired pliers. 
PUMP ONLY go a ar we Son ese 
... help them select the Best . and them 
ASSEMBLY Channellock. 
nd remember, Only Champion DeAr- 
ment makes Channellock. Send for Catalog 


The “Pump Only” assembly is an DSteday. 


adaptation designed to readily use 
existing power or operating facilities. CHAMPION DEARMENT TOOL CO. 


FLEXIBLE COUPLED Mende, Pe. 
Channellock pliers are listed in the 
ASSEMBLY Yellow Pages of most Telephone 
Greater flexibility and utility is made pos- Directories under *Tools’* 
sible when CMC DUAL PRIME Pumps are 
assembled in a flexible coupled manner. 


CLOSE COUPLED 

ASSEMBLY 
Close coupled construction assures perfect 
pump and motor alignment necessary for 
peak performance under given conditions. 


CMC innovations, such as improved open thrash type impellers, double 

shaft seals, and the exclusive double jet method of priming guaran- 

tee faster priming and greater capacities. Models range in size from 112" to 10°— 
capacities up to 240,000 G.P.H. Write today for latest catalog. 


ONSTRUCTION Mune ( “ors. 
WATERLOO, tOWA, U.S.A. 
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handling consultant, Chicago, society 
treasurer. 

Chapters of the American Material 
Handling Society in Boston, Buffalo, 
Chicago, Cleveland, Detroit, Houston, 
Indianapolis, Los Angeles, Louisville, 
New York, North Texas, Pittsburgh, 
Syracuse, Toledo, Toronto, and West 
ern Michigan will participate. 

Advance registration cards for both 
the conference and exposition may be 
obtained from Clapp & Poliak, Inc., 
341 Madison Ave., New York. Admis 
sion to both is free. 


Materials, Plant Capacity 
Problems For Bearings 


If materials enough, and enough 
plant capacity, can be made available 
to the bearings industry in 1951, it’s 
likely that industry will approach its 
record wartime production levels, ac 
cording to R. H. DeMott, president of 
SKF Industries, Inc. However, Mr 
DeMott admitted a materials pinch 
ilready is clouding the picture. 

‘The immediate problem is to get 
the steel and other materials that are 
necessary to maintain the nation’s pro 
ductive system at peak efficiency”, Mr. 
DeMott said recently in discussing the 
outlook for the new year, and con- 
tinued. “Our mobilization program 
will be seriously harmed if we permit 
our industrial plants to run down. 
Thev just won’t be able to do the 
right kind of job if the materials that 
keep machines running are not avail- 
ible.” 

Mr. DeMott, who is chairman 
of the Anti-Friction Bearing Manu- 
facturing Association defense com- 
mittee, said government cutbacks in 
the supply of copper will ultimately 
mean drastic curtailment of bearing 
production. Copper is a basic in 
gredient of bronze, used widely in 
making bearing retainers. 





nth ate 


“I've often figured how you figure 
your jobs.” 


WHAT DO YOUR CUSTOMERS WANT 
MOST IN HACK SAW BLADES? 


SAFETY= 


L-O-N-G L-A-S-T-I-N-G | 


SHARPNESS 


G.W. GRIFFIN CO. 


General Sales Agent 


JOHN H. GRAHAM & CO., Inc. + 105 Duane St., New York 8, N. Y. 
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"We needed @ 


* 
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MULTI-CLEAN PRODUCTS, INC. 


USTRiaL VACUUMS FLOOR ano RUG MacH) ‘s 
PERMANENT FLOOR Finignas CUSTOM CLEANING Chemeacs 


2277 FORD PARKWay © SAINT PAUL 1 MINNESOTA © EMerson 1396 





December 13 » 1950 


Mr. A. B, Martin 
FACTORY MANAGEMENT 2 MAINTENANCE 
520 ¥. Michigan Avenue 

Ch cego 11, Tllinots 


Decor Andy: 


A few months aro our company, Mult!-Clean Products, Inc., launched 
!ng Program esigned to help our distributors and 
A comparatively new an 


TESTED METHODS wits In order to make the initia} impression that we knew had to be made, 
IMPROVE au Floors the Question of the right Redia wes foremost in our minds. After 
Moor Manvats for Every : carefu) coneideration and exhaustive media S. we selected 
industry Available : PACTORY for this al) important ucin, cl 
end the Multi-Clean Method of fo ’ 
ssafantathoraodane : needed a "door Opener" for our me 
Ba? Sabenty, tere is» Mate Chess that Pactory has been sust thet. 
Method for #7) (ype Of floor « 
en ~~, We are new advertisers ir FACTORY, having used the maravine only about 
but from th *re Fece' ving from our distributors 
ore for then, We 


on: 


° Bi: 

™Perience of 
Dubl feation to 
Prevare Prospects so th 


It looks like Factory will be on our advertising Schedule for 9 long 
time to come. 


PMWRY MANAGEMENT ayo MANTEN ANC 
etn 4608 Seyiemter ime 


Cordially, 
MULTI-CLEAN PRODUCTs, Tye. 
WM. IN fae 


Yr. FE. McRae 
President 





XEM/njg 
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door goener . aa 


—That’s what Multi-Clean Products needed — ports we are receiving from our distributors and 
and got — a few months ago when they launched dealers, FACTORY is opening many, many fac- 
a new advertising program to help their distrib- tory doors for them.” 
utors develop a new and wider market. FACTORY will open doors for YOU because 
Says Mr. N. H. McRae, President of Multi- within the Plant Operating Group — the buying 
Clean, “In order to make the initial impression power of industry - FACTORY has more paid 
that we knew had to be made, the question of circulation and more readership than any other 
the right media was foremost in our minds. wndustrial magazine. It gets to the men your 
After careful consideration and exhaustive salesmen have the toughest time seeing and 
media analysis, we selected FACTORY for this selling. 
all-important job.” Mr. McRae says: “We believe our experience 
Results? Mr. McRae tells us, “From the re- of the past few months is evidence of the ability 
of your publication to pene- 
trate the market we want to 
reach and to prepare pros- 
pects so that our men can 
ro ORE [Rete Tt move in and ‘clinch’ the 
“Hint sales.” 
“ ..PENETRATE THE 
MARKET...” that’s what 
—_— : FACTORY will do for YOU 
CASE HISTOR = —on every product line 


REGAN BROS. BAKERY 


Minneapolis, Minnewots saune sae Mews se : you handle. 
| 5 B.JASSOY, Manager oor "chia ier 
reporting J: 


iA x z 





AMcGRAW-HILEL PUBLICATION 
330 W. 42ND STREET, NEW YORK 18, N.Y. 
Member, Audit Bureau of Circulations 


Member, Associated Business Publications 
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PNDBIGURO) em | ARRIS 
conveyor | PRODUCTS 


BELT LACING pealenicesseg 


@ TANKS @ COILS @ BENDS @ 
EXPANSION JOINTS @ KETTLES 
@DIPPERS © EVAPORATORS @ 
HEATERS @ COOLERS © CHEMI- 
CAL APPARATUS @ 


and FLOATS in 


copper—monel—nickel 
brass—everdur—aluminum 


stainless steel 
%& Excellent for Package Conveyors, Portable Loaders, Trenching and Ditching 


oes . ; . , ° HARRIS Products heve been 
i i @ favorite erican 

* = a ga where corrosion or rust is a problem specify Alligator made Industry "for, more than +s 
af years. e deman always 

% For magnetic separators or anti-sparking specify Alligator made of Everdur, —_— and today’s tremend- 
% Separable and smooth on both sides. create an even greater demand. 
% 12 sizes, For belts from 1/16” to 5/8” thick—and any width. nag out 
Order from Your Supply House. Ask for Bulletin A-60 a 


FLEXIBLE STEEL LACING CO., 4633 Lexington St., Chicago 44, Ill. ARTHUR HARRIS & COMPANY 


JUST A HAMMER TO APPLY IT ant. aa. 1008 














MOTOR DRIVEN 


PRESSURE 
BLOWERS 


THREE SIZES 
Ye, Ya, | HP. 


READY TO RUN—IMMEDIATE DELIVERY! 


No More Rummaging 
CENTRIFUGAL TYPE designed to deliver an even, non-pulsating flow of air for blowing Through Stacks of Drills 
or exhausting. Universal as to rotation and discharge. Direction of discharge may be : , 4 
changed to any of eight 45 degree positions. @ Housing, base, support, and impeller ol A cr ath, hand 
are constructed of cast aluminum alloy to reduce weight and Gee wheat ok diiieane bedeae ae 
increase strength. Straight wall construction reduces windage gone. Compartments with rounded 
and increases efficiency. jottoms hold dozens of drills 
Huot’s built-in inventory system 
@ Powered by standard 3450 r.p.m. direct-connected 60-cycle ball a a Pd gy 
bearing motor in choice of open or totally enclosed types. Three 1h" a enemartin A. igh, 
sizes, %, ¥2 and 1 HP. with capacities from 100 to 800 cu. ft. per amel finish over rugged steel. 
min. at static pressures from 42” to 6”. Dispensers for fractional, number By the 
and /etter drills. meokers of 


WRITE TODAY FOR LITERATURE Write for catalog pages HUOT 
DRILL 


forge. HUOT MANUFAC 
eco PAZ ting (ote wae ¢8. ae 
112 W. WILSON. AVENUE NORFOLK,” VIRGINIA 


551 No. Wheeler St. © St. Paul W4, Minn. 
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EMBURY 
Luck-E-Lite 


HIGHWAY TORCHES 


* Weather Guard Burner 

* Cam-lock Burner Hood— 
no threads to strip 

* Easy to Fill 

* LUCK-E-LITE Ring Chain— 
easy to carry and place. 

* Non-tipping 


For More LUCK-E-LITE Facts, Write 


EMBURY MANUFACTURING CO 
WARSAW * NEW YORK 


KEEP THINGS RUNNING SMOOTHLY 
OIL WITH AN EAGLE O/LER! 


&3 = 
— makes machines 
last /onger’ 


Regular oiling, as every mechanic 
knows, prolongs the life of machines 
and prevents breakdowns due to fric- 
tion and wear. That's why Eagle 








Oilers are 
industry. 


so important in every 


Be sure your Oilers are Eagles— 
because an Eagle is always depend- 
able—it lasts longer, too. 

Eagle Hydraulic Pump Oilers, 
are sturdy, positive-acting — 
pump any oil that flows—one 
drop or a full stream. 


Order from your Distributor 


EAGLE 
MANUFACTURING 
COMPANY 
Wellsburg, W. Va. 
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Paul M. Arnall 


Arnall Succeeds Rhame 
As Lunkenheimer President 


Paul M. Arnall has been elected 
president of The Lunkenheimer Co. of 
Cincinnati, Ohio, pioneer valve firm 
with plants in ,Cincinnati and Carth- 
age. 
Mr. Arnall, who assumed his new 
duties as of the first of the year, suc- 
ceeds Frank P. Rhame, who resigned. 

Mr. Rhame, affiliated with Lunken- 
heimer for 32 years, will continue as 
1 director of the company and in an 
idvisory and consulting capacity. He 
was appointed Lunkenheimer presi 
dent in 1945 and previously was vice 
president in charge of sales engineer 
ing. 

The new Lunkenheimer head joined 
the firm only a year ago. After his 
education at the University of Kansas, 
Mr. Arnall began his business career 
in 1920 with the Graton & Knight 
Co. of Worcester, Mass. He joined 
that firm as a salesman and advanced 
rapidly to branch manager, district 
manager and sales manager of the belt- 
ing division; and assistant general sales 
manager. 

In 1938, Mr. Arnall went to the 
Ohio Injector Co. as general sales 
manager. Shortly after he was pro- 
moted to vice president in charge of 
sales in 1940. He was executive vice 
president and a director of OIC when 
he relinquished the post to become as 
sociated with Lunkenheimer in Janu 
ary, 1950. 


S.‘'T. Mackenzie 
Made Sales Manager 


S. T. Mackenzie, head of the Phila- 
delphia office of The Babcock & Wil- 
cox Co., has been appointed to the 
newly created post of sales manager. 
Previously W. T. McCullough, Jr., 


Any man who lifts, pulls and tightens, 
especially in close quarters, is a live 
prospect for ‘Tugit’ no matter what 
he is using now. 


Your only job is to locate such men, 
For with the creation of ‘Tugit', all 
former tools of the type become ob- 
solete. (Your Bulletin No. 388 tells 
you the mechanical story — the won- 
derful improvements over the usual 
ratchet lever hoists.) 


The market for you is wide: A farmer 
working alone to repair farm machin- 
ery or stretch wire fences. Utility 
workers laying water mains, cables 
through underground conduits. Mill 
foremen with machinery to move, ins 
stall or dismantie and maintenance 
jobs of many kinds. Road and tele- 
phone crews. Repair shop workers 
where lifting heavy parts are daily 
routine. Your own judgment can add 
many more. 


Tell them ‘Tugit’ fits in any tool box. 
it is safe to use. Spots loads to a 
tiny fraction of an inch! Uses the 
minimum amount of muscle for the 
job. A strong, dependable tool men 
like to use! 


Use Bulletin No. 388 to help you in 
selling. If your supply is low, write 
for more. 


fil ‘ruger’ 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box’ Cranes, ‘Budgit’ and ‘Load 

Lifter’ Hoists and other lifting specialties. Makers 

of ‘Ashcroft’ Gauges, ‘Hancock’ Valves, ‘Consol- 

idated’ Safety and Relief Valves, ‘American’ 

Industrial and ‘Microsen’ Electrical Instruments. 
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| FOR YOUR CUSTOMERS’ NEEDS IN DG 


‘STAINLESS STEEL FASTENERS... No. 92 


PUNCH 
rs ALLMETAL mand 


for quality 
Lever Type. 


and Uses same 
punches, 
dies, and 
working 
ports as 
No. 91 


delivery 


per eR 


the leading source for Stainless 


Screws, Nuts, Bolts, Washers, 2 W A WHITNEY 
Pins, Rivets. Made right, Priced s a 

right. “AN” and’ Standard Types 

carried in stock. Phillips Recessed PUNCHES 


Head Screws and Specials avail- 
3 © The depth of throat on this 
Gestoes No. 92 is 10°—weight 165 tbs.— 
capacity | va" to 2” mg as No. 91). 
A a nothin 
punch and die that Nothes angles 
up to 114"xl)o"xl4" and cuts a 90° 








notch. All W. A. Whitney Punches 
WRITE FOR CATALOG H carry our guarantee and you can 
| supply the proper punch for any 


MANUFACTURERS SINCE 1929 > ten cet an a, Gee 


ney line of Punches. 


NESS SS 5, 
taka | ‘ 
A, SCREW PRODUCTS COMPANY, INC. | |; W. A. Whitney Mfg. Co. 
“Srewe*” 33 GREENE STREET NEW YORK 13,N. Y. 636 Race St. Rockford, Il. 




















CONGRESS LUBRALIFE — 
PILLOW BLOCKS Ss ATLAS 


| 
e “Compound Leverage” 
Sponge iron na ian 
section acts as is the secret of their 
ff a wick, lubri- 1 great POWER and 
; cating the . | EFFICIENCY 
_ 5 shaft by capil- 
lary action. | 
TYPE A ; | 


SELF-ALIGNING PERMANENTLY LUBRICATED 


a Lubralife Bearing still operating after 860,760,000 revolu- 
ions! 


CAR MOVERS 





Vibration proof rubber grommets with static 
dissipator available for type A pillow blocks. 


ty 
Model No. X 


pany all over = country is ee | 


need NEW 
ACTUAL Car Movers— LACEMENTS or REPAIRS 
SIZE we can help you to serve them. The 
| Sew a : ae a makes = 

; “ | movirg easier and simpler . “compo' 
This 414" test tube } leverdge” gives ATLAS Car Movers thelr 
TYPE F, Flan itlestrotes Ge | great power and speed. We'd like to dis- 
, Flange type amount of lubricant cuss our sales plan with you. We urge 
Lubralife bearing with in a 5%” bore Lubra- users to buy through their local distribu- 


heavy duty cast body. NO OILING! life Bearing tes. 
APPLETON-ATLAS CAR MOVER CORP. 
CONGRESS DRIVES DIVISION 1421-25 $0. SECOND ST. 


3705 E. Outer Drive, Detroit 34, Mich. MILWAUKEE 4, WISC. 
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B-RIGHT-ON 


Nu-Process Quality 


SOCKET SCREW PRODUCTS 


When you fill socket 
screw orders with 
B-Right-On products, 
ee re building repeat 
usiness. B-Right-On 
Socket Screws are now 
better than ever. Cou- 
pled to famous “Uni- 
Quality” (every screw 
exactly the same — 
highest quality) are 
additional _ strength 
and hardness. Made 
possible by an entirely 
new metal - working 
process, selected alloy 
steels are formed into 
screws with continu- 
ous unbroken fibers 
and fine, compact 
grain. 
A consistently improved product 
makes the B-Right-On line tops with 
careful buyers . . . brings them back 
for more. Brighton service backs you 
up ... helps you keep these contented 
customers 


=< 


BRIGHTON 


Screw & Manufacturing Co. 
1827 Reading Rd. 
Cincinnati 2, Ohie 


° 
>} as be bebek & Sena 

. Pettitt | 
6.6.0.9 9089S 069.000 a0 


available in your 
Write for full —_ 


A dealer franchise an &, oe 


NGED PLATEG 


BELT FASTENER No. 5 


for Conveyor Belts 
Specially designed to permit 
quick and easy method of 
adding to, or reducing length 
of belt. Just pull the hinge pin 
to open joint. 


PLATEGRIP for dust-tight 
permanent joints. HINGE 
PLATEGRIP for “add-on” 
belts. REPAIR PLATES for 
patching worn or repairing 
torn belts. 


Write for Catalog Sheets. 


ARMSTRONG-BRAY CO. 


5356 Northwest Highway 
er ~~ Illinois 











BRAZING 
WELDING 


Call Your Distributor or Write to 


L.B. ALLEN CO., INC. 


6731 BRYN MAWR AVE. | & 
CHICAGO 31 ILLINOIS 
@ Sold thru Distributors | 
@ Send for Catalog 








UILD SALES 


and seals belting from for- 


@ keeps noon sliable in all kinds of 
atmosphere and under ail conditions. 


@ ood for all types of belting 


CANTOL WAX PRODUCTS CO. 


BLOOMINGTON + INDIANA 
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SELL GREENLEE 
AND YOU ALWAYS SELL 


SURE SATISFACTION 


Long-lasting GREENLEE Spiral Screw Drivers 


The choice of many of the nation’s lead- 
ing plants for assembly work and main- 
tenance crews. Husky and dependable... 
fast-working, easily operated. Special 
‘ong-wearing phosphor-bronze drive 
nuts for extra long service. You can 
recommend them with real assurance! 


Big volume builders for you . . . 
GREENLEE Pipe Benders and 
Pipe Pushers. One man quickly 
makes smooth, accurate bends 
in pipe and conduit up to 4'2", 
tubing and bus bars with the 
GREENLEE Bender. Pushing 
pipe under streets, 

floors, etc. is simple, 

fast work with the 
GREENLEE Pusher. 


Other profit-makers in the GREENLEE line: 
Hand Benders for Tubing « Electricians’ Knockout 
Tools « Auger Bits and Drills * Automatic Push Drills 
Chisels and Gouges * Mortising and Boring Tools 
for Woodworking Machines * And many others. 
Get sales facts today. 


> 


Greenlee Too! Co., Division of Greenlee Bros. & Co., 
1922 Herbert Avenue, Rockford, IIlinois, U. S. A. 
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vice president of the company, handled 
duties of the sales manager. 

Mr. Mackenzie, who will make his 
headquarters in New York, is a gradu 
ite of Lehigh University. He joined 
Babcock & Wilcox in 1934 and had 
been in charge of the Philadelphia 
office since 1946. 

R. W. Buntin will become district 
sales. manager of the Philadelphia 


office, to replace Mr. Mackenzie 


Hose Accessories Names 
Factory Representatives 


Almon ‘O. Snyder has been ap 
pointed factory representative for 
Ohio, Pennsylvania, West Virginia, 
Kentucky and Southern Indiana by 
the Hose Accessories Co. 

Arthur W. Gadd has been ap 
pointed factory representative for 
Missouri, Kansas, Southern Illinois, 
Western Iowa and Nebraska. 

Both Mr. Snyder and Mr. Gadd 
have broad background in the field of 
industrial distribution. The company 
manufactures the Le-Hi line of hose 
couplings. 


Laminated Ship Names 


| Hecht Production Manager 


Otto Hecht has been named pro 
duction manager of the Laminated 
Ship Co., Inc. His responsibility will 
include supervision of the manufacture 
of the company’s general stampings, 
custom shims, packaged shim stock 
and lock nuts. 

Mr. Hecht has been with the com- 
pany for 16 years. After starting in 
the shop itself as a press operator, he 
was promoted to the sales department 
after the war. His experience was 
further rounded out with time study 
work and the last vear has been spent 
as methods engineer 





JOHN B. CASEY is sales manager for 
the Barker Chadsev Co. in Providence, 
R. | 
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FEATURE and SELL 


Rubyfluid 


Liquid and Paste 
Soldering Flux 


Customers prefer Rubyfluid 
because it’s fast acting, eco- 
nomical and so easy to use. 
Rubyfluid thoroughly conditions 
metal for a smooth, strong 
union—produces no harmful or 
objectional odors. 

Sell this “tested by use” 
soldering flux for customer sat- 
isfaction and more profits to 
you. 

For stainless steel — Sell 
Ruby’s Stainless Steel Flux — 
perfected for that metal. 

FOR INFORMATION 
WRITE 


RUBY CHEMICAL CO. 
76 McDowell St., Columbus, Ohio 


—RubyfluidJ 





Produce more 
SALES easier 
with the 
ORIGINAL 
and ONLY 


J 
“MORE POWER 
PULLER” 


Here’s a strong, durable utility tool that 

appeals instantly to your customers for 

moving, loading or handling heavy machin- 

ery and cotpment, | openi car doors, 
i 


pulling stumps, wrecking buildings, etc. 


This compact, light weight puller is easily 
carried as a part of your tool kit or equip- 
ment. It is hand operated—requires no 
electrical or fuel connections—is quickly 
available for service where more power is 
required. 
Comes equipped with 20, 30 or 40 ft. of cable. 
List Price $27.75 to $33.80 
Write, wire or phone 
Distributor & Dealer Openings 


The WYETH-SCOTT CO. 


NEWARK, OHIO 











PROVED 
IN USE 


sey i. 


When you sell Harrisburg Coup- 
lings and Flanges, you've got two 
distinct sales points: (1) Carefully 
controlled inspection, special 
steels, and machining methods 
assure uniform quality; (2) A 
complete range of sizes and types 
for you to sell. 


COUPLINGS: manufactured to A.P.I. and 
A.1.S.|. specifications ... threaded on spe- 
cial machines assuring accuracy of form, 
height, angle, and lead. Seamless steel. 


FLANGES manufactured to A.S.A. stand- 
ards...threads are perfect in height, 
angle, taper, and gauging. Drop- 
forged steel. 


ces. We are 

lications 
ested in selling 
d Flanges- 


. catalogs ond pri 


lad to ©! 
iors inter 


WRITE fo 

jwoys 9 
cam distribut 
Horrisburg Co 


Harrisburg 


— 333 See) ite) 7 -Nile), | 
NH) 


Harrisburg 18, Penna. 
98 YEARS IN PENNSYLVANIA'S CAPITAL 


Custom-Built Quality Products in Quantity 





Prompt Shipments are important to distributors . . . 


YOU CAN GET 
DELIVERIES ON 





2 


ANGLE OR GLOBE 
When you sell Keckley products © No. 14—Single Seat—Pilot 


there is no sales resistance to over- 


come. Your prospects recognize 

the name Keckley as representa- 

tive of the highest quality. It gives you 
greater prestige in the territory you cover 
and helps you to sell other lines 


Keckley Float WValves—Temperature 
Regulators—Pressure Regulators—Steam 
Traps—Water Gauges—Gauge Cocks— 
Strainers—Safety and Relief Valves are 
nationally advertised and have the repu- 
tation of giving years of uninterrupted 
service with minimum repair require- 


Stem 
® No. 15—Balanced Double 
Seats 


ments. The price is right. Your margin 
of profit is generous. Our experienced 
engineers are always at your service. 


We can still make prompt shipment. 
This is your opportunity to acquire a 
stock at present prices. 


Write for Book No. 65 “Steam and 
Liquid Control Equipment’’. 


O.C. KECKLEY COMPANY 


400 W. MADISON STREET CHICAGO 6, ILLINOIS 


FAST-SELLING 
SEALING COMPOUNDS 


Your KEY to Added 


EY-TITE 





KEY GRAPHITE PASTE 
...the ideal sealer for all lines carry- 
ing oil, gasoline, kerosene, and high- 
pressure steam. Listed by Underwriters’ 
Laboratory. 


KEY-TITE 
...for sealing pipe joints on lines carry- 
ing water, gas, low-pressure steam, 
compressed air, etc. Does not affect the 
taste or odor of potable liquids. 


Pipe joints sealed with Key positively will not leak, yet are easily opened, for Key 
will not freeze in the jo‘nts. Nationally advertised. Attractively packaged in litho- 
graphed containers. immediate delivery. 

A few territories for distributors are still 


available — write for free samples and 
full information. 


KEY COMPANY 


2621 McCasland Ave., East St. Louis, Il. 
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~~ ~ 


STOCK SPROCKETS 


/ $ave your customers’ time and money by 
specifying Sewall Stock Sprockets—avail- 
able for prompt delivery out of stock. Made- 
for standard to-order sprockets for all transmission and 
conveyor chains. Catalog shows wide range 
of stock sizes. 


® Complete line of sprockets 


roller chain 


=a Oe Wee 





CUSTOM-BUILT GEARS for every requirement sean = 


s f F 
E: 8. SEWALL MANUFACTURING CO. Sprocket CATALOG 


one es ee oe or Phone Us ot : Easton Belting...a solid woven 
NEstor 1381 
belting that’s loaded with such 


sales-compelling features as: 


For extra sales... you can’t beat 














ADAPTABILITY . . . bakeries, candy plants, 

flour and feed mills, paper box plants, man- 

ufacturing plants and fruit packers, to name 

ge. 0-5 PAT OFF a few. 

FOR HOT METAL 800° TO 2000° USE HOT- a ’ : 
INNERBOUND Construction . . . Exclusive 

MARX. Never burns, smokes or runs! Dries ali be? production design to eliminate peeling and 

out a ¢lear, sharp white. Handy crayon ? HEL opty separation. 

holder included with each gross, strengthens N VARIETY OF SIZES... Available in many 

stick, protects against heat. libs widths and plies, Easton Belting can also 


be furnished with special impregnations 





and coatings. 
Make Them Your Metal Marking "MUSTS” 
IDEAL FOR LIGHT CONVEYING AND ELEVAT- 


ING ... because of its low initial cost, dur- 








USE MET. K FORT RATURES up To ability and maintenance-free service. 
800°. There's good relsen. Metalmark is a eli : een a 
highly specialized crayon that marks easier... mit 2 _» -[ Remember Easton Belting... YOUR] « ° 
dleorer.. . smoother <..relains ta britkance and ot BEST BET FOR BOOSTING SALES! Com- 
legibilit : ft , ls. Hight bon. TY J plete information available in Bul- 

; : J J letin No. 2. Write for your free 
proof as well. Write for free information. . All|’ , : copy, today. 


—— ° 
cro 
| & Te xtile Bening i 


Park P N «3 6 W. Hubbard St 














the American Crayon company ? 
Sandusky, Ohio New York gam 
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JOHN W. POISAL is shipping clerk 
at the James Walker Co., Baltimore, 
Md 





Shriver Resigns 
At John Weeks & Son Co. 


John F. Shriver, former secretary 
and treasurer of John Weeks & Son 
Co., Watertown, N. Y. industrial sup- 
plies firm, has succeeded his father as 
president of the company, a position 
Mr. Shriver the elder held for 22 years. 

Glenn Shriver will continue his as- 
sociation with the company as chair- 


KALAMAZOO 
MODELS — 
816-S — 824-S 
COOLANT 
EQUIPMENT 
AVAILABLE) 


man of the board and treasurer. He | 


has been associated with the firm for 
48 years. 

Emmett C. Dygert and Mrs. Glenn 
R. Shriver were re-elected as vice presi- 
dents of the firm. 

Leonard J. Tinney was elected sec- 
retary 


Georgia Supply Names Waters 
Savannah Branch Head 


CONSISTENT 
HARD-HITTING 
ADVERTISING 
HELPS YOU SELL 
KALAMAZOO! 


W. Sessell Water has been named | 


manager of the Savannah branch of 
the Georgia Supply Co., succeeding 
the late John H. Howarth. 

Mr. Waters started work with 
Georgia Supply Co. as an office boy 


in 1935. He has been with the com- | 


pany continuously since that time, 
except for three-and-one-half years’ 
service in the Coast Guard during 
World War II. 


Charles H. Besly & Co. 
Makes Personnel Changes 


Charles H. Besly & Co., Chicago | 


manufacturers of abrasive wheels, 


grinders, taps and reamers, recently an- | 


nounced the election of Norman C. 
Minehart as vice president in charge 
of the company’s abrasive division, 
and Jack T. LeBeau as manager of the 
abrasive department. 

Both men will make their head- 


quarters at Besly’s general office at 118 | 


N. Clinton Street, Chicago. 


Follow the pages of the trade magazines, where compact 
tool sales are often started, and you'll see the dramatized 
story of the important exclusive features of Kalamazoo Band 
Saws. 


30 seconds blade changes . . . Timken bearings . . . no 
yoke or frame hides work from view . . . no burr, minimum 
kerf... handle 95% of cut-off jobs .. . 


Month after month Kalamazoo paves the way for your 
sales calls—follows up after you leave—to help you keep your 
Kalamazoo volume climbing. If your catalog sheets are get- 
ting smudged or dog-eared, by all means send for a fresh 
supply today. 














" MACHINE TOOL DIV. Ae@damayoo TANK and SILO CO. 


245 Harrison St. Kalamazoo 16, Michigan 
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Industrial 


editors open distributors’ doors for you 


Distribution 


The editorial staff of InpusTriAL DisTRIBUTION is a coordinated 
fast-moving team. 

Each editor spends more than one-third of his time “in the field” 
contacting industrial supply houses. He is known and welcomed 

by distributors throughout the country — generally on a first name basis. 


His fingers are constantly on the pulse beat 
of the industrial supply industry. 
He regularly contacts key management men and salesmen in 
industrial supply houses and is familiar with their problems. 
He can offer helpful suggestions 
on tried and proven distribution methods and procedures. 
W. F. Caownen Through this practical, down-to-earth service, 
corror the editorial department of INpusTRIAL DISTRIBUTION 
has earned a devoted following 
INDUSTRIAL DISTRIBUTION among industrial distributors and their salesmen. 


FORMERLY MILL Si 








This on-the-spot experience is reflected in the editorial content 
of every issue of INDUSTRIAL DISTRIBUTION, too. 

It is the basis for its continued readership and 

extremely high renewal percentage. More and more key men 

in the industrial supply field 

are reading INDUSTRIAL DIsTRIBUTION for 

a thorough coverage of distributor activities. 


A MCGRAW HILL PUB 





This means two things to the manufacturer 

selling through the industrial distributor. 

First, the editorial staff sets the stage for 

active readership of his sales message to distributors. 
They arouse and hold the distributors’ interest. 


Secondly, this well-informed editorial staff stands ready to assist you 


1A. WEeRTIS in your own distribution problems. 
ciate corTor 
= aeutior Call on them to help you at any time. 
prousTarar O18 es 


aaucary “'S> 





A.R. HENRY, Jr 


4S8'STaNT EDLTOR 


‘ 
wuaraas OrsTRiBution 
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CORA mie PUBLICATION 


J.F. FARLEY 
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= R.W. Barnett 


MANAGING EQITOR 


IMOUSTMIAL DISTRIBUTION 


FORMERLY miki SUPmLLES 


230 WEST 42+ srmeer 
AMCORA P 
Indus rid ABC) = NEw YORK a.m y e-MAek PUBLICATION 


Distribution a McGraw-Hill publication + 330 West 42nd Street, New York 18, N.Y. 
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wealth of experience and “know-how” can be packed 
into 100 years of active service. 

That’s the cumulative experience of these five men — 
the Publisher and District Managers 

of INDUSTRIAL DISTRIBUTION. 


The distribution “know-how” these men have acquired 
over the years is based on down-to-earth practices, 

not text-book theory 

They have been in direct contact constantly 

with every phase of industrial distribution and marketing — 
selling, packaging, distributor sales policies 

and discount structures, selling aids, catalogs, 

sales organizations, sales schools and meetings, 

industrial exhibits, and many others. 


With this storehouse of knowledge and experience 
gained during their more than 100 years of direct contact 
in the field, these men are thoroughly qualified 

along every line of industrial distribution. 


These men are regularly contacting your suppliers — 

the leading manufacturers of industrial equipment, tools 
and supplies. They’re working constantly with these 
manufacturers on various distribution and marketing 
plans and problems. Remember — each contact represents 
a personal “plug” for your sales and service facilities. 


00 years wate 


H. E. Thayer 


Industrial 
Distribution 


a McGraw-Hill publication 
330 West 42nd Street, New York 18, N.Y. 


John P. Ora 


5 (TT» 
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SPROUT-WALDRON’S 





REASONS 
why it’s 

GOOD BUSINESS to SELL 
Bett Saver PULLEYS 


I— Due to exclusive cone and wing design, 
no abrasive materials or sharp lumps 
can lodge between pulley and belt. 


2-— Belt life is increased because this self- 
cleaning feature eliminates any 


stretching or gouging of elevator or e 
conveyor belt. v THAT S FO M E/ ws 
B—Loose material flows away from the ; 

a) 


belt and dribbles out harmlessly at 
pulley hubs. 


4—Rounded ends and smooth chamfered 
edges of vanes or ‘’wings’’ do not 
wear or abrade belt. ; That's just exactly what the man said. 


&S—Pulley “wings” are so spaced that belt 
flexes naturally and without strain. You've probably said it, too—as you leafed through the adver- 


G—Belt life is greatly lengthened. Users’ tising pages of a current issue of THIS magazine. 
reports range from 25% to 400%. & pas & 


7—Interchangeable with solid pulleys. It happens all the time—to every man who is on top of his job. 





&—Easy to install. 
9—Recommended by leading manufactur. Why? Because he keeps a weather eye out for the things that 


ss ae belts and by hun- promise a better, faster, more economical way of doing something. 
dreds of users. 


1@—Soles build customer goodwill and He knows that America’s ‘eading manufacturers take the newest 
bring repeat business. . ° : es 
and best of their products and services to market in the advertising 
pages of the business and industrial magazines that help him keep 
on top of his job. And if i#’s for im he wants to know what makes 
it tick. 


Available in diameter sizes 
ranging from 6” to 40” 


Send for Bulletin No. 35-A 
4 and read the enthusiastic 


reports of Belt $aver 
Pulley users. 


- J Sprout -Waldron's “ Blue 7 J 
waaemm | To keep in touch wit 
profit builders. Send for Bulletin 33 
Write today to Sprout, Waldron & Co. 


3 Waldron Street, Muncy, Penna. the parade- saace 
READ THE ADS. 
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SELL MORE HACKSAW BLADES 
mith this Uf Starve QM 


YOU PAY ONLY FOR BLADES— Available Starrett 


in Two Sizes and Four Different Assortments 








a oe ee 2 tasT Lomwcer 


VOLUME BOOSTER 
Developed by leading display specialists to help 
keep your stock of profitable Starrett Hacksaw 
Blades turning over fast! 


A REAL EYE-CATCHER 


Strikingly designed and attractively executed in 
3 colors ...a real sales stimulator! 


SELF-SELLING 


Puts blades right on the counter where customers 
can see and buy them! 


SAVES TIME AND SPACE 


Provides a handy counter stock of all popular 
sizes... compact, convenient, takes little space. 


A DUAL MERCHANDISER 
Sells both Starrett Blades and The Starrett Hack- 
saw Frame. 


BLADE DISPLAY 


154" x 7%" display paige 2 each 
10°-18T, 10". 24t, 12”-1 247; 
20 each 10°-32T, 12”- art. ye 
Displuy Number: Display A, 
“ STANDARD’; Display B, py 
FLEX”; rn! Cc, “S-M r Dis- 
100 piay D, “HIG t SPEED™. We bill 


only for blades. 
BLADE DISPLAY 


6%"« 5" 7 nap 
20 each 10°- 10”- 
24T, 12°-18T, 1 “244; 
10 each 10”-32T, 
32T. Specify be ti 
Number: Display E, 
“STANDARD”; Dis- 

ce Ae ye: ae 

<s Display G, 

Leia = (Display H, “HIGH 
SPEED”. 


ORDER YOUR STARRETT HACKSAW DISPLAY TODAY 
Specify Display Number and Type of Blades; Also With or Without Frame 
WRITE FOR COMPLETE INFORMATION 


STOCK AMD SELL TRE COMPLETE STARDETT LEE 


Mechanics’ Hand 


THE L. S. STARRETT CO. . World’s Greatest Toolmakers . ATHOL, MASSACHUSETTS - U.S.A. 





Increased Sales 


Increased Profits 


R-Pa.C’s Complete Line 
—continuously expanding—expands your selling market. 
and others, 
appear regularly in 


Chemical Engineering 
R-P2&.C’s Field Assistance Heating, Piping and 


R-PaC’s Descriptive Literature 
—colorful, attractive—makes your selling easier. 


—engineering and sales—helps you sell more. Air Conditioning 


Mill & Factory 
R-PaC’s Monthly Advertisements Oil & Gas Journal 


— reprinted for distributor mailing—increase your sales potential. Power 

Operating Engineer 
Petroleum Refiner 
Petroleum Engineer 
Power Engineering 
Chemical Processing 


R-PaC’s Unexcelled Quality 


—means continuing sales and profits for you. 


ASK the R-PaC District Office nearest you for full details 


' 04 Reading, Pa., Atlanta, Baltimore, Boston, Chicago, Denver, Detroit, Houston, 
New York, Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 
A 


R-P & C VALVE DIVISION 
AMERICAN CHAIN & CABLE 





